PUBLISHED EVERY OTHER THURSDAY f L 


Contents — Page 5 February 28, 1957 


50.7% profit 
103% mark-up 


YOU GET THIS YOU MAKE THIS 


> \¢ ~- eaalle! i 12——-2 ounce squeeze bottles (Free). .$ 4.20 
} 2? R & F os & Sell at 35c each 
ig a EP ae ee 12—4 ounce squeeze bottles . 


Sell at 60c each 


f tiie Ce pe 12—8 ounce squeeze bottles 
: - ca | . Sell at $1.00 each 


YOU MAKE: 


Total Retail Value 


~- 2 | ——™ You Invest Only . 
BO ; : LES pratt nl You Pocket 
(_— profit per package 


Fs, ea e Shipped in single carton. Weight: 15 Ibs. 
Franklin’s Evertite Sw oe Franklin’s Evertite is the high demand white 


<— * ; ; glue that sets fast, dries clear. It’s the modern 
W ke | T E G L U E “a eo adhesive of a 1000 uses. Easy to use by anyone 


for almost anything. 


on these Franklin Hard 
* 24 FREE TUBES 


Franklin Genuine Liquid 


HIDE GLUE 


52.3% profit 
109% mark-up 


YOU GET THIS YOU MAKE THIS 


24——1 ounce tubes (Free) .. 
Sell at 20c each 


12——'/, pint cans .... 
= Sell at 60c each 
Franklin Genuine Liquid Hide Glue your dollars every time you rec- 12——1/, pint cans 
is preferred by professional cabinet ommend Franklin Liquid Hide Sell at 95c each 
makers, woodworkers and home Glue to customers who want the Total Retail Value 
craftsmen everywhere. The market strongest and very best wood You Invest Only 
is big and right now you double adhesive they can use. You Pocket 


Order from your Wholesaler today profit per package 
Offer expires April 15, 1957 Shipped complete in single carton. Weight: 18 Ibs. 
THE FRANKLIN GLUE CO., Columbus, Ohio, USA 


ware Week Specials 


YOU MAKE: 
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Wonderful, 
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with MIRRO-MATIC Heat Control 


* * and cord, Fed. Tax incl. 
) é f High-domed cover, with 


steam vent, Retail, $2.50 






ric fry pan 


That’s the theme that’s being hammered home, in women want... the brand-new MIRRO-MATIC, 
full-color national magazine advertising, to inter- It’s sturdy stamped aluminum, for easiest han- 
ested homemakers—your customers—everywhere! dling. It’s full 11” square. ..a generous 244” 
Use it, for closer tie-in with this powerful national deep. It has a handy quick-reference temperature 
promotion and easier, bigger profit. Use it to sell table on the handle and a signal light, to tell when 
the all-new electric fry pan that has everything right temperature is reached. 
















. \ 4s When control is removed, pan 
COMPLETELY 4 er ce can be completely immersed in 
IMME RSIBLE ee pale —* = water, handle and all, for 





easy, safe, thorough cleaning! 











Accurate Heat Control built into 

the plug! Just dial the right heat, 

for whatever food is to be cooked. 
Completely detachable, for 
under-water washing of pan. 


thanks te Ue .@ SELECTIVE 
MIRRO-MATIC 


heat control plug 



















mon eo ~ 
* Guaranteed by» 
Good Housekeeping 
fa ° 






buy from your MIRRO jobber 
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ALUMINUM GOODS MANUFACTURING COMPANY, MANITOWOC, WIS. 
Fifth Avenue Bidg., New York 10 Merchandise Mart, Chicago 54 


World’s Largest Manufacturer of Aluminum Cooking Utensils 











DESIGN GIVES 


THE BEST CUT, THE MOST SALES 


LAWN-BOY ENGINEERS, originators of the 
important power-mower improvements, 
know why they design mowers as they do. 
But the imitators of LAWN-BOY can copy 
only the skin-deep appearance, not the 
cut—and, after all, it’s the cut that counts. 


SO THERE'S NO TRICK to selling a LAWN-BOY. 
When a customer starts comparing power 
mowers feature-by-feature, there’s just no 
contest. The world’s best power-mower 
know-how is lavished on LAWN-BOY to 
make it without question the smoothest- 
cutting, fastest-selling mower in the field. 


NOWHERE ELSE can your customers find the 
sensational ACTIVATED PILOT WHEEL that’s 
on this year’s LAWN-BOY Automower and 
Deluxe models. The line is long—a LAWN- 
wy for every lawn and every budget. And 
it’s backed by the biggest national adver- 
tising campaign ever thrown behind a 
power mower—even LAWN-BOY. Tie-in! See 
your distributor-salesman. 


LAW N-BOY 


LAWN-BOY, Lamar, Mo. « Division of Outboard 


Marine Corporation, makers of Johnson and 
Evinrude Outboard Motors 


In Canada: LAWN-BOY, Peterborough, Ontario 
The NEW IDEAS are LAWN-BOY IDEAS 
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WHY 2-cycle LAWN-BOY engine is best 


Designed only for LAWN-Boy, this 2-cycle engine is a model of simplicity, 
power, easy starting, light weight, and dependability, with a minimum of 
moving parts. Grass-cutting is faster and easier—every piston stroke is a 
power stroke (which means we needn’t “jazz up” the LAWN-BOY engine to get 
the 3200 rpm needed for efficient mowing). Finally, you don’t have to check 
oil—a free-and-easy proportion of gas and oil right in the fuel tank maintains 
top-notch operation throughout the long life of a LAWN-BoY power mower. 








Why handle a“‘LOOK-ALIK®P’’.. . 
when there’s the real thing for easy sales— 


UNIVERSAL (p/n 


AMERICA’S NUMBER "fj COFFEEMAKER 








® 














ist in Public Acceptance 


With over fifteen million sold, there is no 
doubt that the American public prefers the 
Universal Coffeematic over all others. Peo- 
ple who want the finest choose America’s 
number one Coffeemaker over all others. 


ist in Features 


Every Coffeematic is made of solid copper, 
chrome-plated for lifetime service. Its accur- 
ate Flavor-Selector gives exactly the strength 
coffee you want. The Heat Sentinel keeps 
coffee at perfect serving temperature .. . the 
Redi-Lite tells you it’s ready. And Coffee- 
matic’s beauty of design has always been the 
standard others try to copy. Stock the original! 


ist in Advertising 


No other single product in the housewares 
field gets such advertising support. Twenty- 
four national magazines cover every corner 
of your market . . . regularly scheduled local 
newspaper ads point up every period of the 
year. Wherever they look, your customers are 
being sold Coffeematic. Make your sales with 
the leader. 


ist in Full Line Selection 


Only the Universal Coffeematic gives you a 
full line of models to meet every size or price 
preference. Satisfy every customer with the 
brand she’s already sold on — the Universal 
Coffeematic. Don’t lose a sale by having to 
resell her some other make with fewer fea- 
tures, less value. 














h ff ti 10-cup Copper Coffeematic 8-cup Chrome Coffeematic 5-cup Chrome Automatic 
=a 929.95 ee : $32.95 $26.95 $19.95 $19.95 


STOCK THE FULL LINE AND YOU’LL MAKE EVERY SALE! 
SELL MORE IN ’57... 


GO UNIVERSAL! 


4 HARDWARE AGE, FEBRUARY 28, 1957 


LANDERS, FRARY & CLARK, NEW BRITAIN, CONN. 








HARDWARE AGE 


THE HARDWARE DEALERS' MAGAZINE 


ESTABLISHED 1855 * PUBLISHED EVERY OTHER THURSDAY * VOL. 179, No. 5 
PUBLICATION OFFICE: CHESTNUT & 56TH STS., PHILADELPHIA 39, PA. 


February 28, 1957 
Contents 


Editorial 
RoI 0 Tis St ae ss oh aah cen eeadew 6 bine Pgmalele a 0 7 
I a i, ci ae SN ed GeO disp ones Us ebb oo nine 8 
We © ee De re oe cc cucccnaccccccceves 12 


Hardware Age Special 
ls Your Profit the Victim of Low Turnover? 


Turnover depends on how you sell, not on how you buy.’ Your profit hinges on how well 
Fn Fy rere ae Oe ae ee eee 53 


Store Management 


SS SEE AES EIR EE! iy ey eh a Ee 58 


Merchandising Ideas 


a os cen bubbdeeeesacateenes 6| 
Wallpaper Sold by the Room 


lds ss be ce beamline Ode ho Ok dk as 04nd hab seeds eee Was 82 
Display and Modernization 
Pee es en I ES Pc eee c cen ccececesssideaeweumesas 62 
New Display and Light Units Offset Low Balcony ............. 00. ce cee eee eee ences 64 
ees ne pn EE PEGI nk ccc c ccc eeedeetrerecccccessss U6 
First Customer 22 Years Ago; Helps Open New Store Saas adn sass e Wis Gham ee se eee ree 74 
News of the Trade 
Ne oc wee od tM s bbe SiS aeeaSbnehdbea OO 
How's the. Hondiene: Sisiaies?,. pies nS. =: ‘ie Bee a is eerie ease. 84 
NOUN a 0 ee a eck ewee bun cash eveebhdGe aka 94 
OU OV Cm: et IN I ce dc wee wb ece eee t bab iu dees cys 124 
Moanutacturars: Diew BlGrenmteine PRGNE. oc. ccc cece ccc ctee cc cccctscscerces: 130 
Pe os i. ten cn aw abs cebusecs Vepeetessies cas 132 


News of the Trade: Ace Hardware sets up plan for dealer ownership of business—True- 
Temper Buys Montague-Ocean City company—Coast-to-Coast opens new warehouse. 134 


Coming in the Next Issue 
HA Paint Merchandising Guide will show how product knowledge builds profits. 


Classified Advertising ............... 146 Advertisers’ Index 


Net Paid Circulation This Issue 35,700 


Copa 1957 by Chilton Co. Officers and directors: ee S. HILDRETH, Chairman of the Board. G. C. BUZBY, President. Vice Presidents: P. M. 
a RENDORF, HARRY V. DUFFY; Treasurer: WILLIAM H. VALLAR;: Secreta ry: JOHN BLAIR MOFFEIT: GEORGE T. HOOK, MAURICE E. cox. FRANK 

TIGHE, LEONARD V. ROWLANDS, ROBERT E. MCKENNA, IRVING E. HAND, EVERIT 8. TERHUNE, Jr., RUSSELL W. CASE, Jr., JOHN C. HILDRETH, 
: SUBSCRIPTION PRICES: United States and its possessions $1.00 iow year. Canada: $3.00 per year. All other countries $5.00 per year. Single copies 
25 cents. HARDWARE AGE was established 1855, succeeding and embodying ‘'Hardware,"' New York; "Stoves and Hardware Reporter,’ St. Louis; 'West- 


ern Hardware J akan § " Omaha; “Iron Age Hardware, 5 New York; “Hardware Reporter," St. Louis: ' ‘Hardware Salesman," Chicago; “Hardware Dealers 
Magazine,"’ New York; "Good Hardware,’ New York, ‘and "Your Business, " Philadeiphia. 


HARDWARE AGE, published every other Thursday by Chilton Co. (Inc.), Chestnut and Séth ie Philadelphia 39, Pa. Entered as second class matter, March 
24, 1933, at the Post Office at Philadelphia under the Act of March 5, 1879 (Printed in U. A) $1.00 per year. Single copies 25¢ each. Vol. 179, No. 5. 


HARDWARE AGE, FEBRUARY 28, 1957 3 











ACCO Check List of 
iovrerg) __ Popular AMERICAN Chains for 


Your ‘Do-It-Yourself’ Customers... 


e@ The “Do-It-Yourself’’ idea can no longer be shrugged off as a fad or a 
passing fancy. It has gathered such momentum that it has become a national 
habit—a good habit that today is shared by your own customers. 


AMERICAN CHAIN helps you to cash in on this wholesome habit by offering 
a wide assortment of chains for countless ‘‘Do-It- Yourself” uses. Perhaps no 
other kind of goods you sell has so many 
uses in and around the home as your 
AMERICAN CHAIN line. You will find it 
profitable to stock and display promi- 
nently a complete assortment of 
AMERICAN CHAIN items all year round. pi 

For prompt service, order from your Pc Nowr th Ps RS 
AMERICAN CHAIN wholesaler. — 


Sell AMERICAN Chains for: 

























Pan 











() Garage doors C) Furnace regulating 
(] Pipe hanging (] Fire escapes 

C) Porch swings [] Ornamental uses 
[] Playground equipment _[[] Furniture braces 
(] Lawn borders [] ...also snaps— 


: , swivels— 
CL) Gymnasium equipment ag 


[] Dog runners 


ACCO Chain Sales-Maker 


Your customers will buy chain when they can see it and 
feel it on your ACCO CHAIN SALES-MAKER. Pictured at right 
is Assortment No. 38, our most popular one, containing— 


175 ft. 2/0 Tenso Chain, Bright Zinc Plated , 
125 ft. 3/0 Lock Link Chain, Bright Zinc Plated 
200 ft. 3 Tenso Chain, Bright Zinc Plated 

75 ft. 2/0 Twist Machine Chain, Bright Zinc Plated f 
100 ft. 35 Sash Chain, Bright Zinc Plated : a 
200 ft. 1/0 Brass Safety Chain, Bright Finish 
200 ft. 16 Double Steel Jack Chain, Bright Zinc Plated 
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Makes Selling Easier 


The newly designed Acco 
packages, in attractive blue and 
gold, make it easy for customers 
and salespeople to locate any 
packaged chain item in seconds. 
Display these colorful packages on 
your shelves and counters for your 


*‘Do-It- Yourself’? customers’ con- PAY AMERICAN CHAIN & CABLE Better 
venience. —r~s 
Warwray?\ York, Pa., Atlanta, Boston, Chicago, Denver, Detroit, Va ue , 
c Order from your nearby ‘o> 


Houston, Los Angeles, New York, Philadelphia, Pittsburgh, 
AMERICAN CHAIN wholesaler Portland, Ore., San Francisco, Bridgeport, Conn. 
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Editorial 


by W.A. Phair 


Who's co-operating ? ? 


The word “co-operation” gets quite a beating these days. Everybody 
claims to be co-operating with everybody else. But when you look 
closely at what some people call “co-operation,” you wonder if they 
know the meaning of the word. 


If you look the word up in the dictionary you will find that it means, 
in simple words, working together to the same end. 


If I seem a little harsh on this subject, it is because I have just fin- 
ished reading a long, fancy description about how a certain manufac- 
turer is “co-operating” with the hardware trade by putting on a big 
promotion to increase the sales of its product. 


The description reads very nice; it is quite impressive. But the 
whole promotion is going to be one big, gigantic flop. 


How come? It’s very simple. 


The whole deal was obviously cooked up strictly from the manufac- 
turer’s viewpoint. It is apparent that they never bothered to check 
with a wholesaler or dealer on the details or timing. They never took 
the trouble to learn if their program would fit into a wholesaler’s 
method of operation. 


Instead, the manufacturer has developed a promotion that would 


be terrific .. . for the manufacturer . . . but useless to the wholesaler 
or dealer. 


This manufacturer isn’t “co-operating,” he is obstructing. He is 
throwing thousands of dollars down the drain and doing great damage 
to his reputation. 


I’ll bet dollars to donuts that when this promotion flops, the manu- 
facturer will blame it on the wholesaler and the dealer. They never 
blame themselves. 


It is really quite amazing how often a manufacturer will set up a 
promotion without ever thinking of checking it with the people who 
are expected to carry the ball... the wholesaler and dealer. 


We could cite you dozens of instances where the lack of real “‘co- 
operation” has doomed a promotion. Any wholesale buyer or promo- 
tion manager can tell you of case after case of promotions flopping 
because of bad planning and poor timing. 


The great tragedy of these failures is that they need never have 


happened. A little time spent in the field checking details with a few 
wholesalers and dealers would have worked out the bugs and saved 
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Editorial 


continued 


thousands of dollars and many headaches. 


I’ve heard manufacturers say that no matter what you do, you can’t please 
everybody. 


That is very true. But at least you should be sure that you are pleasing 
some of them; at least your more important distributors and dealers. 


A little more time spent making calls on the trade and a little less time 
spent behind a desk would work wonders for many manufacturing execu- 
tives. 


Some play it smart... 


Not all manufacturers are careless in developing promotions or new prod- 
ucts. In fact, a large number go to great extremes to check their plans 
before making a general announcement. 


When it comes to market testing at the consumer level, there are several 
firms that do a very thorough job. And it pays off for them. 


Let me quote from a letter from a promotion manager of one of the bigger 
wholesalers. He says, “When company brings out a new prod- 
uct, I know from past experience that before that product was put into pro- 
duction, they had representatives out ringing doorbells, talking to house- 
wives, to get the facts. 





“I’m satisfied that they know a product meets a need and will sell before 
they put it on the market. This makes sense to me, and we always welcome 
suggestions from them.” 


Contrast this with the experience this same distributor had with a certain 
new housewares item that was put on the market with an exposed edge 
so sharp that it was downright dangerous. In fact one of the items shipped 
by this distributor did actually cut a housewife. 


When this was drawn to his attention, the manufacturer admitted that 
the part was poorly designed and was being corrected. Here is a perfect 
example where a little consumer market testing would have spotted the 
defect and saved many headaches... and lost sales. 


It doesn’t take much effort or money to do a testing job before you an- 
nounce a promotion or a new product. But it does take a great deal of time 
and money to correct a mistake after it’s in the field. 


You’ll find that wholesalers and dealers generally are very happy to work 
with you in perfecting a promotion. They are just as anxious as a manu- 
facturer to see a successful promotion. It means cash to them. 


You don’t have to visit all your distributors and dealers. Pick out a few 
who represent a good cross section of your trade. After you have discussed 
your plans with them, you'll have a solid idea of what you need to do to “co- 
operate,” if you want their co-operation. 
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D-220 — a rugged latch in ao 
standard design case with a beau- 
tiful “Rose Gold’”’ finish 


263GY — handsome, modern de- 
sign Streamlatch with special Hold- 
O-Matic feature 


219¢C — ever-popular conventional 
style with gold bronze finish, brass 
pin-tumbler cylinder 


‘THIS unique ILCO night latch promotion has dramatically dem- 
onstrated once again the terrific power of the Do-It-Yourself sales 
approach. 

Retailers recognized at once that here at last was the answer to 
the installation bugaboo that has killed many a night latch sale. 
Customers welcomed the chance to be_able to buy and install 
themselves the night latches they’d been needing for so long. 

Result: This display has moved more night latches since its 
introduction than any merchandising idea in years. 

Package consists of 2 boring tools, a special night latch assort- 
ment — 6 each of 3 models (one each mounted) colorful, eye- 
catching counter display. Complete display unit is free — you pay 
only for latches and 2 boring tools. You “‘loan’’ the tools for a $2 
deposit which covers your cost. 

Call your distributor or write us today for full details. 
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BY WASHINGTON 


Mortgage And Credit Pinch 
Should Ease By Early Summer 


If you’re having difficulty getting credit to expand, 
restock, or modernize, look for conditions to improve 
by early summer. 

Mortgage experts are telling the government that 
the current credit shortage should ease by June. 
When it does, housing officials say the present lag in 
homebuilding will improve. Builders’ supply sales 
Should pick up then. 

Congress is considering several ways to help small 
firms out of the credit pinch. The Small Business Ad- 
ministration loan program has been broadened. Two 
bills sponsored by Sen. John Sparkman, D., Ala., are 
pending to set up a small business loan guarantee pro- 
gram (similar to FHA) and to charter investment 
companies that will back small companies. 


outlook 


If you need money right away, check on the possibility 
of a Small Business Administration participation loan 
with your local banker. Don’t worry about government 
credit or price controls. They aren’t likely, despite 
recent talk. 


Minimum Wage Law May Cover 
Large Retail Stores, Chains 


Congress is seriously considering extending the 
Federal Minimum Wage Law to retail operations. 
Committees of both the Senate and the House are now 
collecting evidence. 

Hearings will be underway in both chambers during 
at least part of March. 

Principal proposals for extension would include all 
employees of stores grossing $500,000 or more a year, 
whether independent or part of a chain. Others would 
include only stores with five or more branches. 

There are also bills to raise the present $1 an hour 
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minimum to $1.25 or $1.50, but they won’t get serious 
congressional consideration this year. 

Unions are pushing hard for extension. Outcome 
may rest on whether administration support is weak 
or strong. 


Take a stand on extension of the Federal Wage-Hour 
Law right now. Write your Congressmen and Sena- 
tors; write to the Senate and House Labor Commit- 
tees (Washington 25, D. C.). If you favor state laws, 
say so. Give facts on its effect on you. Urge other 
businessmen to do the same. 


You'll Be Paying More Freight 
Regardless of Carrier You Use 


Trucking companies now have permission to in- 
crease their rates from 5 to 7 percent, to match recent 
emergency rate hikes granted the railroads. 

Virtually all your freight bills thus are going to 
be higher. The rate hikes were approved by the Inter- 
state Commerce Commission. 

These increases probably won’t be all freight in- 
creases dealers will have to face this year. Major rail- 
roads are asking for further increases of 15 to 17 
percent. When the ICC decides how much of it to 
grant, the truckers will seek similar increases. 

Thus far, the increases are 5 percent in the West 
and 7 percent in other areas and across-country. 

Freight forwarders, who contract to haul smaller 
shipments, are expected to get matching hikes. 


outlook 


Check all your suppliers to see how much freight you 
pay when you order from them. If practical, do some 
of your own hauling. Shipping costs now more than 
ever are going to be an important item in your profit 
picture. 

(Continued on page 92) 







HARDWARE AGE, FEBRUARY 28, 1957 





od 
on 






BEST IN DESIGN, SSG 
-EATURES, PERFORMANCE .-- 
AT THE 


." —_ 
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MODEL NO. 








1350 







POWER TRIMMER 
Completely New 


WITH EXCLUSIVE FEATURES! 


The new Shopmate Trimmer has everything you need to get volume sales 

















... brilliant new two-tone colors to catch the eye (sparkling silver luster with 


NEW TRIPLE-DUTY HANDLE — 
side handle attaches on either 
side for right or left hand use to $20 lower than other quality trimmers! Take a look, and you'll see why 


— attaches on rear of trimmer Shopmate sells in volume! 
for trimming wide hedges. It’s 


NEW TRAP-LOCK CUTTER TEETH tightly grip the 
material to be cut without a slip! They’re exclusive! 


bright red handles and cord)! Exclusive new features make trimming a 


pleasure (some so advanced that they’re patented), and a price that’s $15 










Check these other fine features! 





@ light for easy handling — only @ 13” sickle-type blade made of 
54 pounds. hardened tool steel, precision 


@ rugged series motor — 1.6 amp. ground to sluy sharp under con- 
rating ~enwenboaeer = 
@ improved bevel pinion gear and 
@ insulated comfort grip handle cam action insures years of 
and contour designed auxiliary trouble-free performance 
handle Suggested 


sturdy, die-cast aluminum retail $ gs 
housing onl f 


MAIL COUPON TODAY FOR COMPLETE INFORMATION! 
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EXTENSION HANDLE .. . (op- = 
tional at extra cost) attaches 
on the back — makes hard-to- (Note to distributor : 


reach spots easy to reach. It’s , ° 
exclusive! tht nb a single 
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mail to: GEORGE WEATHERBY, Sales Manager 
PORTABLE ELECTRIC TOOLS, INC. Dept. HA-2/28 
320 West 83rd Street, Chicago 20, Illinois 


g 


Please send me complete information on the new 1957 
Shopmate Model No. 1350 Power Trimmer immediately! 








One wat Sotk!) 


FIRM NAME 











ADDRESS seaninnts 








PORTABLE ELECTRIC TOOLS, INC. 
320 West 83rd Street « Chicago 20, Illinois 


- , ae ‘iain STATE — 
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LATEST INFORMATION ON NEW PRODUCTS 


Tubular steel hammer handle 


Here is a hammer with a tubular 
steel handle that has the shape of 





a wooden handle. The new design 
incorporates the original V & B 
hammer head. Other features in- 
clude a plastic seal, hickory plug 
with steel wedge, natural rubber 
grip and a milled face which is 
optional. Vaughan & Bushnell Mfg. 
Co. 


For more data circle No. 1 on postcard, p. 101 


Stainless steel pruning saw 


Professional nurserymen, gar- 
deners, caretakers, and homeowners 
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will be interested in the Duplex 
Pruner No. 200 pruning saw. Saw 
blade is made of special-alloy stain- 
less steel with two edges. One edge 
has small tuttle teeth for cutting 
large limbs. Peg teeth on other 


edge cut smaller branches. Handle 


is 7-ply marine plywood. Atkins 
Saw Div., Borg-Warner Corp. 


For more data circle No. 2 on postcard, p. 101 


Low-priced garden hand tools 
Price-conscious customers will be 
interested in this line of hand gar- 
den tools that retails at 49¢. Tool 
heads are high grade steel, finished 





in green. Hardwood hickory han- 
dles are yellow. Five tools are avail- 
able: trowel, rake, cultivator, trans- 
planting trowel, and culti-hoe. Gar- 
dex, Inc. 


For more data circle No. 3 on postcard, p. 101 


Pumps with higher capacity 
Here is a low-cost convertible jet 

water system you can sell to owners 

of small homes and cottages. New 


AND SERVICES 








3, and 1 hp sizes have increased 
the capacity of the Model 75 pump 
to up to 1080 gal per hour in shal- 
low wells or up to 1300 gal per hour 
in deep wells. Unit comes com- 
pletely assembled in a _ ready-to- 
install package including a 12-gal 
tank. Another unit with 42-gal tank 
is available. Deming Co. 

For more data circle No. 4 on postcard, p. 101 


Color added to kitchen tools 
Color-conscious housewives can 
add more color to their kitchens 
with these Flint kitchen tools 
(illustrated) and cutlery. Plastic 
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Want more information on these 
products? Then use free post 
card on page 101. 


in hardware merchandise... 


FOR THE HARDWARE DEALER 





handles come in pink, turquoise, 
and yellow to blend with other 
housewares in these colors. Kitchen 
tools are stainless steel with Pak- 
kalac plastic handles. Cutlery set 
features Pakkalac handles and 
hollow-ground vanadium stainless 
steel. Ekco Products Co. 


For more data circle No. 5 on postcard, p. 101 


2 restyled bathroom scales 


Two of the leading models in the 
Counselor line of bathroom scales 
have been restyled to give them a 
more modern look. Model 222 (illus- 





trated) is only 1% in. high and 
features a no-slip, scuff-resistant 
vinyl mat. Model 222 retails for 
$6.95. Model 400 is highlighted by 
a chrome handle that blends in with 
the basic styling of the unit. Brear- 
ley Co. 


For more data circle No. 6 on postcard, p. 101 


Low priced impulse sprinkler 
This low priced impulse or in- 

terrupted jet sprinkler has been 

added to the Allenco line for 1957. 
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The Roto Jet spreads water over 
a circle up to 75 ft in diameter. 
Thumb screw adjusts flow of water. 
The brightly colored sprinkler is 
packed in a self-selling carton and 


retails for $5.50. W. D. Allen Mfg. 
Co. 


For more data circle No. 7 on postcard, p. 101 


17 models in 1957 fan line 


Here is a line of electric fans 
with 17 models of portable window 
fans, ventilators, all-purpose fans 
and oscillating fans. Illustrated is 





(Continued on page 98) 
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Tool box display carton 

This colorful display carton can 
be converted into a counter or floor 
display. The carton holds four 
Super Mechanic’s tool boxes. Also 
available is a display that is at- 
tached to the Stackmaster utility 
cabinet. A display comes with every 


t oe8%5 


ater 
POET? Cansty 





cabinet. The 12 drawered cabinet 
is intended for holding small parts. 
A 24 drawer cabinet is also avail- 
able. Union Steel Chest Corp. 


For more data circle No. 8 on postcard, p. 101 


Plastic housewares package 


This plastic housewares deal 
called the Profit Maker Pack con- 
tains three to six each of the 25 


(Continued on page 118) 
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HARDWARE | 
STORE 
SALES 


(Seasonally 
unadjusted) 


Nov. — in millions) | 
ise > eg 


Source: U. S. Dept. of Commerce 


HARDWARE 


For more How's the Hardware Business see page 124 


Figures In: Hardware Sales Hit Peak In 1956 


Small December Dip Marks Boom Year's End 


Mower Sales? Future Orders Are Bigger 


Hardware store sales volume reaches record 
high during 1956; sales total $2.89 billion 


Hardware store sales set a record 
high in 1956. 

Sales by hardware dealers totaled 
$2.893 billion during the year. This 
was $105 million more than the 
previous high reached in 1955. Per- 
centage-wise it represents an in- 
crease of 3.7 percent over 1955. 

Total 1956 hardware store sales 
approximated the HARDWARE AGE 
forecast that sales would be about 
$2.9 billion for the year. (See H.A.., 
Sept. 13, p. 14.) That prediction 
was made on the basis of sales re- 
turns for the first half of the year. 

Hardware dealers reached the 
record sales volume last year even 
though sales in December dropped 
slightly below December, 1955. 
Sales by hardware dealers in De- 
cember, 1956, totaled $314 million. 
This was $3 million, or less than 1 
percent, below the December, 1955, 
volume. 

Reviewing 1956 hardware store 
sales, the gains in the second half 
of the year were far below gains in 
the first half. Sales gains in the 
second half were 1.6 percent com- 
pared with gains of 6.36 percent in 
the first half. 

Retail sales in all stores in Janu- 
ary totaled $14.9 billion, up $1 bil- 


14 


lion over January, 1956. This is 7 
percent higher than the year-ago 
figures. 

Department stores also reported 
sales increases. Department store 
sales are up 2 percent from 1956 
figures so far. Last year depart- 
ment store sales were 4 percent 
ahead of 1955. This compares fa- 
vorably with the percentage gain 
of 3.7 percent scored by hardware 
stores. 


Dealers ready for big 
volume on power mowers 


It looks like 1957 is going to 
be a good year for power lawn 
mower sales. 

Here is what one wholesaler in 
the middle west, who has done 
a good volume in mowers for years, 
reports. Sales of power mowers 
for future delivery, as of early 
February, were ahead of total sales 
for last year. 

Grass, and especially weeds, grow 
fast every spring. Dealers with 
a good stock of power mowers for 
display and backup inventory, who 
promote with personal selling and 
strong advertising, are likely to 
pull in the profits this spring. 





Hardware sales are off 
slightly in December 


Hardware store sales in Decem- 
ber fell slightly behind the volume 
of December, 1955. 

Sales by hardware dealers in 
December totaled $314 million. This 
was $3 million, or less than 1 per- 
cent, below the volume of Decem- 
ber, 1955. 

This brought total hardware 
store sales for 1956 to $2.893 bil- 
lion, a gain of $105 million over 
1955, or 3.7 percent. 

Seasonally unadjusted estimates 
of hardware store sales for the 
last three years are: 

(Millions of dollars) 

1956 1955 # £1954 
January 175 170 165 
February 171 160 172 
March 207 196 196 
April 227 228 221 
May 266 246 229 
June 275 242 232 
July 250 238 233 
August 251 237 216 
September 245 251 230 
October 258 259 243 
November 254 244 246 
December 314 317 319 


eed 


Total $2,893 $2,788 $2,702 
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—so why tie up money and shelf 
space with 12 to 20 oil stains 


eee 


ote >” Is it good business to stock 12 to 20 prepared stains when — with Firzite 
eo aa and Satinlac — you can help your customer get almost any wood finish 
desired! Our new free wood finishing chart shows you how to do it! 


Our new free wood finishing chart shows you how to do it! 






It contains 24 full-color panels — illustrates the most wanted light nat- 
ural effects; pickled and blond effects; oil stain effects . . . gives simple 
directions for obtaining any one of them. 


It shows you how Satinlac and Firzite, plus colors-in-oil, are all the 
inventory you need for almost any wood finish desired . . . on any kind of 
wood . . . hard or soft, plywood or solid lumber. 


Ask your wholesaler for a supply of this new Wood Finishing Chart — 


Lokal ff | free to Firzite and Satinlac dealers. Or mail coupon for sample copy. 


To kill that wild grain, 
recommend: Pints, quarts, | and 5 gal. cans. 


TISED! 
° 

FIRZITE® — Helps prevent grain NATIONALLY ADVER I 
raise and face checking when —— = y O esaler 
staining or painting plywood or ” a r wh | 
other soft woods. A penetrating Oo d é ah ou 
resin sealer and undercoater. r er ro y 

For oil stain effects, add 
colors-in-oil to CLEAR or WHITE 
Firzite 

For pickled (limed) and biond 
effects, use WHITE Firzite. 

See new chart for 


MAIL COUPON FOR CHART ILLUSTRATED 














fy ee dg - United States Plywood Corporatign - 
Dept. HA 2-7S, 55 W. 44th St., New York 36, N. Y. 
i Send me free sample copy of new Chart of Wood Fin- ' 
é ishing Effects, showing how Firzite & Satinlac replace 6 
" : oa 
To get a heautiful nate f an inventory of 12 to 20 oil stains 
ural finish, recommend: B My Name ’ 
SATINLAC™ — Water-clear in eae ae i 
color. Accents and preserves the t a 
rich natural grain and color of City Zone State 
any wood, hard or soft, solid | 4 
lumber or plywood. No undercoat Wholesal 
required. No built-up look. Does - i 
not yellow or darken on aging. i ees 
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GOLD STRAND 
INSECT WIRE SCREENING 


America’s largest selling 
screening will help you 
sell your customers. 
Selvages are reinforced 
and have a good body 
for tacking. The smooth, 
uniform mesh is carefully 
lacquered for corrosion 
resistance and attractive 
appearance. Gold 
Strand Screening is 
available in low-cost 
Galvanoid, in Aluminum 
and Bronze. 







QUICK 
HITCH 
GATE 
SPRINGS 




























Ideal for heavy doors and 
gates, these rugged springs 
are made of fine quality 

oil-tempered wire. Supplied 
with either black-japanned 
or electro-galvanized finish. 


PERFECTION DOOR SPRING: 


Outstanding for toughness, 
durability and resistance to rust. 
Available in black-japanned or 
electro-galvanized finish. Choice 
of looped or cone-hooked ends 
(complete with hooks or eyes). 































LOK-TWIST 
POULTRY NETTING 


Woven by the reverse-twist 
method, Lok-Twist rolls flat, 
hangs well, stays taut and is 
easy to handle. Heavily gal- 
vanized to protect it against 
the corrosive acids often 
encountered in poultry raising. 


CF&l HARDWARE CLOTH 


Called the product with a 
thousand-and-one uses, CF&l 
Hardware Cloth can be 
severely formed, bent or 
twisted without breaking. 
Sold under the brand name 
of “Clinton” in the East; 
“Calwico” in the West. 











WISSCO FLEXIBLE WIRE 
CLOTHES LINES 


Lightweight and easy to handle, 
Wissco Clothes Line is heavily 
galvanized to give years of 
trouble-free service. 




































SURFACE TABLES s0¢ 
RETAM SALES PRICES 
tee 








MERCHANT OR STONE WIRE 


Two general-purpose wires. 
Both are available in either 
galvanized (for prolonged 
outdoor use) or annealed (for 
easy bending and tying). 
Merchant Wire comes in 100-Ib. : 
bundles (gauges 6 through 18). TE 


Stone Wire is sold in 12-Ib. Surface Tables and Handy Hints Gold Strand Screening 
coils (gauges 16 through 24]. 


“American 
Brand’ 


i; #F 




















Roll Clips 











Hardware Product: 


Folders 
Retail Sales Prices On Screens Sample Folder. | 


CF&I-CLINTON 
GENERAL PURPOSE 
WELDED WIRE FABRIC 


This versatile product has many uses 
around farms and homes. Ideal for 
bins of all sorts and poultry house 
floors. Every joint is carefully welded 
for long, trouble-free life. 





CF&!i HEX MESH NETTING 


There’s a Hex Mesh Netting to fill just 
about every customer need. It is available 
in all standard meshes and wire sizes. 
Widths range from 12” through 72”. 


WISSCO TV GUY WIRE 


An excellent general purpose 
strand that is ideal for 
guying poles, antennas, 
smokestacks, signs and 

similar items. 


CFcili-WICK WIRE 
THE COLORADO FUEL AND IRON CORPORATION—Albuquerque + Amarillo - Billings & 

Boise - Butte - Casper - Denver - El Paso - Ft. Worth - Houston - Lincoln (Neb.) rd A "4 D W A R b Pp 4 O [) U € T S 

Los Angeles - Oaklond + Okichomo City + Phoenix + Portland + Pueblo | ie Ret ae ae | ~~ (F. 















Salt Lake City «+ San Francisco + Seattle + Spokane + Wichita 
WICKWIRE SPENCER STEEL DIVISION—Atlanta - Boston - Buffalo - Chicago + Detroit 
New Orleans - New York + Philadelphia 





CF&l OFFICES IN CANADA: Montreal + Toronto 





STOCK THE SCREWS 
THAT ARE 
EE” Et. EE -SOt. I> 
io?) am Ge) | B. 
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Month after month after month, fastener customers 
by the millions are being told the Southern Screw 
story .. Many thousands of Southern users— 

some of them your customers—have written to 
Southern for the free Technical Chart No. 4 to receive 
reliable and valuable information on how to 


select and use wood screws and sheet metal screws. 


So Southern is doing a double-barrelled selling job— 
helping “educate” your customers so they will 

make better use of more screws TTT telling them 
about Southern’s quality, permanence, and availability 


in leading hardware stores nearby. 


Stock the screws that are pre-sold for you! Sell the 
FULL Southern line that’s: 
Precision-built of finest materials; 
Packaged with the EZ to C© Label system; 
Pre-sold by powerful, consistent advertising; 


Shipped to you quickly from stock. 
Write for Southern’s Catalog and new Package Stock Guide. 


Address: P. O. Box 1360-HA, Statesville, North Carolina 


WOOD SCREWS @« ROLL THREAD CARRIAGE BOLTS 
WOOD & TYPE U DRIVE SCREWS ¢ HANGER BOLTS 
MACHINE SCREWS & NUTSeA & B TAPPING SCREWS 


DOWEL SCREWS ¢ STOVE BOLTS SCREW COMPANY 
Sold through —— Wholesale Distributors STATESVILLE * WORTH CAROLINA 


rehouses: 
NEW YORK @ cuicaco’ @ DALLAS e@tlOS ANGELES 
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CLOTH TAPE 
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Peamacer 


Clots Tare 


FREEZER Tape 
MASKING TAPE 


Selling Fast! 


of ten company 
. ION...a Gohivon ale 
PERMACEL TARE conrona: 


© 1957, P.T.C. 





your 


with GENUINE 


ELEY 
Oe A) | | oe 


>> or A 

Ome : ~ a -: an Ve. - x . ‘ > : ao vw 
ee Le ea . pa T\'s , . * 

. ‘ . a © 


Domestic shells are priced 10% above ELEY! Check the prices on your 
order form below. Why pay more — you can buy the best for less! 


ELEY is NOT FAIR TRADED—excellent for PROMOTIONS! Here's how 
to really promote—sell—make big profits: Use the FREE ELEY window streamers— 
set your own selling price—write your own ticket for a successful selling season! 


Patented 
Air-Cushion Wad -—> 


ELEY means top quality! Patented Air-Cushion 
wad assures maximum powe d shot patt ° ‘ ; , ' 
Handsomely leenueed fe a eaedidien vente a ELEY is NATIONALLY ADVERTISED! Cash in on the ELEY campaign in 


ture resistance. Inner steel lining of high base : 
Galion tenia TUE Geen = tenes teeing Field & Stream, Sports Afield, and other leading magazines. 


strength. ELEY shells are loaded in England ' 
exactly co American shooting requirements. REMEMBER... MORE ELEY DEALERS SOLD MORE ELEY SHELLS IN ‘56 THAN EVER BEFORE! 


FULL FREIGHT ALLOWANCE on 10 case minimum orders received prior to April 1—So order NOW! 


ALL SHELLS ARE 12 GAUGE ONLY, STANDARD 234"° LENGTH AND GUARANTEED AS SPECIFIED 





Load — Shot Shot Sz. Group Group Group Group Group wt. 
! i 


No. Equiv. 0z. American it iV . Case QUANTITY 

















ELEY ALPHAMAX MAGNUM (High Base) — Long Range Loads 











eer ieee 
Al2H 12 : 107.00 


6 
ELEY ALPHAMAX (High Base)— Long Range Loads 
Sai 4 

5 

6 
7¥2 





























A1l2 3% 1% 














ELEY GRAND PRIX (Low Base) — Field Loads 




















4 
5 
6 





PEE A AP 
Ti 
T12 2% 1% 8g 77.00 77.70 78.40 79.10 79.80 51 






































Terms: 2° OCT. 10TH. Group for your location may be found in the equalizing table of any domestic manufacturer. 

[] This is our first order.[[] We have an account with you. () Ship C.0.D.* () Ship on OPEN ACCOUNT.** (1) Cash with order. 
*50% of total invoice on all C.OC.D. orders, balance will be shipped collect.**To open account, all order, must be accompanied by at least three credit reference: 
ELEY shells are specifically imported to fill your individual orders, and are not subject to cancellation. 














NAME TYPE OF BUSINESS 








ADDRESS CITY STATE SIGNATURE 


S. E. LASZLO © Dept. AH © 25 Lafayette Street, Brooklyn 1, N.Y. © MAin 4-5251 
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Sell the Bes! Caller... THE FL) ING SCOUT 
With Triple-Tread. Longer Wearing W heels 


This rugged beauty with triple-tread wheels gives that causes flywheel action. What's more, the 
extra miles of skating fun. When the outer steel oscillating trucks have built-in rubber cushions 
tread wears off, there are two more case-hard- to absorb shock. With all these features it is no 
ened steel treads to skate on. The wheels spin wonder Chicago’s Flying Scout is the most talked- 
faster too, thanks to heavier weight at the rims about best seller in roller skates. 


Triple Treads on Every Wheel 


Cross 
Section 


SILENT FLASH ZEPHYR WARE BROS. IMP 

No. 181N — Noiseless No. 173—Exclusive solid No. 130—Smaller and No. 140—Laced leather 
rubber tire wheels outlast steel wheels for longer lighter edition of the Fly- toe straps secure this 
steel. Rolls fast and life. Twin row high speed ing Scout. For the budg- skate for small children. 
smooth. bearings. et-minded skater. Sleeve bearing wheels. 


CONSISTENT, EXTENSIVE CONSUMER ADVERTISING 


ever 25,000,000 circulation: American Girl ° Parents’ 

Seventeen * Boys’ Life ° Skating News * Sport ° Scho- tj 

lastic Roto « Archie Comics ° Betty and Veronica ° Laugh | hates 
Comics * Archie's Pal Jughead + Pep Comics * Wilbur 


Comics * Super Duck Comics ° Katy on Se 4456-B West Lake Street, Chicago 24, iHinois 
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Three lovely 
patterns: Provincial Rose, 
Staccato, and Aqua 
Tempo . . . attractively 
gift-boxed in sets of 8 

- in 5 sizes. Priced to 
retail at about $3.95 ... 
pilsners at about $5.95. 


Full-page advertising 
appears in glowing color. . 


. inviting 
customers to your store for Libbey 


Safedge Glassware. 


Libbey shows Young America how to 


Set a pretty table every da ey 


Here’s the advertisement appearing 
in full color in THe New Yorker, 
March 30, and in the April issues of 
BETTER HoMEs & GARDENS and 
House BEAUTIFUL . . . showing Mrs. 
America the beauty and utility of 
Libbey every-day crystal . . . to seta 
pretty table every day. 


The hard-hitting impact of Libbey’s 
continuing advertising reminds Amer- 
ica’s homemakers of the unmatched 
values in Libbey Safedge Glassware 

. . crystal glasses in sales-proved 
shapes and patterns. This advertising 
program ... . the largest in glassware 


LIBBEY SAFEDGE GLASSWARE 
AN (I) PRODUCT 


history . . . reaches American homes 
through natural color pages in Lire, 
SATURDAY EVENING Post, Livinc For 
YounGc HOMEMAKERS, House & GAR- 
DEN, House BEAUTIFUL, BETTER 
Homes & GARDENS, and THE NEw 
YorKER. It brings Mrs. America to 
you ...to help you satisfy her needs 
and desires for fine glassware . . . 
glassware for every-day use . . . and 
backed by Libbey’s famous guar- 
antee: “A new glass if the rim of a 
Libbey ‘Safedge’ glass ever chips.” 


Gain the full benefits of this far- 
reaching advertising program. For 


Owens-ILuINoIs 


GENERAL OFFICES « TOLEDO 1, OHIO 
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full details on the complete line of 
Libbey Safedge Glassware, see your 
Libbey Distributor or write to Libbey 
Glass, Division of Owens-Illinois, 
Toledo 1, Ohio. 
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You'll find these built-in qualities in every product 


SUPERIOR Use Performance 
SUPERIOR Packaging 
SUPERIOR Impulse-Sale Movement 
SUPERIOR Turnover and Profit 






















Better Quality Products for the Home 


by CURTISS-WRIGHT 
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Retail Sales Potential... Ky 
more than $40 million 





(your operation's share will produce substantial profits) 
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Comparative use tests show that A patented new ‘“‘sponge’’ mop 

80% of sponge users prefer unique that does a score of household COMPLETELY NEW. Do-it-yourself 
Dura-soft over conventional chores. . . better. Makes conven- product for the housewife. More 
Sponges. tional dish mops obsolete. than 100 uses. 


i 
paric PAN» 


1957 
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Retail Sales Potential... more than $30 million a 


(every 10th person is a prospective purchaser of these products... for personal use or as gifts) 


ALSO EVALUATE THE GREAT NEW MULTIPLE PACKS OF Dura-soft...the Dura-soft 8 


..Dura-soft 4 ...Dura-soft 12...retailing from 79¢ to $2.29...with attractive margins 

















S : 
A ‘‘walk-away’’ item at this price New, more effective bottle cleaner | Special extra-soft Nylon bristled The leading training seat on the 





...also available in de luxeedition ... junior size edition of the brush... and comb... in baby market... 
to retail at $1.98. Wonder Wedge. colors. ———_—_ 
PLUS other items to complete a full-line of BABY CARE and TRAINING accessories... owumbut 


Look for the Parent’s Magazine seal on these products 


Retail Sales Potential...more than $20 


million (new imputse-purchase- packaging makes fast 
movers out of these staples) 








Complete line of Zz y A 


women’s and men's — a 

Nylon - bristle brushes 

... hygienically blister- (TV) (Radio) (Newspapers) (Magazines) 
packed ...to retail from Backed with effective 





$1.00-$1.49. Six styles 
- Of men’s and women’s 
Nylon combs. ..to re- CCRT llelaur-heielimaceiis 
tail from 19¢ to 45¢. YOUR LOCAL REPRESENTATIVE or contact 
PLASTICS DIVISION, Curtiss-Wright Corporatic 


50 Rockefeller Plaza. New York 20 


MERCHANDISING PROGRAMS 
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A quality product, attractively packaged, 
aggressively promoted . . . this formula has 
placed Sheffield in the vanguard of successful 
paint manufacturers. .. ALCOA predicts that 
Sheffield’s improved product behind a 

new label will mean growing profits 

for Sheffield dealers. 





PIGMENTED WITH 


ALCOA ©. 
\ ALUMINUM 


7) ALUMINUM COMPANY OF AMERICA © 











ALUMINUM COMPANY OF AMERICA 
Paint Service Bureau 
1735-B Alcoa Bidg., Pittsburgh 19, Pa. 
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more EYE appeal for the paint 
here’s the new look 


with the most BUY appeal 


The World’s 


Largest Selling 


Aluminum Paint 


Sheffield 





wee eines a 
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TNuper 





af ) |’ () Hite We've changed the face of SUPER- 
\ KROME ...even improved the 
i. formulation ...and NOW... it is an 


Alun “can 8 EVEN GREATER aluminum paint... 


with the most sales appeal! SUPER- 
KROME ... still the ONE aluminum 
paint ...that does the entire job! 


pre-sold in Life, Good Housekeeping 


For further details and descriptive literature, write and Saturday Evening Post 


Sheffield 


BRONZE PAINT CORPORATION 





me ~*~ > 
< 

Guaranteed by 
Good Housekeeping 
< 80, * 













48 aprransid WD 


17814 WATERLOO RD. + CLEVELAND 19, OHIO 
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pints 


“TARP OF 
1000 


USES": 





























“World’s Toughest Duck” makes 
FULTEX Tarps World’s Easiest to Sell 


You can’t beat Fultex Tarps for easy sales because 
you can’t beat Fultex Tarps for strength! 











Their super-strong cotton duck is especially 
treated by Fulton’s exclusive “‘long life process.” 
Then its seams are triple-sewed with heavy duty, 
rot-proofed thread—and grommets are triple- 














reinforced. 
The result is triple-strength . . . extra protection 
that means extra sales! To boost tarp turnover, ‘ 
feature Fultex Tarps! For Covering 
Crops 
"4 a 
Special : “Cee 





Sales Booster! 


. ‘ 
. ’ 
— 
ad +“ yeh le , 





CUSTOMERS G5T For Windbreakers 
PERSONALIZED 
NAME PLATE 
Customers get name plate for stencil- 
ing tarp and other equipment by 
mailing order blank packed in each 
Fultex®) Tarp. Name plate sent For full information, 
direct by Fulton—no bother to you. contact your nearest 
Fulton Branch 











Another Famous Product from 


ATLANTA * CHICAGO «+ DALLAS « DENVER * KANSASCITY *« LOS ANGELES 
MINNEAPOLIS + NEW ORLEANS * NEW YORK * OKLAHOMA CITY + PHOENIX 
ST. LOUIS * SAN FRANCISCO + SAVANNAH 





BAG & COTTON MILLS 
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When they ask for lawn fence ... show them 


CYCLONE %ed Zag’ LAWN FENCE 


Lawn fence is one hardware prod- 
uct you have to sell. Even when 
they ask for it. For the average 
fence customer buys but once in 
his lifetime. And it is usually a 
major purchase for him. 

So, when home owners say they're 
interested in seeing lawn fence, 
show the line that tops ‘em all! 
Lead them right over to your dis- 
play of Cyclone “Red Tag” Lawn 
Fence and proudly point out why 
this is the finest lawn fence money 
can buy! 

Tell them about its quality fea- 
tures . . . point to the straight, 
parallel wires, the even picket tops, 
thedurable galvanized finish. These 





are advantages which stand out 
in any comparison. Then, when 
you've convinced your prospect of 
the better quality and superior 
construction of Cyclone Lawn 
Fence, give him a free copy of 
the handy Erection Folder which 
shows him exactly how to put up 
his own fence. 

Cyclone “Red Tag” Lawn Fence 
is available in both Woven and 
Welded styles .. . in single and 
double-loop construction . . . in 36, 
42 and 48 inch heights. Cyclone 
also offers you matching Gates, 
Flower Bed Border and Trellis. 
Your jobber can quickly take care 
of your requirements. 


CYCLONE FENCE DEPT., AMERICAN STEEL & WIRE DIVISION, UNITED STATES STEEL CORPORATION 
WAUKEGAN, ILLINOIS - SALES OFFICES COAST-TO-COAST - UNITED STATES STEEL EXPORT COMPANY, NEW YORK 
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PLYMOUTH 


That’s right! The eye appeal, buy appeal of 
quality rope packaged in gleaming cellophane 
is a real profit maker. Plymouth sells itself right 
from your shelf. Many dealers have doubled 
and tripled their sales, at no extra selling cost, 
with Plymouth. 

The Plymouth plan of packaging and mer- 
chandising rope sparks more rope sales... turns 


SYNTHETIC FIBRE ROPES— 


Nylon, Dacron, Polyethylene. 
pioneered the development of these synthetic 
ropes. Strong, long lasting and impervious to 
marine microorganisms. These ropes are now 
available—and packaged—for your custom- 
ers. Ask your distributor for full details. 


SELLS ON SIGHT 


shoppers into impulse buyers. Plymouth helps 
you choose the displays and packaging best 
suited for your store and supplies you with 
business-building sales aids, free. 

Carry the complete Plymouth line. Ask your 
distributor’s representative for the packaging 
and displays that will help you sell more.. . 
earn more. 


FIBRE-WHITE CLOTHESLINE— 


The clean looking line that stays white, does not absorb water or 
dirt, won’t swell, holds any type clothespin firmly. It’s a low-cost 
PlymKraft product that is doubling in sales. 


Plymouth 
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THE HANDYPAK — 


sells rope in 50' and 100' lengths. 
May be obtained in 13 assorted 
coils, of 14", %" and %" diameter 


rope, to serve as your basic, low 


inventory stock. 





WATER SKI ROPE 


Three rope types available, 
Yacht Manila, Linen and 
Polyethylene. Each towline 
75' long with 5" eye for tow- 
ing, and a 12" wood handle. 














YACHT MANILA ROPE 


Made from very choicest of 
manila fibers. Excellent for 
sheets, halyards and all other 
running rigging of yachts and 
other pleasure craft. Also linen 
yacht rope. A soft, smooth, 
white rope made from fine 
yarns spun from carefully 
chosen flax. A new treatment 
gives it water resistance and 
flexibility even when wet. 














CARTON PACKED 
COIL ROPE— 





ideal for floor, shelf or counter 
display, keeps rope clean, easy 
to handle, easy to use, easy 
to sell—in half and full coil. 














NYLON STARTER ROPES 


Will outwear 5 cotton starter 
ropes. Comes packaged, 12 
ropes to an attractive dis- 
play carton. Each nylon 
starter rope 3' long complete 
with smooth wood handle. 
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PLYMOUTH SHIP BRAND 
MANILA ANCHOR LINE 


A specially treated rope for 
anchor lines. ‘T'akes up al- 
most no water at all, i 

mildew proof and long wear- 
ing. Stays easy to handle 
when wet. 


THE SALESRAK — 


takes little floor space. Equips you to sell rope 
off the spool in any length up to 300'. Supplied 
free with basic 16-spool inventory of 3 best 
selling sizes of manila, sisal, nylon or dacron 
fibers. 


Plymouth Cordage Company 


Plymouth, Massachusetts + New Orleans, Louisiana 





ALL PLYMOUTH 
PACKAGED ROPES 


Come in attractive Staplay 
coils of 50' and 100'; 14", 546", 
3", and \%" dia. Standard 
shipping cartons of 14", 46" 
and 3%" contain 3-100' coils 
or 6-50' coils; 4" dia. contain 
2-100' coils or 4-50' coils. 








Here’s the 





amazing TOOL TREE... 





set includes long 
and short handles, 
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holder and 
these 


5 


tool 
heads 











Trowel— 
blade 6” x 34” 








Digger-Weeder— 
sharp, V-shaped 
blade 


3-Prong Cultivator— 
4” tines, 
width 344” 


Retail 
Price 





be 


, ,\ \ \ 
rm 4\  \ 
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10 interchangeable 
floral-size tools 


Triangle Hoe— 
in one set 


Digging Fork— 3” x 3” blade, 
flat tines, width 3'4” sharp edge 
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it’s new, different, practical 


With the TOOL TREPE’s five tool heads plus the more, they’re chrome-plated for lasting beauty. 
two handles, you have a complete set of ten useful You can interchange any of the five tools with 
and long-lasting tools that make flower gardening either the long or short handle in seconds. Fool- 
easier, more fun. proof lock holds them in place. A simple push 

Tool heads are taper-forged from a solid bar of button releases. Order your supply of TOOL TREE 
steel for strength and light weight. Both handles NO. TT10 from your wholesaler today! ‘True 
are constructed by the same careful craftsman- Temper, 1623 Euclid Avenue, Cleveland 15, Ohio. 
ship as famous True Temper golf shafts. What’s 





’ 


a. 


THE TOOL TREE MAKES A WONDERFUL GIFT 


TOOL 'TREE saves steps. After Standing or stooping, the ‘TOOL Tool storage is easier, neater, too. 
use, it’s convenient to place tools TREE with its long and short Simply hang TOOL TREE —tools 
back in their slots on the holder. handles meets every need. Holder and all—on a hook in your garage 
Move tools and all from place sticks in the ground, by your side. or tool shed. Can’t misplace tools 
to place. Keeps tools within easy reach. this way. 


Nationally advertised 


TOOL TREE will be advertised to your 
customers through the pages of leading 
flower and home magazines. Here’s a wonder- 
ful, exciting new garden tool that will be 
seen by millions and wanted by gardeners 
everywhere. Order your stocks now! 


RUE IA AAAa You can look to for leadership 
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Roll up record sales with the exclusive new 


> LadyArvin 


Roll-Away DeLuxe 


ADJUSTABLE ALL-METAL IRONING TABLE 







The FIRST ironing table 
with TWO sets of wheels! 


Taal 


here 


folate Mm al-) a= 





Styie 3130. Here's the hottest new ironing table selling 
feature in years! With dual sets of wheels, the Lady 
Arvin DeLuxe rolls anywhere—even sideways into the 
slimmest storage space. This new Arvin “‘first’”’ assures 
utmost handling ease—in addition to the maximum 
stability provided by Arvin’s exclusive triple-strength 


vide: Finger-tip adjustability, from either side, to any 
height from 24” to 36” . . . Safety lock . . . Sturdy, light- 
weight construction . . . Non-skid, rubber-tipped front 
leg . . . Flat fold . . . Lots of knee and leg room... 
Handsome elliptical chrome-plated legs and feet, tur- 
quoise enameled top. Completely assembled. Lowest price 
among tables of similar quality, adjustability. 


ventilated top . .. Arvin top quality features also pro- 








SEE THE COMPLETE ARVIN LINE: 8 Models for profitable retailing from $6.95 to $14.95. 
Also 5 Lady Arvin “‘custom-fit”” pads-and-covers. Sets from $1.98 to $3.98. Covers from 98c to $2.98. 


— ~~ 
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Style 2200. Arvin Standard Style 2535. Arvin 12-height ad- 
(non-adjustable). Solidly estab- justable, from 23” to 36”. Fin- 
lished best seller. Turquoise’ ished throughout in turquoise 
finish throughout. enamel. 


Style 2635. DeLuxe model of 
above, with chrome-plated legs, 
turquoise top. 


NATIONALLY ADVERTISED in leading women’s mass magazines 


Style 3000. Lady Arvin, infinite 
adjustability from either side, 
finished in turquoise enamel. 
Style 3100. Lady Arvin DeLuxe, 
chrome-plated legs and feet, tur- 
quoise top. 


Style 2120. Arvin Economy (non- 
adjustable). Finished in turquoise 
enamel. Promotionally priced. 
Style 2520. Adjustable. Similar to 
above in appearance but adjustable 
to 11 heights from 25” to 36”. Yel- 
low top, turquoise legs. 







Furniture and Housewares Division, Arvin INDUSTRIES, Inc., Columbus, Indiana 


Also manufacturers of Arvin Outdoor Furniture, Outdoor Grills, Home Radios, Portable Electric Heaters. 
Fans, Lectric Cook, and Automobile Heaters 
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Shland gs 
OFFERSA 
ONUS! 


This new, top-selling Instant Coffee Maker. 
Regular $4.00 retail. Decorated in 22K gold. 
Brass-plated warmer. Handsome gift box. 
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Twin Hot Server 


Delightful copper-deco- 
rated decanters for serv- 
ing hot syrup, melted 
butter, sauces, gravies. 
2C013.... Retail, $5.00 
With platinum-trim, 
black-metal warmer: 
2P013.... Retail, $5.00 


Casserole and 
Candie Warmer 


Keeps foods piping-hot; 
casserole is oven-proof. 
Warmer is brass plated. 
BCASS3. . . Retail, $4.00 
With copper-plated 
warmer: 


CCAS3. . . Retail, $4.00 


12-Cup Carafe and 
Electric Trivet 


22K gold trim on hand- 
blown glass. 7 sq. in. 
warming plate. AC. 
G12ET. . Retail, $10.00 
8-cup set, 

GO8ET . . Retail, $9.00 
Electric trivet only: 

_ y Sa Retail, $5.00 


BACKED BY FULL-COLOR 
NATIONAL ADVERTISING! 


INLAND GLASS WORKS 
Division of Club Aluminum Products Company 
Chicago 38, Illinois 
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Hurricane 


Lamps 


Smart wedding-band 
design. Gold rings. 1114” 
tall, 2%" diameter. 
MHLG.. . Retail, $7.00 
With platinum bands, 
chrome bases: 

MHLP. . . Retail, $7.00 


8-Cup Carafe 
and Warmer 


Hand-blown, heat-re- 
sistant glass. 22K gold 
trim fired-in perma- 


nently. 

GBO83. . . Retail, $5.00 
12-cup set, 

GB123.. . Retail, $6.00 


2-ib. Coffee 


Dispenser 


Each flip of the lever 
dispenses enough for 
one cup. Coppertone 
and black base. 
CD2C.... Retail, $3.00 
Capri Turquoise and 
black base: 

CD2T.. .. Retail, $3.00 








A New HANSON Idea— 


...iS sweeping the Bath Scale business 


Sef 








THE NEW 
WEIGHMASTER 
PIN-UP 
BATH SCALE = / 
WITH / 
HANDY HANDLE 








MODEL 655 


Hang it on the wall out of the way in any bathroom. 
Wall hanging bracket (included) can be attached to tile 
or any wall in one minute without screws or drilling. 


SPECIFICATIONS 


Capacity: 250 Ibs. by Ibs. 


Dial: Easy to read black figures and large 
Power view magnifying glass—Triple tested for accu- spaced pound graduations on white pro- 


i i tected b ifying lens f tra legi- 
racy. The very finest in personal weight scales. _ y magnifying lens for extra legi 





Dimensions: 11-1/4" x 9-3/4" x 2-3/16”". 


HANSON SCALE CO. si a come 


(EST. 1888) 


NORTHBROOK, ILLINOIS 





master carton. 


Shipping Weight: 9 Ibs. Master carton 








m™ 55 Ibs. 
ARY: ew ; 
Get — N Model No. 666 All chrome. List $11.95 with 
— SEM HERE! stow ° | handy handle and Stow-A-Way bracket. 
Ww Finish: Chrome with pink, green, maize, 
turquoise or black mat. 





Model No. 655 Illustrated. List $8.95. Finish: 
Baked enamel. Chrome handle and trim 
with Stow-A-Way bracket. Color white, 


pink, mint, maize or turquoise. Black mat. 




















Higher in far west and Canada 








See your jobber 
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SRV 


New NRHA-Approved Display Rack 


This compact new rack wraps up the customer 
and sells him for you. Yours for less than 
half mfrs. cost with initial order for 6 rolls 
of Air-Lite FIBeRGLAS. Shipment is pre-paid. 


Extra—$16 Bonus 


Order rack and 6 rolls now and get an extra 
50 ft. roll of 26” Atr-LiTE FIBERGLAS Screen- 
ing—a $16 retailer—absolutely Free. Contact 


your wholesaler right away or clip coupon for 
details, 
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AIR-LITE 


OWENS-CORNING 


FIBERGLAS 
SCREENING 











Look around you. Ever seen so many patios 
and porches under construction? Each of them 
represents a Screening sale in the hundreds of feet. 


More and more home-owners have been 
asking for AIR-LITE FIBERGLAS, the 
strongest, longest-lasting Screening made. 
It’s the easiest to work with, too, as our 
million-dollar advertising campaign 
has told them. 


Plastic lloven Products Ine. 


51 CAMDEN STREET @ PATERSON 17,N. J. 





weavers of AIR-LITE Fiberglas © AIR-LITE Chair Webbing © AIR-LITE Furniture Cloth 


Gentlemen: A-2 
Please Rush full information on AIR-LITE FIBERGLAS Screening. 


Name 





Store Name 





Street. 





City, Zone 





eR itemcnieeem 


wholesaler’s name 
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SELL the fact that park 
maintenance men keep turf 
greener with BORDEN’S 
38. 





SELL the fact that high- 
waymen keep turf and 
ornamentals hardier with 


SELL the fact that pro- 
fessional greenskeepers use 
BORDEN’S 38. 


SELL the fact that nurs- 
erymen use BORDEN’S 38 
for larger, healthier plants. 








BORDEN’S 38 is the new fertilizer 
that will build your profits! 


It’s easy to sell your customers this 
perfect way to fertilize. Just ‘‘one 
shot” of new BORDEN’S 38 at prep- 
aration time provides a year’s supply 
of nitrogen which is slowly released 
throughout the entire growing season 
at a uniform rate. Their plants, turf, 
and ornamentals are fed better and 
safer ... and there’s no need to ferti- 
lize any more all season. 


New BORDEN’S 88 is a revolution- 
ary, non-burning fertilizer compound 
derived from urea-formaldehyde, and 
has a guaranteed analysis of 38% 
nitrogen. It won’t leach or wash away 

. . Stays dry and free-flowing .. . 
saves trucking and handling. And 
you'll find it saves you shipping and 
storage costs since one bag replaces 
several bags of ordinary fertilizer in 
nitrogen content. 


Display BORDEN’S 38 and sell its 
many advantages for satisfied cus- 
tomers and handsome profits. Re- 
member to tell your customers that 
pound for pound—the cost of the 
nitrogen in BORDEN’S 38 costs 
them no more than buying organic 
fertilizers containing only 3% to 7% 
nitrogen. For descriptive literature 
and the name of your nearest distrib- 
utor, write the address below. 


BORDEN’S 38. 


iy rm... 


CHEMICAL DIVISION 
350 MADISON AVENUE, NEW YORK 17, N. Y. 


OT. #8. 





—- 












STOP PIPE 
SWEATING 


Has This 
Problem... 
Solve it 

and Profit 


Here’s a year ’round profit item for your economy- 
minded, home fixer-uppers! An opportunity for you 
to get your share of the dollars being spent to rid 
homes of the common problem of “sweating” cold 
water pipes. 

Only NoDrip Tape, the original nationally adver- 
tised cold water pipe insulation designed for do-it- 
yourself customers, gives you these important 
benefits. 


e Faster turnover...more profit. 


e Greater customer satisfaction because of NoDrip 
Tape’s proven permanency. 


e Hard hitting program of dealer sales aids. 


So don’t settle for inferior, temporary pipe wrap- 
pings...stock and sell the only pipe insulation that 
is 100% vapor and moisture proof—NoDrip ‘Tape. 
Easy-to-apply NoDrip Tape winds spirally around 
any size pipe...needs no vapor-seal tapes or over- 
wraps...no bands, brads or fas- 
teners. Fits snugly even around 
tees, unions, angles, valves. 


Packed 12 rolls to the 
carton. Dealer discount 333% 


"469 


List Price 





ORDER THROUGH YOUR SUPPCiY HOUSE 


J. W. MORTELL COMPANY, 508 Burch St., Kankakee, Ill. 


Please send me full information about NoDrip Tape’s FREE dealer 
sales aids. 


Name 


Every Home 





Firm 





Address 





City State 
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REGINA HANDS YOU A PRESOLD MARKET 
ON THESE FAMOUS FAST SELLERS 


Co/or-advertised this spring to 


47 million customers in 21 magazines 


REGINA 


e Unique, lightweight vacuum cleaner 
e Does all cleaning without attachments 


who already have a vacuum 
Presold—or quickly sold on demonstration 


Retail List, $49.95 


REGINA .... 





e America’s most popular polisher 
e Best in appearance, performance 
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Easiest vacuum you can sell—even sells as “extra” to customers 


Thousands still giving trouble-free service after 25 years in use 
Made by world’s largest makers of twin-brush polishers 


Retail List, $64.50 plus excise tax 


MAIL 
This Coupon 
Today! 


Twiw-BRusn 


ER and SCRUBBER 


Shanks 
Mok 


Boa. Bacar OS vA ce ead 











THE REGINA CORP., Rahway 67, N. J 


| am interested in [| Model TS Polisher 
and [) Electrikbroom 


| 

Please send me: | 
Name and address of distributor for my territory | 
| 

| 

| 


—— 
— 


Regina dealer helps 
STORE NAME 


ADDRESS 


CITY ne ao 


SIGNED 





In Canada: Switson Industries, Ltd., Welland, Ontario 
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Bigger Pr ofits from 


yea 


All-Steel—designed to attract and pull sales from 
store traffic! 

Space-saving counter size—20" x 132"; 8” deep with 
base attached. 

Display panel bonderized and strikingly finished in red, 
white, and blue baked enamel. 


Holds guns and packaged fittings securely; yet allows 
them to be removed easily for inspection. 





SIS 





For Power Implements For Power Tools For Motor Scooters For Marine Inboard For Golf Course and For Building and 
(Lawn and Garden) and Machinery and Motorcycles and Outboard Motors _ Institutional Equipment Home Appliances 


Linco/n 
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the “Do-It-Yourself” Market with 
MERCHANDISER 


* oe , AW 
4€00ers in Z ubrication 
Mei - f — i 





Set up this self-service 
Linco/n Merchandiser 
in 3 minutes... 





Watch sales grow! 


=e we” 





our customers will see...try...and buy! New colorful, 
all-steel Lincoln Merchandiser catches the customer's eye, 
invites inspection, and builds steady, profitable sales volume. 
These Lincoln grease guns and packaged fittings are nation- 
ally advertised and accepted products—proved by actual 
market tests to be the most popular and fast moving— 
carefully selected for unlimited, everyday applications. 





Here is a market-tested profit-builder that pays off right 
from the start. You get this all-steel Merchandiser at no cost 
when you order a representative stock of lube equipment 
from your Lincoln wholesaler. 
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They may look the same but... 
merican is the name! 


easier to SHELVE 


American fasteners are available 

in compact, eye-appealing, easy- 

to-shelve divided packages. They 

add smartness to your displays 
. don’t cramp shelf space. 


| 


; LAT HEAD 
4 ALUN 


| ome GROSS 
F 





easier to SELL 


Because you can move larger 
quantities at less cost, by sell- 
ing a variety of fasteners in 
easy-to-service units —— with 
color coded labels that origi- 
nated at American. 


AMERICAN SCREW CoO. + WILLIMANTIC, CONN. 


NORRISTOWN, PA. 


* CHICAGO, ILL. + DETROIT, MICHIGAN 
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| Memetal WEATHER STRIP 
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DOORS 


These complete packaged units mean easier handling for you . . . 
easier installation for your customers. M-D Door Sets available with 
regular metal and felt door bottoms or with threshold and exposed 
hook. M-D window sets available for all standard 28”, 30”, 32”, 
36” double hung windows. 


11 Wu-GARD Automatic 
DOOR BOTTOM 

Here's the perfect aviomatic door bottom and droft eliminator for 

All doors. Completely solves old problem of clearing rug or floor 


every time door opens. Easily installed on right or left hand door. 
Smartly designed with silvery-satin finish—will not rust or tarnish. 


Furnished in standard lengths—28”, 32”, 36", 42” and 48”. Packed. 


in individval cartons. Available in Anodized Albras finish, too. 


This easy-to-put-on weather strip 
works perfectly on windows, storm 
sosh or doors. Made of wool felt and 
white metal. Eoch individual carton 
contains one 18 ft. roll with nails and 


instructions. Packed 12 cartons in dis- 
ploy cose, 


-—/Va-WAY 
WEATHER 
STRIP 












DEALERS 


Order Today! bag yt 
i omptly- 

oer fast sellers, 

petionally advertised. 


America’s Most Complete Line for 


WEATHER SNUG HOMES 









DOOR BOTTOMS 


Mode of extra thick wool felt and 
heovy gouge stainless steel, bross 
or aluminum. Stondord lengths— 
28”, 30", 32”, 36”, 42” and 48" 
—packed one doz. same length to 
carton. Special lengths available. 








v2») | On-GARD coil 
“WEATHER STRIP. 


This stainless steel or bronze coil f 
weather strip is packed two woys r 
—tweive 17 ft. rolls of 1%" in ==> 
free display carton, or in 100 ft. 
individual carton from 9/16" to 

1%” wide. nee 












. 


DOWN snugly “ 
against floor to 
seal out drafts 
when door closes. 







UP automatically 
to clear carpet 
easily when 
door opens. 





Na (ALK 
CALKING 
COMPOUND 


World's best calking compound 
available in loads, with or without 
nozzle ... hand squeeze tubes 
~ «+ Of Y pt., pt., aqt., and gol. 
cans. Also 5-gal. and 55-gol. drums 
—gun or knife grade. 




















FEATURE AND PROMOTE 


CIMONCEN | 


TOOL, TACKLE & UTILITY BOXES 


The stoutest pipe vise 
eeee with built-in 


folding legs and tray 











19O0DL: Seamless, deep 
drawn steel. Lift-Out Tray. 
hip roof, electro - welded, 
continuous piano hinges; 
durable baked enamel finish; 
contour handle; bright zinc 
plated hardware with hasp 
arrangement for padlock: 


19" x» 1714" x 7%". 


184DG: The largest box of its 
kind drawn from one piece of 
metal! Deep drawn, seamless 
box built to gov't specs; 4 
cantilever trays with adijust- 
able dividers; covered top 
trays electro-welded, continu- 
ous piano hinges. Fabricated 
model 18" (I84HG); 22" 
(224HG). 


A size, model and price for every customer ! 


RIZAID a E-Z Toter: Big capacity for 
Tristand Tristand | , ‘ tools and accessories; 4 


Pipe Vise, | section sliding tray with 
yoke model, | patented removable dividers; 
heavy gauge steel; perma- 
nent baked-on enamel finish; 
eal | rigid grip handle; 18" x 6" 
we x 8", 
also available, 


Pipe Vise 


it’s one of the fastest 
selling vises made! 


Easy to sell its unequalled 
performance! Integral legs 
and tray mean quick easy 
fold-up for carrying and 
set-up for work—solid 
stance, greater strength. 
Vise base is roomy, has 


Build Store Traffic at a Full Profit! 


Simonsen boxes are “tops” in the field with the widest 
selection of sizes, models and prices and a long list of 
exclusive, fast selling features . . . tool boxes of finest 
. . tackle boxes in 


ceiling brace screw, pipe benders, slots for 
tools. Special LonGrip jaws grip tight 
without chewing up pipe. Handy in your own 
pipe service department! Show it and they buy it 
—order from your Wholesaler today! 


The — Tool nite — Ohio, U.S.A. 








drawn and fabricated heavy steel . 
choices of steel, aluminum & fibrelite—drawn or molded. 
Check these Simonsen exclusives! Patented, adjustable 
tray dividers. Electronically welded piano hinges °* 
Chemically treated, resists rust and corrosion * Permanent 
baked enamel finish * Bright zinc-plated hardware °¢ 
Contour handle * Streamlined styling. 


Write for our catalog of the complete Simonsen line 


AMERICA’S LARGEST MANUFACTURER OF TOOL AND TACKLE BOXES 


SIMONSEN INDUSTRIES, INC. 
1414 South Michigan Avenue ® Chicago 5, Illinois 


HARDWARE AGE, FEBRUARY 28, 1957 








DRILL DISPENSER AND ASSORTMENT 


Smallest, most compact metal 
drill dispenser on the market 
—H-21D. Holds assortment 
of 150 high speed steel drills 
individually packaged in 
plastic tubes. Has clear, non- 
breakable cover. Cost ex- 
tremely low. Sold only with 
H-21DA drill assortment. 





STANDARD 
METALWORKING DRILL SET 











Five High Speed Steel Drills with special 
sure-starting points. Sizes 4, “As, ¥, “As, 2 
inch. Packaged in green plastic case. 


ORDER NO. HS-45. 


Satisfied Customers mean 


THiS sti the TOOLS the 


P R 0 F E S S 0 N A L S Psi STANDARD 11 STURDY DRILLS SET 
i : } s q Eleven High Speed Steel Drills—sizes Ve, 
dbabts. * el “Ya, Va, Ya, Ys, Tha, ‘Uo, ‘ha, ‘hs, ‘Ya, %e inch. All 


drills fit % inch chuck. ORDER NO. HS-11. 





DRILL SETS 
IN PLASTIC TUBES 


HS-6 Sizes Vs, An, Ye, An, 
As, Va inch. 

HS-7 Sizes “As, An, Ye, /o, 
6, 72, Va inch. 

HS-10 Sizes Vs, %s, %n, 
Tha, Ve, “hs, Ya, Ve, Fz, 
Y% inch. 


STANDARD WOOD BORING SET 


Five drills in each set—sizes “4, “es, %, Vc, 
Co. a % inch. Drills have % inch shank for use in 
PICK-UP PROFITS! | aD ay Ror portable electric hand drills. Durable box 


with plastic cover. ORDER NO. H-1 4. 
The “STANDARD TOOL POOLI” : 


is a complete cutting tool depart- ° j 
ment of Industrial Quality tools | : 
-+- saves selling time...creates #7 “ 





impulse purchases and customer 
good will. Every tool is clearly 


~ STANDARD 
visible ...easy to reach... pro- 
tected from pilferage and dirt. 


— MECHANICS |. 
The “STANDARD TOOL POOLII” i, DRILL SET e 
is only 19” wide, 23” T//) @ @ m Pp | —" 
deep, 22” high...holds a ao @ ) Eight Carbontes=* 


total of ‘230 tools. af Sa 4 LUA he Seeel Drills Sd 
' pa ° 1 3 ’ 
RAISE YOUR “: ys sizes “As, Ya, Ye, 


PP Ya, °A6, Tha, Ya, a 
STANDARDS TO =, L/h F. inch. For use with hand, 
STANDARD | Rg Wh 





















breast, portable electric 
drills. ORDER NO. H-308B. 


ee 


et! 








STANDARD TOOL (CO. 


FACTORY BRANCHES IN: NEW YORK @ DETROIT © CHICAGO + DALLAS © SAN FRANCISCO 


THE STANDARD LINE: [wist Drills - Reamers - Taps - Dies - Milling Cutters - End Mills - Hobs - Counterbores - Carbide Tools - Gages 











Farm Journal tie-in with 
Is good news to 


It is our 
oe n, together W PINON that the F 
Farm Journal's vo. * cats e prea IS Comprised of is — 
: us our 
We at Sloss & Brittai - —_ i. hardware ma t, a any a than that pr obably seryeq by 
€ al Si0SS in are very majority 0 snake Wardware r a 
happy to learn that the Farm and should help a success hapleigh Hardware Co, 
Journal will participate in the for 1951 an © eating 2 t. Louis, Mo, 
0 
|.R.H.A. Hardware Week for 1997. in the pas reland, tio 
Sloss and Brittain 


San Francisco, Calif. 





It was certainly a splendid presentation, 
and | am sure that 1957 Hardware Week 
will break all records. 














; ey Orgill Brothers & Co. 
We believe that this publicity, directed This eSPECaly pi = “i — 0 
primarily to the farm trade, should be distributo tha as 
very helpful, especialy in the territory areas and toes yn 
which we cover which is so predomi- Many farm h 
nantly rural. Janney, Semple, Hill & Co. Mate Consumer f 

Minneapolis, Minn. Blis 

Tue Geo. WorTuHincton Co. 
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1.R.H.A. Hardware Week 
wholesalers from coast to coast 






No sooner had it been announced to the trade that this year Farm Journal would team 
up with the Post and the National Retail Hardware Association in support of I.R.H.A. 


Hardware Week than letters began arriving from the leading hardware wholesalers. 
All of them express this same thought in different ways: 


Now that Farm Journal is backing the program with the Post, I.R.H.A. 
Hardware Week will be bigger, better than ever. Farm Journal’s coverage 
of our dealers’ best out-of-town customers will substantially increase con- 


sumer action for Hardware Week. 


Like to see how Farm Journal teams 
up with the Post to bring I.R.H.A. 
Hardware Week to more of the best 
customers and prospects in your terri- 


tory than ever before? Write for the 


a Week trading lay im AY nr aA 


If you’re a manufacturer, we have 
them trading area by trading area 
the country over. See for yourself 
why the leading wholesalers are so 
enthused. See for yourself why your 
sales message should be in the big 
Hardware Week advertising section 
in the May issue of Farm Journal, 
delivered to more than 3,500,000 
families —- the best customers of the 


best hardware retailers in America. 


People like to read advertising in magazines 


Farm Journal 


Biggest Farm Magazine in the Country 


GRAHAM PATTERSON RICHARD J. BABCOCK 
Publisher President 
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It takes more than superior materials 





and workmanship to ensure a product's 


lasting success. It takes service! 


With Kwikset ‘*400” line locksets you receive 
service unequalled in the industry. Stock orders for 
Kwikset locksets are processed in 24 hours or less to assure 
delivery where and when needed. Every Kwikset lockset is 
unconditionally guaranteed to offer dependable service, 
and your own selling efforts are supported by Kwikset's 
unparalleled advertising and merchandising programs. 


This outstanding service is personally assured 
by your jobber or Kwikset representative. You will find 
him at the other end of your telephone. 





‘America's largest selling residential locksets™’ 





KWIKSET SALES AND SERVICE COMPANY * ANAHEIM, CALIFORNIA 
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the only Door with 
REFRIGERATOR type Seal 





| MAGNI-SEAL 
| F Refrigerator 
Ba Type Door Seal 


OVERLAP DESIGN 


Installed in 
Half the Time 





FULL LENGTH 


“Invisible” 
Hingé Built 
into Door 
as Part 

of Frame 





INSTALLED IN HALF THE TIME 
SAVES TIME AND MONEY 


) S{ JASCO ALUMINUM PRODUCTS CORP. 
rm " 0 New Hyde Park, New York 
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PRECISION-CRAFTED 
QUALITY HARDWARE 


PRESTO 


world’s largest manufacturer of box and luggage 
hardware for 42 years 


NEW for “do-it-yourselfers’’! Not just the usual run- 
of-the-mill hardware, but a complete line of SPECIAL 
hardware! All are the kind you find on tool chests, 
fishing boxes, gun cases, luggage. Ideal for any of 
your customers’ special projects. 















Proved top sellers in actual hardware store tests 


Presto precision hardware opens a _ vast, 
new, profit-packed volume market for you! 
Proved fast movers in store after store in 
actual consumer market tests! 


¢* Complete line of 21 different 
quality items! 


¢ Self-selling, crystal-clear plastic 
bags let consumers see and feel 
hardware—without loss or damage! 

¢ Includes mounting hardware, such 
as screws, studs, etc.! 


Build Profits with Free Sales Aids! 


Free eye-catching traffic-builders help make 
Presto hardware your fastest-selling line ever! 
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PRESTO’S COMPLETE NEW LINE 


ik \S 9° 
ete | TOP MONEY MAKERS 


Priced right . profitably too! 

















Deal assortment includes 3 bags of each item in each metal finish. Handles— 2 of each color 





#1014 BOX #1047 BOX #1134 BOX 
HINGES HINGES HINGES 
(2 |! TEMS) (2 1TEMS) (2 'TEMS) 

Brass plated steel 40 Brass plated steel .60 Brass plated steel 40 


Nickel plated steel .45 





Nickel plated steel .65 





Nickel ploted steel .45 


#618 BOX #617 BOX #616 BOX 
HINGES HINGES HINGES 
(2 1TEMS) (2 ITEMS) (2 1TEMS) 

Brass plated steel 40 Brass plated steel .60 Brass plated steel 40 


Nickel plated steel .45 





Nickel plated steel .65 


Nickel plated steel .45 


#1017 BOX #823 LOCK #1572 LOCK 
HINGES TYPE CATCH TYPE CATCH 
(2 ITEMS) (1 1TEM) (1) 1TEM) 

Brass plated steel .60 Brass plated steel 55 Brass plated steel 55 


Nickel plated steel .65 


Nickel plated steel .55 





Nickel plated steel .55 


#568 CATCHES #580 CATCH #1881 CATCH 
(2 1 TEMS) (1) ITEM) (1 TEM) 
Brass plated steel 55 Brass plated steel 55 Brass plated steel 50 


Nickel plated steel .55 


#880 CATCH 


(1 ITEM) 
Brass plated steel .50 
Nickel ploted steel .55 











Nickel plated steel .60 


#832 CATCH 


(1 ITEM) 
Bross plated steel .50 
Nickel plated steel .55 


#56 DRAWER OR 








Nickel plated steel .55 


#577 CATCHES 


(2 !tTEMS) 
Bross plated steel .45 
Nickel plated steel .45 


#273 COVER 
inate eo se SHELF PARTI- ; SUPPORT HINGE 
Brass plated steel .60 TION SLIDES > (1 ITEM) 

Nickel plated steel .60 Nickel brn pot y 4 origi plated steel 50 
only 50 a Nickel plated steel 50 
#970 COVER 
*\LUS 2 STUDS, SUPPORT AND SUPPORT HINGE 
2 WASHERS : SCREEN HINGE (1 TEM) 
(1 1TEM) (TG Brass plated steel 40 
a Brass plated steel 75 
White, Gray & Blue 87 Ag citueck ween a Nickel plated steel .40 
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Retail Prices Shown 


hardware 


Presto Lock Company * Consumer Division * Outwater Lane, Garfield, N. J. 


All items available from your jobber’s open stock, packed 3 bags each item 
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PRECISION-CRAFTED 
QUALITY HARDWARE 


PRESTO 


world’s largest manufacturer of box and luggage 
hardware for 42 years 


NEW for “do-it-yourselfers’! Not just the usual run- 
of-the-mill hardware, but a complete line of SPECIAL 
hardware! All are the kind you find on tool chests, 
fishing boxes, gun cases, luggage. Ideal for any of 
your customers’ special projects. 





cl a\ 


Proved top sellers in actual hardware store tests 


Presto precision hardware opens a_ vast. 
new, profit-packed volume market for you! 
Proved fast movers in store after store in 
actual consumer market tests! 


* Complete line of 21 different 
quality items! 


® Self-selling, crystal-clear plastic 
bags let consumers see and feel 
hardware—without loss or damage! 

¢ Includes mounting hardware, such 
as screws, studs, etc.! 


Build Profits with Free Sales Aids! 


Free eye-catching traffic-builders help make 
Presto hardware your fastest-selling line ever! 
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" 
\ is »e@® PRESTO’S COMPLETE NEW LINE 


AN TOP MONEY MAKERS 


Priced right . . . profitably too! 


Deal assortment includes 3 bags of each item in each metal finish. Handles— 2 of each color 





#1014 BOX 


#1047 BOX #1134 BOX 
HINGES HINGES HINGES 
(2 1TEMS) (2 1TEMS) (2 !TEMS) 
Brass plated steel 40 Brass plated steel .60 Brass piloted steel 40 


Nickel plated steel .45 Nickel plated steel .65 





Nickel piloted steel .45 





#618 BOX #617 BOX #616 BOX 
HINGES HINGES HINGES 
(2 ITEMS) (2 ITEMS) (2 ITEMS) 

Brass plated steel 40 Brass plated steel .60 Brass plated steel 40 


Nickel plated steel .45 





Nickel plated steel .65 Nickel plated steel .45 


#1017 BOX 


#823 LOCK #1572 LOCK 
HINGES TYPE CATCH TYPE CATCH 
(2 !TEMS) (1 ITEM) (1) ITEM) 
Brass plated steel .60 Brass plated steel 55 Brass plated steel 55 





Nickel plated steel .65 Nickel plated steel .55 





Nickel plated steel .55 


#568 CATCHES #580 CATCH #1881 CATCH 
(2 1 TEMS) (1 ITEM) (1 1tTEM) 
Brass plated steel 55 Brass plated steel 55 Brass plated steel 50 


Nickel plated steel .55 Nickel plated steel .60 Nickel plated steel .55 





#880 CATCH 


(1 tTEM) 
Brass plated steel .50 
Nickel ploted steel .55 


#832 CATCH 


(1 ITEM) 
Brass plated steel .50 
Nickel plated steel .55 


#577 CATCHES 


(2 !t TEMS) 
Bross plated steei .45 
Nickel plated steel .45 











#56 DRAWER OR * #273 COVER 
— a SHELF PARTI- 4 SUPPORT HINGE 
ee TION SLIDES » (1 ITEM) 
rass plated steel .60 (2 ITEMS) ¢ ‘ | . 
Nickel plated steel .60 Nickel plated steel , 4 a plated steel 9 
only 50 & Nickel plated steel 50 
#1259 HANDLE #970 COVER #276 COVER 
PLUS 2 STUDS, SUPPORT AND SUPPORT HINGE 
2 WASHERS SCREEN HINGE (1 ITEM) 
(1 1TEM) inn F oigioots 7s Brass ploted steel 40 
White, Gray & Blue .87 Statuary Bronze 75 Nickel piloted steel .40 





Retail Prices Shown 


F wa | hardware 


Presto Lock Company * Consumer Division * Outwater Lane, Garfield, N. J. 


All items available from your jobber’s open stock, packed 3 bags each item 
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CYLINDER PLUG for door lock is made of Du Pont Zyrer. The cylinder 
is corrosion-resistant and weatherproof. The plug of ZyTEL is not subject 
to electrolytic action. The cylinder will not stick, always turns smoothly. 
Lubrication of the plug is never necessary, because ZyTeL nylon is a low- 


>, 


SHOWER HEAD shown in the illustration is made of strong ZytTet nylon 
resin. ““Nylon-Maid” shower heads cannot corrode and are easily installed 
and adjusted. lp use, they are heat-resistant, tough, and resilient. (Shower 
heads by Nylon-Maid, Inc., Glendora, California. Parts of Zytet by Rain- 


bow Plastics, El Monte, Calif.) 


a 


friction material. Due to the durability and strength of ZytTer, the keyway 
in the cylinder wears better and has longer life. (The lock shown in the 
cutaway view above is manufactured by the Taylor Lock Company of 
Philadelphia, Pennsylvania.) 


statalalaieinfatal F eis 
ee eee eae 8 
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LIGHTWEIGHT ELECTRICAL FITTINGS of Du Pont Zyret replace traditional 
heavy metal conduit fittings in marine hardware. These strong fittings form 
watertight seals where cable enters fixtures or terminal boxes. Painting is 
unnecessary, because corrosion cannot occur. (Conduit fittings molded by 
Danielson Manufacturing Co., Danielson, Conn.) 


mee 
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hardware of Du Pont 
ZYTEL nylon resin 


FASTENINGS OF ZYTEL are light in weight, strong and durable. The resili- 
ency of ZYTEL keeps vibration from loosening the precision-machined **Nylo- 
Fast’ ” fastenings shown above. Because ZYTEL is a good electrical insulator, 
the bolts are useful in electrical applications. Temperatures as high as 
250°F. do not affect them. Fastenings are also available in colors, if desired. 
(Manufactured by Anti-Corrosive Metal Products Company, Inc., Castleton- 


on-Hudson, New York. Molded by A. L. Hyde Company, Grenloch, N. J.) 


GRAVITY HINGE OF ZYTEL nylon makes toilet-compartment doors self-posi- 


tioning, without springs or ball bearings. Due to the low-friction surface of 
ZytTe., the hinge requires a minimum rise and fall for positive operation 
and needs no lubrication. In actual test of 1,000,000 cycles, the hinge of 
Zytet showed no measurable sign of wear. ZyTeEL is unaffected by soaps or 
detergents. (Manufactured by the Fiat Metal Manufacturing Companies of 
Long Island City, N. Y., and Los Angeles, Calif.) 


BALLCOCK VALVE made of Zyret nylon provides a reliable flushing mech- 
anism for toilet installations. Components of Zytret do not corrode when 
subjected to underwater conditions or the action of dissolved minerals. 
Strength of Zyret insures long operating life. (Manufactured by Hyde 
Valve Corporation, Austin, Texas.) 


ZYTEL nylon means strength and durability to your 
customers. It can mean increased sales and increased 
customer satisfaction for you. 

For example, you'll be seeing more of ZYTEL in elec- 
trical hardware, because of the excellent insulating 
properties of the material. ZYTEL can withstand tem- 
peratures higher than that of boiling water. It is dura- 
ble when used to make thin-walled, complicated parts. 
Switches, bushings, wiring connectors, terminal blocks, 
jackets, and molded casings are just a few of the elec- 
trical items of hardware now being made of ZYTEL nylon. 

As for mechanical uses in hardware, ZYTEL is in a 
class by itself. Some of the applications of ZYTEL nylon 
resin in the hardware field are shown in the illustra- 
tions. Because it is resilient, ZYTEL nylon resists break- 
age under conditions that cause other materials to crack 
or shatter. ZYTEL nylon is tough and hard. Working 
parts made of ZYTEL, such as gears and bearings, need 
little or no lubrication, yet they operate smoothly and 
quietly. Hot, soapy water, household solvents, waxes, 
oils, paints or almost any chemical agent ordinarily 
used by your customers will not affect ZYTEL. To add 
extra sales appeal, ZYTEL is available in attractive colors. 

When the products you sell are made of ZYTEL nylon 
resin, or contain parts of ZYTEL, make it a point to let 
your customers know about ZYTEL and why a product 
using ZYTEL is a good one. 


. * * 
Want more facts about ZYTEL? Clip the coupon and 


mail it to us for more complete information on the 


properties and applications of DuPont ZYTEL nylon 
resin. 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 


E. I. du Pont de Nemours & Co. (Inc.), Polychemicals Dept. 
Room 20228, Du Pont Building, Wilmington 98, Delav-are 


Please send me more information on Du Pont ZyTet nylon resin. 
[ am interested in evaluating this material for 








Name. 


———_ ee 


Company ____Position 


Street 





City. | , icmp 


Type of Business___— 


in Canada: DuPont Company of Canada (1956) Ltd., P.O. Box 660, Montreal Quebec, 
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WT CHEMISTRY 


CHEMISTRY SETS 
new from tip to tip for ‘57! 


Most spectacular packaging in toy history. Full-color- 
printed steel boxes, brilliant fluorescent printing with- 
in box, full-color manuals. More experiments, more 
value, more “sell” than ever! 





























And we really mean fast! Sets are 
new from top to bottom, with plenty 
of sparkling sales appeal. Brilliant 
colors, spectacular packaging, 
ae —s | eee ee greater play value. They’‘re special- 
ig . = | Pe ly made for FAST impulse sales! 


we 


MICROSCOPE & LAB SETS 
career-building toys are fast sellers! 
Most powerful microscopes ever offered, complete with 
authentic laboratory equipment — all displayed to best 
advantage in full-color chests and against a background 
of spectacular fluorescent Day-Glo printing. 


ERECTOR 

the world’s greatest construction toy! 

The world’s best-known toy is BIGGER and BETTER 
than ever for 1957! More variety and greater number 
of parts . . . electric motors for action that sells on 
sight .. . colorful packaging for impulse sales. Erector 


sells itself! Stock the full line. 
TOOL BOXES 
and CHESTS 


See your jobber now for do-it-yourself builders! 
: poe Tremendous appeal for 
or write to our Advertising Department youngsters. Fi set 
loaded with handsome 
for your full-color Gilbert Toy Catalog. —_—tools that work just like 
dad’s, beautifully 
displayed in sturdy 
steel chests. 

















THE A. C. GILBERT COMPANY e NEW HAVEN 6, CONNECTICUT 
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About this article ... 


Creeping paralysis, that is what low 
turnover is to a retail store. Do 
you suffer from this disease? How 
can you cure it? Here is a simple, 
effective plan for increasing your 
turnover and profits. This article 
was prepared with the collaboration 
of merchandising authorities who 
have made intensive studies of 
the turnover problem in hardware 


stores. 
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Is low turnover killing your profits? 





*,.. turnover depends on how you sell, 
not on how you buy.” 


N the fight against the profit squeeze, many 
dealers have failed to understand and use the 
most potent tool available to them... turn- 

over. 

Turnover is the life blood of a retail store. 
Without good turnover, a store soon dies. Success 
of the chains has been largely due to the emphasis 
they place on turnover. 

You, too, can put turnover to work, if you wun- 
derstand how it works. 

What is turnover? Do you really know? We 
asked more than a hundred dealers about their 
turnover rate for last year. The answers we got 
indicated that many dealers do not really know 
what turnover is. 

Some dealers reported a turnover rate of 2 to 
3 times a year. This is in line with national 
averages for hardware stores. The national turn- 
over average for the US in 1955 was 2.15, ac- 
cording to NRHA. 

But, many other dealers reported rates of 5, 9 
and even 10 or more times a year on their total 
operations. These turnover rates are nearly im- 
possible. 

When a dealer says he gets 9 turns a year on 
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his total operation, he must be either a fantasti- 
cally successful merchant or his bookkeeping is 
inaccurate. Usually the bookkeeping is inac- 
curate, and the meaning of turnover is not under- 
stood. 

Turnover is the simple relation of goods sold 
in proportion to goods in stock (see fig. 1). 

In brief terms, turnover is the number of times 
you turn-over your average inventory during the 
vear. 

A Girl Scout sells cookies. She starts her sell- 
ing with 20 boxes. But business is so brisk that 
she has to return to headquarters for another 60 
boxes during the day. Having sold four times 
what she started with, she can say that she has 
turned over her stock four times. She has a turn- 
over rate of 4 for one day. 

Whether she got the extra 60 boxes all at once 
or 5 boxes at a time has little bearing on the rate 
of turnover. This is where many hardware deal- 
ers get lost in turnover arithmetic. They forget 
that turnover is based solely on retail inventory 
on hand and retail‘ sales, instead of how often 
they buy. 


What causes low turnover? 


Many factors contribute to a low rate of turn- 
over. Principle causes are: 


(1) An overload of any kind of merchandise. 

(2) The wrong sizes, colors, or weights of 
merchandise. 

(3) Uncompetitive prices or services. 

(4) Staples and non-staples made obsolete by 
newer models. 

(5) Dirty, damaged, and non-functioning dis- 
play samples. 

(6) Buying in quantities too small results in 
stock shortages and outs. Some sort of “alarm” 
system should be built into stock controls to show 
when automatic reorder amounts are to small. 


How does low turnover affect profits? 


Low turnover has a greater effect on net profit 
than initial margin of profit, bargain discounts, 
contests, or cash terms. Why? 

Consider customer relations. A store with a 
low rate of turnover also has low customer ap- 
peal because it is guilty of one or more of the 
six faults just listed. A customer who leaves 
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Fig. 1—Here is a simple way for computing turnover 
Turnover can be figured three different ways: 

(a) you can base it on units. 

(b) You can base it on retail price. 

(c) You can base it on your cost price. 
But whichever way you select, follow through 
and choose all your figures accordingly. Do 
not figure sales on retail prices and purchases 
on cost prices. 

Here are the two facts you need to know to 
figure your turnover: (1) your average retail 
inventory, (2) your total retail sales. When 
you divide total sales by average inventory you 
get your turnover rate: 

@ Average inventory is figured by adding 
your inventory at the beginning of the period 
to your inventory at the end of the period and 
dividing by two. 

Here is an example for a hardware store de- 
partment: 


Retail inventory, first of year.... $5,200 
Retail inventory, end of year .... 5,400 

RICE Sr a See eag eee. $10,600 
Saves BIGOee OF DS oo cackciaedes $5,300 


@ Let’s say that total sales at retail are $13,- 
250. Divide total sales of $13,250 by average 
retail inventory of $5,300, as calculated above. 
This gives you turnover of 2.5 times per year. 











your store because you are out of what she wants, 
have the wrong colors or sizes, or are not com- 
petitive in price, may never return. 

Consider simple arithmetic. When you increase 
vour rate of turnover, your profit per dollar goes 
up. Actually, you can reduce margin of profit and 
have more competitive retail prices if your turn- 
over rate is on the rise, and with no decrease in 
your gross profit (see fig. 2). A $1 item, at 40 
percent margin of profit that turns twice a year, 
can be sold for 80¢ if you get the turnover up to 
4 times ... with the same net profit. 

Consider old stock. When your turnover rate 
declines it means you are piling up old or obsolete 
stock. Available cash for buying fast moving 
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goods declines in direct proportion to the amount 
of inventory dollars tied up in merchandise not 
showing proper turnover. The more stock you 
own, the more you will own because you won’t 
have the cash to replenish fast sellers. 

Low turnover breeds lower turnover. It gets 











progressively worse until it strangles you. This 
is why immediate action is so important at the 
first sign of slowdown in your rate of turnover. 
Old stocks mean heavy markdowns. Mark- 
downs strike a direct blow at net profit. Yet, 





Fig. 2—How profit margins are affected by turnover 


Here is a table showing the relation of turn- 
over rate to retail price. Supposing you have 
an item that costs you 60¢. You want to retail 
it at $1, but that is not possible. These are the 
rates of turnover that will enable you to pro- 
duce the same gross profit at the end of the 
year on lower retail prices as you would get 
at 40 percent margin of profit on the original 
$1 retail price: 


Turnover Gross Retail Gross 
rate margin price profit 
2.00 40% $1.00 80¢ 
2.20 31% 97¢ 81¢ 
2.50 32% 92¢ 80¢ 
2.80 29% 89¢ S1¢ 
3.00 27% 87 ¢ 8l¢ 
3.50 23% 83¢ 80¢ 
4.00 20% 80¢ 80¢ 
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you must keep taking markdowns until antiquated 
stocks move out. If you wait too long, the mark- 
down may be equal to or more than the original 
margin of profit. Here again, action at the first 
sign of lower turnover means cash savings. 

Hope never moves a weak line. If it starts to 
slow down, take an immediate and realistic mark- 
down to move it out and get your turnover rate 
back where it belongs. Get the cash you can out 
of a poor line. Put the cash to work in a line 
that turns at a certain, fast rate. 


How do you improve turnover? 


Here are some simple steps that can quickly 
lead to a better rate of turnover. 

@ To improve turnover, always have enough of 
the most desirable lines on hand to supply de- 
mand. But never too much on hand to be stuck, 
should that demand change in a hurry. Buy 
based on trends and anticipation, not solely on 
what has been sold. 

@ Recognize changes in trends. When an item 
stops carrying its share of the load, discontinue 
it and get rid of what you own as quickly (and 
therefore cheaply) as possible. 

@ Cut out overlapping lines. A thorough check 
of key lines will probably show that you are 
doing about 80 percent of your volume with less 
than half of the items in that line. And it will 
show the key items are the ones usually lowest in 
supply or out of stock. 

Few stores need or can sell 20 styles of mitre 
boxes, toasters, or frying pans. 

Check your assortments. Find out which items 
are carrying the load, and cut out overlapping 
slow sellers that are eating up your purchasing 
dollars. Certainly, some slow sellers have occa- 
sional demand. And you may lose a sale now and 
then to a particular customer if you cut them out. 

But the slow seller that costs you a sale now 
and then may cost you ten times that in profits, 
because the dollars it represents in your stock 
could be turned over rapidly in some other key 
item. 


@ Buy enough. When you know you have a good 
selling item, keep it in stock. Many dealers have 
the notion that if they buy often, in small qaunti- 
ties, they increase their turnover rate. This isn’t 
necessarily true, because when you buy short 
without planning you are likely to have outs in 
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im (Viaale)'/= a 


and Profit 








popular lines. 

And when you buy short you raise the cost of 
receiving, marking, and warehousing (see fig. 3). 
You pay more for split cases and cartons than 
you would for modest quantities. Then every 


Fig. 3—Turnover and profit 
When you buy small quantities of stock often 
you do not necessarily increase your rate of 
turn. Besides running the danger of outs, 
little orders dig into profit in many ways. 
These hypothetical figures are close to reality. 
They reflect a variation of $2000, or more 
than 16 percent plus-profit for store A, at the 
same turnover rate as store B. Here, buying 
in small lots proved to be an expensive way to 
try to increase turnover. | 


Store A, 1956 


—_—- 








ee eek wok $25,000* 
Ne eke ons 6 oS ee 25,000 
an neared le ai i 40> pal 50,000 
ig 55. v0 o's Rie ee 2 
Number of shipments received. . 240 
ee ay $208 
Initial profit margin average... 30%** 


Receiving, Marking, Warehous- 
REE 772i CRG RN RS 2% 
Profit before other expenses: 
$50,000 less merchandise cost 


time you are out of stock and waiting for another 
fast, small shipment you lose sales. Buying small 
lots hurts you and raises wholesalers’ expense. 
It profits no one. 





: wefhc td vee a eos aad itn a dete $15,000 

; urnover depends on how you sell, not how you Reus OM, cont ft veculvine. 

Duy. Re oat gah 4 ates Ea! 1,000 

@ Plan a worksheet. After you have learned the 

importance of weeding out slow sellers, buying $14,000 

enough, and thinning out overlapping lines, plan Store B. 1956 : 

: eee erat vo os preniyeit oe one P Beginning stock ............. $25,000* 
OF © CURES CATOURR GAYO-CRY Sours Cole: ne ONAN oa oi i 25,000 

(a) Have an age marking system. How Sales 50.000 

many dealers know the age of the majority of iiaasaindiieis nit "a, RRR ie eels a 9 
heir items? Can you look into a bin, examine eee ee ne re Sas Seen 

their 1 ccouile ' , Number of shipments received. 619 

your price ticket, and definitely state that the A d Q1 

i t, six months old, or a year old? piety mee ruts asain 9 path $ 

items are current, , , Initial profit margin average 27% ** 


(A suggested age-marking system appeared in 
the December 20th issue of HARDWARE AGE.) 

If you cannot tell the age of an item, your 
turnover must be suffering. The solution? Use 
a system when you price mark that also age- 


Receiving, Marking, Warehous- 
I ee a 3% 
Profit before other expenses: 
$50,000 less merchandise cost 








SE tate yo nls dy &o-e' Bho $13,500 
marks each piece of stock. Many dealers mark coon Boost of receiving, 
items in different colored inks or crayons. Each ti 1.500 
diffrent color signifies another six-month’s period eee ek he, ree ; 
of age. For instance, items currently being re- $12,000 


ceived are marked with red ink. After July, they 
will be marked with blue ink, and so on. 
(Continued on page 58) 
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* All figures at retail. 


** Based on many higher cost split purchases (Store 


B), and larger purchases (Store A). 
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Test yourself 





What do you know 
about turnover ? 


Can you answer all the questions below? 
You should be able to answer all of them. 
Circle the answers you think are correct, 
then score yourself against the answers at 
the bottom of the page, Remember, when 
figuring turnover, use cost or retail, but 
never mix them. If inventory is stated at 
cost, sales must also be stated at cost. 


1. What was the national average rate of 
hardware turnover for 1955? Circle one— 


(1.5) (2.0) (2.15) (2.3) (2.5) (2.8) (2.95) 
(3.0). 


2. How is turnover usually figured? Circle 
one—Monthly, semi-annually, annually, bi- 
monthly. 


3. You have an average retail inventory of 
$25,000 for the year, and have retail sales 
of $53,750 for the year. What is your turn- 
over rate? Circle one—(2.10) (2.13) (2.15) 
(2.25) (2.75) (3.1). 

4. With 2% turns a year on an average retail 
inventory of $20,000, what is your year’s 
volume? Circle one—($45,000) ($47,500) 
($50,000) ($52,500) ($55,000). 


5. Which is more important in determining 
year-end net profit? Circle one—Initial mar- 


Answers to quiz. 


gin of profit, percentage of markdowns, turn- 
over rate. 


6. Wholesalers prefer small-repeat orders to 
once-a-month quantity shipments? Circle one 
—(true) or (false). 


7. In figuring turnover, most dealers use... 
circle one—(cost) or (retail) figures? 


8. If a $500 retail paint stock at 40 percent 
margin of profit gives you $400 gross profit 
with two turns a year, how much profit would 
the same inventory give you if turnover rate 
could be increased to 3.5 times a year? Circle 
one— (500) ($550) ($650) ($700) ($750). 


9. With $10,000 yearly retail volume in 
housewares at 2.2 turnover rate, what would 
be your average retail inventory? Circle one 
—($3500) ($3750) ($4545) ($4750) ($4950). 


(ShSPS) 6 
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Turnover and profit 





(Continued ) 


Other dealers stamp price tick- 
ets with alphabetical letters to 
show age. A, B, C, D, E, for ex- 
ample, each stand for a different 
six-month time period. 

(b) Have a spotting system 
for outs. If you don’t know what 
you are out of, or nearly out of, 
you won't reorder. Your turnover 
will drop when you run out. Dealers 
with an inventory control system 
get stock figures once a month or 
so. Others rely on memory or sales- 
people. 

Either method can be helped 
with want books, or the new HARD- 
WARE AGE Pocket Want Cards (see 
HARDWARE AGE, January 3, 1957, 
page 104). These books or cards 
should be carried by salesmen, or 
anchored near the register. When 
a fast selling item is running low, 
a want slip notation tells you so. 

And when there is heavy de- 
mand for an item you do not stock, 
your want slips or cards let you 
know you may be missing a good 
bet. 

(c) Have a system to get rid 
of dogs or slow movers. Alert deal- 
ers keep an eye peeled for old and 
shoddy items that will ultimately 
damage turnover rates. When they 
spot a dog, they take enough of a 
markdown to sell the item, and fea- 
ture it on a sale table. If in quan- 
tity, the merchandise is saved for 
the next sale ad. 


Other dealers have a “push 
merchandise” rubber stamp with 
which they mark old or hard to sell 
stock. A “P.M.” marking is not a 
markdown (the full “P.M.” story 
was told in HARDWARE AGE, Septem- 
ber 13, 1956, page 155). It is a 
signal to salesmen that they are in 
for a bonus of from 10 to 30 per- 
cent for extra selling effort to un- 
load a dog. This salesmen’s bonus 
plan is very effective, and cheaper 
than markdowns. 

In the long run, truly unsaleable 
old stocks are better written off at 
$0 than kept in stock to tie-up pur- 
chasing dollars and gnaw away at 
the turnover rate. A slashing mark- 
down is often the only way to clear 
decks for fast-moving stock. ® End 
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What sells lawn 





Anybody can sell power mowers. The market has 
never been so good. But dealers who want to hold 
the line on list prices, keep volume growing, and 
make a profit can pick up many useful ideas from 
the experiences of this aggressive dealer. 


Anybody can sell power mowers. 

The fact is, mostly everybody does. But not everybody makes 
money selling mowers. 

Hardware stores don’t sell aspirin. But many drug stores 
sell power mowers, and they and other non-hardware com- 
petitors are driving hardware dealers to overdoses of aspirin. 

In a recent interview with Alvin G. McClellan, a dealer at 
Spring House, Pa., Hardware Age asked how he had built up 
his power mower business. Mr. McClellan’s reputation for 
dollar volume and customer service in his part of the country 
is rivaled by few dealers. 

Mr. McClellan’s answer was one word, loud and clear: 
“Service.” 

We asked him a lot of questions, with the idea that his an- 
swers would help other dealers get back lost volume: 


Q Is it necessary to cut prices on power mowers to sell as 
much as your competitors? 


A Of course not! I’ve got as many competitors as any dealer 
... Sears, department stores, discount houses. Yet, I’m build- 
ing a new wing to handle more mowers and accessories. 


Q Then how do you meet price competition? 


A We’ve got a reputation for service that brings us customers 
from a hundred miles away. We know what we’re doing. We 
do it well. And we do it at a fair but profitable price. With 
every new customer or new sale we give instructions on use, 
maintainence, gas and oil mixtures, do’s and don’ts. 

We also sell mowers based on the customer’s description of 
the job that mower will have to do. We don’t sell a 30 in. 
mower and sulky for a 20 ft yard. Nor do we let a mower go 
out of here that isn’t up to the job it is supposed to do. 
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mowers? 






























‘Give him a power mower for Christ- 
mas,’ is the theme for McClellan's 
every-year Christmas display. 


Q Isn't the size of mower pretty much the cus- 
tomer’s choice? 


A To a degree it is. But we service what we 
sell right up to the hilt. A dealer who lets a 
customer take home a little rotary job to cut 
the grass and weeds on a one acre plot full of 
hills, crags, rocks, and dense growth has no 
intention of living up to his service obligations. 
He’d go broke fixing the darn things. 


Q Just how do you handle a customer who asks 
you for a lower price, based on your competi- 
tors’ advertising? 


A There’s only one answer: “For every dollar 
you save off list price in other stores, there 
has to be a corresponding cut in the service 
during and after the sale.” Shoppers who in- 





lan points to his 


A Service is a skilled mechanic, the right tools, and the 
right parts. 


There are usually 200 repairs in transit here. W 
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What sells lawn mowers? 
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sist on discounts are politely told to go else- 
where. 

And a lot of them ultimately come back to 
us. After they’ve been stung once with a bad 
deal and a good price, they are glad to pay the 
regular price. Good service, they all learn 
sooner or later, is worth the difference. 


Q Precisely, what do you mean by “service?” 


A It’s three important things: 

First, it is finding out what the answer is 
expected to do. The best service you can give 
a customer is to sell the mower that will last 
the longest because it will do the work it was 
built for. 

Second, it is showing each customer all we 
know about that particular mower, before he 
buys. How to start and stop it, clean it, use it, 
refuel it, adjust it, and treat it like the major 
investment it is. We show them how to mix 
gas and oil. We explain why all these things 
are important. 

We eliminate a lot of needless service after 
the sale by “training” the customer. We give 
each customer a special filter-fitted fuel can 
with strict instructions for mixing gas and oil. 
You have no idea how many good mowers are 
wrecked because they aren’t using the right 
mixtures. And it is usually because no one ever 
explained this to the customer. 

Lastly, it is maintaining a_ well-stocked 
repair shop run by qualified machanics. Even 
with all the care we take in training customers, 
some of them are bound to foul up their ma- 
chines. We’ve got to fix them. 


A small part of McClellan's shop and $42,000 parts 
inventory. 



































Besides servicing nearly-new machines, we 
do a fabulous volume in general repairs and 
once-a-year overhauls. Most of these discount- 
ers who sell “bargains” carry no parts, have no 
mechanics, and have no intention of servicing 
what they sell. 


Q You spoke of a well-stocked shop and quali- 
fied mechanics, would you explain? 


A Well, we go to extremes the average dealer 
couldn’t possibly afford. But every dealer can 
give service in proportion to sales volume. I 
carry a $42,000 inventory of parts. I even stock 
parts for Sears’ mowers. 

Skilled workmen are hard to come by, and 
they don’t come cheap. I have five full-time 
skilled mechanics. In mid-winter they are kept 
busy on an average of about 200 mowers at any 
time. Each mower is held for about a month 
for a full check up and repairs. We do all sizes 
from hand mowers to estate tractor-types. 


Q What is an average repair? 


A An average tune-up for a non-commercial 
mower would include light reconditioning, 
general check-up, and blade sharpening for 
$6. A separate blade sharpening for a rotary 
mower is $2. Many large estates give us $100- 
200 yearly for full maintenance. 


Q How much effect has your service reputation 
had on new business? 


A Golly, we keep on expanding. I’ve got a big 
store, a big shop, several trucks, a quonset hut 
warehouse, and a large outside display area. 
We keep getting busier. For instance, it isn’t 
a bit unusual for us to buy five or six dozen of 
one style power mower at a crack. 


Matter of fact, one wholesaler told us our 
last order for more than 100 rotary mowers 
was the largest single order he ever had. And 
he is a big wholesaler. 


Q Do you advertise sales and service? 


A Yes, we advertise sales, service, and rentals 
often. The emphasis is on service. We use three 
local newspapers, and often take daily 15 min- 
ute local radio spots. All are effective. We 
build repair volume by door-to-door canvassing. 

At Christmas, we promote power mowers as 
gifts for men. It’s not unusual to sell 6 to 12 
mowers this way. 


Q How do your customers pay for their pur- 
chases? 


A Majority of our sales are cash. We do some 
layaway business. We offer bank credit, and if 
the bank won’t take a purchase we use finance 
companies. We rent mowers, tractors, and 
chain saws. We keep rental breakage amaz- 
ingly low by training each customer on the 
use and care of the mower or saw. ®End 











This plan makes friends 


.... anditsells giftwares 


Many hardware dealers make lists of the 
dinnerware and tableware choices of brides- 
to-be so to make friends and build store traffic. 

Dealers use these lists to inform the bride’s 
friends. The Waynesboro (Miss.) Hardware & 
Furniture Co., carries that idea further than 
most stores. 

Here’s how the firm promotes bridal gift- 
wares: 

1. Lists bridal gift preferences. 

2. Ties displays to those selections. 

3. Displays tableware patterns at 
showers. 

4. Keeps bridal gifts in balcony location away 
from heavy-traffic sections. 

Lists bridal gift preferences. When the firm 
learns of the engagement of a loca] woman, the 
bride-to-be is invited by a phone call to visit the 
store to see bridal gifts. The young woman is 
asked to name her flatware, dinnerware, crystal- 
ware and other table item choices. The firm lists 
these pattern choices. 

With the bridal list as their guide, some 
people decide to buy more expensive gifts jointly 
with friends. 

Ties displays to bridal selections. The firm 
uses at least one large table 12 months of the 
year to show settings selected by brides. The 
table is covered with a linen tablecloth and gifts 
are shown on this table with a card to name the 
bride-to-be. 

When there are several weddings close to- 
gether, an additional table is set up to show gift 
selections for more than one prospective bride. 


Displays tableware patterns at bridal showers. 
W. E. Reynolds, who owns and manages the 
business, sometimes sends one of his staff to a 
shower with a sample of a setting bought for a 
bride-to-be. The samples are left at the party 
and picked up after it is over. Or Mr. Reynolds, 


or his employee, stays at the shower, if re- 
quested. 


bridal 
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Table displays show bride's tableware selection. 
Empioyee places card to show that an item has just 
been bought. Card gives donor's name. 





Mr. Reynolds makes no charge for this service. 
He says, “We find that it builds many friend- 
ships and much extra business for us. Brides- 
to-be appreciate this service.” 

Keeps bridal gifts in balcony location away 
from heavy-traffic section. Customers who want 
bridal gifts appreciate the quiet and privacy of 
the balcony when they are buying these lines. 
The staff gets a better chance to give complete 
attention to bridal gift seekers. 

Attractive displays in the balcony giftwares 
section feature crystalware, dinnerware, glass- 
ware, silverware, framed prints, decorative pot- 
tery and other giftwares. 


The firm shows furniture near its giftwares 
displays. Some customers buy furniture for 


wedding gifts. Brides-to-be visiting the gift 
department will often go over into the furniture 
section, and see things they later buy for their 
°F nd 


homes. 
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“We not only had a bigger crowd of shoppers than 
we expected,” said Robert and Harvey Aluni, “but 
we had them all over the store. The basement was 
nearly as busy as the first floor.” 

This comment about a grand opening is from the 
co-owners of the new Marshall-Wells store, at Virginia, 
Minn. 

They had their floor plan laid out to keep traffic 
balanced in all parts of the store. 

Power tools, bulk housewares, and toys were put 
in the basement. Galvanized ware, paint, and fast- 
eners were given a rear position on the first floor. 
Each major section was placed far enough away 
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Got a traffic problem? 


Here is one dealer’s solution 


With two levels to service and peak shopping at night, 


a floor plan was designed to break up traffic log-jams 









from the other to channel traffic in many directions. 

Then came opening day. And each department 
bristled with the kind of traffic usually only found 
around the check out counter. Instead of clustering 
heavy traffic in a few peak spots, each department 
got its share of the buying spotlight. 

Aluni’s Marshall-Wells has 7000 sq ft of floor space. 
Most of it is in selling area. Yet, it had to be designed 
to do the work of 10,000 sq ft. There are several rea- 
sons for this. 

1. Location. Being the largest city (pop. 14,000) 
from the Canadian border, Virginia serves a wide 

(Continued on page 80) 
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This all-glass front lets every passerby see the big 


assortments inside. 
ITI 


1 Sporting goods dominate a wa. 
large part of the front of the p os | | ee 
store and display windows. The : : 
appeal of guns brings in a 
steady stream of male traffic. 


me 


2 Here is a whole wall of pots 
and pans, guaranteed to keep 
bringing in the ladies. Broad 
entrance to basement store is 
near the front of the first floor. 
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Store modernization 





Low balcony problem solved 


with new fixtures and lighting 


Step-by-step planning 
changes dim section into 


a heavy-tr 
avy affic area Many hardware store owners use mezzanines 


for offices or for specialty departments. Ceiling 
heights of the store and balcony are the guiding 
factors as to how this under-the-balcony area 
may be properly utilized. 

An Illinois hardware store with a 15-ft wide 
balcony office, along which there is a stairway 
leading to a second-floor area devoted to sport- 
ing goods, turned that low-traffic section into one 
with high traffic. 

At the Swannell Hardware, Inc., store in Kan- 
kakee, Ill., a two-year step-by-step remodeling 
program has converted under-the-balcony space 
into a traffic puller. More important, that traffic 
yields high sales. 

Fred Swannell, store manager, and his staff, 
placed some attractive displays under the balcony, 
and then located other attractive setups in the 
high-ceilinged area which leads to the formerly 
relatively dim section. A larger flow of traffic 
is now noted toward the back of the store. Im- 
proved lighting under the balcony attracts cus- 
tomers. 

The area along a stairway is always difficult 
to use, but at Swannell’s an electric supplies fix- 
ture of 1-in. pine, with plywood lower shelf doors 
and glass binning was built to fit the available 
space. Electrical wire on spools and long and 





Kitchen wall and counter top coverings are shown on ; 
this wall over which displays under the balcony may be short-length extension cords are in a 2x8-ft space 
viewed. to get much attention from first-floor and stair- 
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tag ors ora oo oo vinta ditt Bright fluorescent lighting and an aisle along rear wall 
ais bring good traffic to this under-the-balcony section. 
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way traffic. Impulse sales are heavy in this sec- 
tion. 

At another spot, wooden shelving in 8 and 10-in. 
widths shows housewares, most of them of gift- 
wares types. This shelving extends from the 
floor to the baleony underhang. Fluorescent light- 
ing brightens this section. 

Another new display is a wall showing of 
power tools on wooden shelving. The widest unit 
is 15 in. deep. 

Part of the same area is brightened by white 
perforated board display panels just under the 
ceiling for display of hammers, saws and other 
hand tools. Many impulse sales are made of 
these items in the low-ceilinged area. 

Directly opposite the power tool display on the 
wall in the higher-ceilinged area, are shown the 
larger power tools. A rack of do-it-yourself 
booklets and aluminum materials is also here. 

A flat-topped display table has been equipped 
with a special unit showing plumbing fixtures at 
an angle and on a rear panel fastened at a right 
angle to the fixture top. 











Narrow-shelf display of portable electric tools and re- 
lated items shown in low-ceilinged section under office 
balcony at rear of store. 


This rear-of-the-store section also features a 
15-ft long display of kitchen and cabinet top 
material. The display unit is 3 ft high. Painted 
in a light gray finish, it has four lengths of half- 
inch pipe which runs the full length of the sec- 
tion to show kitchen oil cloth and other surface 
coverings. A sales clerk can unroll a few feet of 
any color material to show a housewife how it 
will look over a larger area. Manufacturers’ ad- 
vertising material is pasted above the rolls. 


The variety of merchandise effectively dis- 
played in this rear-of-the-store area shows what 
can be done to increase the selling power of an 
otherwise “low-traffic spot.”’ ®End 


Under-the-balcony arrangement of do-it-yourself book- 
lets, aluminum and heavy-duty power tools utilizes hard- 
to use space. - 
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HEITMANN’S 


new warehouse 


How Texas wholesaler fortifies position in competition for dealers’ 


business with new warehouse designed to provide improved services, 


and using modern handling equipment to combat rising labor costs 


by J. J. Dailey 


Supt. of warehousing 
and transportation 

F. W. Heitmann Co. 
Houston, Texas 





It was a great day, Nov. 5, 1956, for the F. W. 
Heitmann Co., when it moved to its new million dollar 
warehouse and offices, leaving behind a multiple story, 
split warehouse operation dating back approximately 
92 years. 

The old location, in the downtown area of Houston, 
was unsuited for a wholesale hardware business. 

The need for more warehouse, for a convenient 
location with ample parking facilities to serve our 
customers, plus inadequate materials handling equip- 
ment, and ever increasing labor costs were prime 
factors in our decision to build. 

Our first step was to purchase 10% acres of land. 
This was sufficient property for our new warehouse; 
parking area, garage and truck facilities; plus space 
for future expansion. 

We purchased this property, three miles from the 
center of Houston, in the industrial section and near 
many freeways and out-going highways. We had in 
mind convenience for our customers as well as ac- 
cessibility for our trucks leaving and entering the 
city. 

We are fortunate in being near most of the common 
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carrier terminals for last minute shipments. Our 
railroad siding is also serviced by all railroads enter- 
ing Houston. 

After purchasing the property, the job had just 
begun. We had to design a warehouse to fit our needs 
and allow for expansion. 

How much shelving did we need? What types of 
automation could we use? What changes could we 
make to give better service to our customers? These 
were some of the basic problems. 

Every step in our planning was to: 

First, see how that particular idea or item would 
help customer service. 

Second, decide what savings there would be in 
labor, time, and handling of merchandise in receiving, 
storing, and shipping. 

In planning the space and shelving needed we made 
a complete survey of our existing warehouse. We took 
each department and measured the shelving, floor 
space, etc., that we were using. We also measured the 
size of the carton of each item. From our buyers and 
Kardex cards we determined the maximum stock of 
each item carried, plus any new items that the buyers 
anticipated stocking in the new warehouse. To this 
information we added approximately 15 percent to 
each department for stretching room. 

Totaling the space figured in all departments, we 
arrived at the grand total of square footage needed 
in warehouse space. 

Much thought and study was given to the type and 
size shelving that we would use. Our final decision was 
in favor of wood shelving, with adjustable shelves. 

We made sections 12 ft long, 18 in. deep and 87% 
in. high. This section was divided into 24 shelves 
approximately 36 in. wide, 14 in. high and 18 in. 
deep. The shelves were not nailed down, but were 
placed on wood cleats nailed on the sides of the 
vertical boards. Our normal procedure was to take 
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four of these sections and place them back to back, 
making one section 3 ft wide by 24 ft long, operating 
from a 4 ft aisle on each side. 

We needed a larger type of shelf for full package 
and bulk items. We built what we term decking. It 
is made with slotted steel angle for legs and cross 
supports and two shelves covered with 4 ft x 8 ft x 
3, in. sheathing plywood bolted to the slotted angle. 
Our decking is made in units 4 ft wide, 24 ft long 
and 5 ft high. 

Having decided the shelving and decking require- 
ments, we felt we needed a double check on our 
figures. We gave our buyers mimeographed copies of 
decking and shelving. Buyers using their catalogs, 
placed all their merchandise on these shelves by 
writing in the item and the amount of space each 
would require. Their figures came to within a very 
few feet of our original estimate. 

The next step was to place on paper the warehouse 
we wanted to build. We had many ideas obtained from 
visiting other warehouses throughout the United 
States, studying magazine articles, plus a great many 
ideas we invented ourselves. 

We fastened 14 in.-equals-one-foot graph paper 
onto *4 in. plywood supported by sawhorses. On this 
paper we laid out our warehouse and property lines, 
railroad easement and streets bounding our property. 

The warehouse was placed on the graph paper by 
using red string for the walls, fastened by fine nails 
at each corner. Within these walls, we laid out the 
storage areas fastened by pins, and identifying its 
shelving, decking and floor area. String, paper and 
pins were used for easy rearranging. We made all 
major aisles 12 ft wide, service aisles 4 ft wide. The 
flow of merchandise was designed to move 'from the 
receiving docks to the shipping department. The 
fastest moving items, by department, were placed 
nearest the shipping department. (Continued ) 





Above, aerial view of the new Heitmann warehouse in 
Houston with garage and parking facilities on left and 
space tor expansion above warehouse building. 


Above, lett, three Heitmann officials look forward to end 
of first hundred years of service to declers, operating 
from modern warehouse. Fred W. Heitmann, vice-presi- 
dent and director of purchasing, left; G. E. Ploeger, 
president; Robert F. Strange, vice-president and general 
manager, right. 


Below, imposing front entrance of new Heitmann ware- 
house. 
























Heitmann’s new warehouse 





The warehouse is constructed of tilt-up concrete 
walls 6 in. thick with pre-cast concrete roof built up 
with felt, asphalt, and gravel. Our warehouse floor is 
6 in. thick, reinforced with steel, and 42 in. above 
ground level. 

We find that this floor height at our loading docks 
is sufficient to handle most trucks. The shipping dock 
will handle 18 trucks at one time. In the loading dock, 
we have installed two trailer wells, extending into the 
warehouse 42 ft, and 10 ft wide, each. These wells 
are under complete shelter, and are ideal for use in 
inclement weather. Our primary use for these wells 
is for loading or unloading merchandise from either 
side or rear of trailers, such as pallets of roofing nails, 
etc. 

All our roofing is shipped to us in trailers from the 
factory and these wells have been ideal] for unloading. 

The dock area on both the receiving and shipping 
docks, is covered with a canopy for protection from 
the sun and rain. The shipping dock is 8 ft wide and 
the receiving dock is 12 ft wide. The receiving dock is 
wider because we have more mechanical equipment 
traffic on that dock than we do on the shipping dock. 

Our receiving dock will handle five 50 ft freight 
cars and 9 trucks at one time. In addition, we have 
extended the steel warehouse 16 ft over the railroad 
siding for unloading steel with a five ton overhead 
crane which extends over the track. In this warehouse 
we can unload one more railroad car. At the opposite 
end of this steel warehouse we have extended the 
building 16 ft for driving our trucks through for 
loading by the crane. 

Columns, or roof supports, are on 24 ft centers in 
one direction and 60 ft centers in the other direction. 
The pre-stressed concrete roof breams run on the 60 ft 
centers and weigh approximately 20 tons each. 

All concrete walls, supports, beams, etc. were 
poured on the job site. The only exception to this was 


Trailers are handled in enclosed bays. 


(Continued ) 


the concrete roof decking which was manufactured by 
a local concrete company and delivered to the job on 
open trailers. Each length of roof decking is 24 ft 
long and 2 ft wide. 

The overall dimensions of our building are 400 ft 
long, 280 ft wide, with a 22 ft ceiling height in the 
building. The floor is 42 in. above ground level, with 
the exception of the steel warehouse of which the rear 
60 ft is at ground level. The front of the building, 60 
ft deep, is also off-set and 305 ft wide, the same width 
as the steel warehouse. 

We maintained the same roof level over the entire 
building, although the front of the building—60 ft 
deep has a second floor. The first floor is occupied by 
will call sales, displays, sales offices, warehouse 
superintendent, lunch room and entrance. The second 
floor is occupied by general offices, printing room, 
dealer display mart, and security lock-up area. 

In the security lock-up area, enclosed by diamond 
weave wire mesh, we keep our sporting goods, ap- 
pliances, and other more pilferable items. We also 
store old records and files in this area. Merchandise 
brought to, or taken from this area, is handled by 
fork lift trucks, which have a 12 ft lifting weight. 

The roof on our warehouse area has skylights 
spaced to give maximum lighting on the darkest days. 
We are firm believers in the use of natural light in 
our working areas. With the exception of our dock 
areas, we have kept our light fixtures to a minimum, 
or just enough for emergency and security use. 

With future expansion in mind, we had the footings, 
floor, etc. on the front half of our building reinforced, 
to support an extension of our mezzanine into the 
warehouse. This, is another reason for making the 
inside height of our building 22 feet. 

Our order filling is not unusual but we feel that it is 
very fast and reasonably accurate. 

The sales department writes customer orders on 


Shelving for full package merchandise. 














General view of stor- 
age area of new Heit- 
mann warehouse. 


snap-out order forms and sends four copies to our 
office. 

The orders received by mail are opened, checked 
for credit, special orders, etc. and sent by pneumatic 
tubes to our shipping department. In less than 10 
minutes after arrival, orders written by our city 
salesmen or inside salesmen are credit checked by 
telephone to our bookkeeping department and four 
copies sent to our shipping department by pneumatic 
tubes. 

We have two shipping clerks, one for city ship- 
ments, the other for out-of-city shipments. 

When the shipping department receives an order, 
it places one copy of this order on an order picking 
cart, which is pushed to the first section of our 
broken or open stock area. The stock clerk in that 
area fills his portion, Kardexes the sheet and pushes 
the cart to the next department in the same area. 
This cart, after it has reached all departments of this 
area is now filled and Kardexed. The man in the last 
area brings the cart back to the packing department 
and gives the copy of the order to the shipping de- 
partment. 

A second copy of this order is also being filled at 
the same time by a stock clerk who drives a track- 


The end of the order, the packing desk. 
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less train. He fills the full package merchandise, such 
as lawnmowers, heaters, wheel-barrows, garden tools, 
etc. These items are placed in the shipping bins de- 
signated on the order by the shipping clerk, and 
labeled with the customer’s name. This stock clerk 
also Kardexes his sheets and returns them to the 
shipping clerk. 

The fourth copy of the order is sent to the lock-up 
mezzanine area to be filled, Kardexed, and the mer- 
chandise sent to the packing department. After 
completion, this sheet is also returned to the shipping 
department. 

As all copies of an order are working simultane- 
ously, the order filling time is approximately 15 
minutes. 

When all four copies of an order are returned to 
the shipping clerk, he transfers all markings, sub- 
stitutions, Kardex symbols, etc. to the original sheet. 
This order is now given to the packing department, 
packed, weighed, labeled and placed in the correct 
shipping bin with any other items on the same order. 

The original copy of this order is now sent to the 
pricing department by pneumatic tube for billing. 

The three remaining copies are kept by the shipping 
department and used for customer signatures on city 





Scooter, radio equipped, for will calls. 














Heitmann’s new warehouse 





deliveries, the packing slip and the fourth copy is 
given to the salesman who wrote the order for his 
information. 

The out-of-city shipping clerk also writes his bill 
of ladings from one copy of this order, with the 
information written on the reverse side by the pack- 
ing department. 

Ninety-three percent of all out-of-city orders, 
received by 1:30 p.m. each day are shipped the same 
day. Fifty percent of all city orders received by noon, 
are shipped the same day and the balance are shipped 
the following morning. 

We keep a perpetual inventory on all stock by the 
use of the Kardex system. The stock clerk in each 
department keeps these Kardex records. 

Since we are in the industrial area we hope to triple 
our will call sales. We plan to do this by service, 
location, parking space, new items and increasing our 
present stock. 

In our old warehouse the average customer waiting 
time for his order was approximately 30 minutes. 
Much thought was given to ways and means of speed- 
ing this service, including everything from conveyors, 
bicycles, roller skates, to what we finally made our 
decision on. We purchased two Cushman Scooters 
with a delivery box over the two rear wheels and 
installed two-way radios on each, to the city sales 
counter. We also installed a two-way radio on one 
lift truck for filling items of weight or on pallets. 

A customer at our sales desk gives his order to the 
salesman. Before it is written up it is called by radio 
to one of the three units in the warehouse and filled. 
The order is usually on the counter, for the customer, 
before the salesman has completely written it up. 
Our average customer waiting time is three to five 
minutes. 

In addition to this service, we ask the customer to 
have a cup of coffee on the house in our beautiful 
lunch room. 






Dealer display mart ready to be set up. 
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How Heitmann's warehouse has grown 
Old warehouse New warehouse 


Square feet Square feet 


Total square footage 94,592 150,278 
Warehouse space 74,966 114,390 
Office, sales display, 

lunch room, etc. 5,235 20,908 
Loading docks 3,657 8,800 
Garage & truck shelter 3,764 6,180 
Warehouse elevators, 

stairways, annexes 6,970 None 


Two-way radios have also been installed in our city 
delivery trucks for better contact with our drivers 
in giving better customer service. 

Our mechanical equipment consists of two 4000 lb 
lift trucks, with a lifting height of 12 ft, one ware- 
house tractor and 10 warehouse trucks which are 
pulled by this tractor, one five ton overhead crane and 
two 3-wheel Cushman Scooters. 

The offices, lunch room, display and sales area, are 
completely air conditioned, an important factor in 
this part of the country. Little heat is needed, but we 
do have these same areas heated by a gas furnace, 
using the same air ducts. The warehouse is neither 
heated nor air conditioned. 

With the exception of the front entrance, there are 
but three windows in the entire building. These are 
in the shipping and receiving offices, for security and 
supervision. Windows can become an added mainte- 
nance cost. They are not needed with air conditioning. 

We are all very proud of our new building, ware- 
house, offices and lunch room seating 50 people at one 
time, the automation, radios, pneumatic tubes and 
scooters. Our first goal is to double our business with 
iess personnel, fewer man hours and to really enjoy 
being in the wholesale hardware business. °F nd 


Partial view of the general office. 
































New! CO-OP Advertising Plan 


During 1957, Savage will match your local advertis- 
ing* for Savage Power Mowers — dollar for dollar! 


This plan applies to your local Savage power mower 
advertising: newspaper, radio or television. You can 
create your own advertisements, or you can use the 
free ad-mats, scripts and films available from Savage. 








Ask your Savage distributor today for full details 


f 57 
and amounts available* for your co-op advertis- 


presents the finest ing program. Don’t delay! He has compiete infor- 
EERE OS, 


mation . . . and will be glad to assist you with 





your advertising efforts! 


a 
most saleable line *Be sure to check with your Savage distributor to learn what 


the co-op plan can mean to you. 


of power mowers Special Demonstrator Plan 


Buy any 5 power mowers in the line (one model er 
any combination) and receive a 6th power mower 
(your choice) at a special, low demonstrator price. 
Mower is shipped from the factory, transportation pre- 
paid. Use it in your window, as a floor model or a 
demonstrator and turn “eye-ers” into buyers! 


Ps | powertul selling . In addition, demonstrater dealers receive a special 


merchandising kit, and all inquiries from your area 
are referred to you! In major markets, demonstrator 


program that’s loaded | dealers will be listed in Savage’s own consumer news- 


paper advertising. That's support! 


with “extra benefits” { Merchandising and 
“ Advertising Aids 


for you! To help boost your impulse sales, Savage offers free 
eee © eee colorful merchandising material. Ask your distributor 
for the items you want. 


Window streamers 
Counter cards 
Satin banners 
Consumer folders 





And, in addition, backing all this is a powerful, con- 
sistent national advertising campaign — with large- 
space color ads in The Saturday Evening Post and 
other leading magazines, plus newspaper advertising 
in major markets. 


Be sure to get in touch with your Savage dis- 
tributor soon. He'll be glad to answer all your 
questions! 


Volume sales start with Savage! 





SAVAGE ARMS CORPORATION 
Lawn Mower Division + Chicopee Falls, Mass. 
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Atmosphere is the chief traffic builder for this hardware store in Tulsa, Okla. 
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Atmosphere sells hardware 


How a hardware dealer captured that flavor of the good old days and used the 
country store theme to advertise his store and to build traffic 


In this day of hustle and high 
speed merchandising, the hardware 
store that gleams with a bright 
front and interior is the modern 
store that does the business. 

Yet, everyone yearns to turn 
back the clock. When conditions 
are just right, a twist back to the 
“good old days” in store front, 
interior layout and merchandise 
display advertises a store and 
builds traffic. 

Atmosphere sells hardware. 

The Country Store in Tulsa is 
a retail hardware store that looks 
like its name. 

It was designed to look that way 
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—inside and out. But the inside 
also uses modern display ideas. 

Customers find much to talk 
about in the store. And they tell 
their friends about the store. 

Carl C. Beesley wanted his store 
to remind customers of country 
stores he knew as a youngster in a 


small town. He believed others 
would like such a store. He was 
right. 


This store first served mostly 
ranch and farm owners. When the 
store was built three years ago 
there were very few homes near it. 
Now the store attracts many owners 
of new suburban homes built near 


it. It continues to attract ranchers 
and farmers. 

The corrugated front is painted 
a barn red. Large white lettering 
advertises that the store sells fer- 
tilizer, seed, hardware, and paint. 

A roofed porch along the front 
and the side add old-time flavor. 
The porch is used to display bulky 
12-month and seasonal items. Signs 
on the porch columns offer horse- 
shoes, leather goods, pet and dairy 
supplies. 

A sign above the wide doorway 
says, “Come in and set a spell.” 

Benches on the side porch invite 
customers to sit and chat. 
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Write-up in local newspaper gets 
merchandised by clippings tacked to 
hardware store wall, 
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Mr. Beesley built his store at 
a crossroads location. The two 
highways later became major 
streets as the city grew. The build- 
ing is set back 30 ft from both 
streets. Cars park head in. They 
can back and turn without hinder- 
ing street traffic. 

Visiting is encouraged by an old 
pot-bellied stove. This sits in the 
middle of the store. It is next to 
six cane rockers and four padded 
nail kegs. In winter even the 
crackers are provided near the 
stove. Kerosene lanterns fitted with 
light bulbs are hung among horse 
collars and fly swatters. 

Here a group of _ well-known 
ranchers were photographed in a 
relaxed mood, by Mr. Beesley. This 
picture was the model for a draw- 
ing used on the cover of the rural 
magazine section of Tulsa’s Sunday 
World. Inside was a description of 
the store. 


Gallery of photos depicting pioneer 
days add a good old days flavar to 
the store interior. Braces are for 
effect. 
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Over several doors and windows, 
and in other spots, are cards 
printed with country wisdom, such 
as: “Great men never feel great— 
small men never feel small.” 

The firm’s rental service is 
tailored to the area. Rentals include 
axes, buck saws, fence stretchers 
and plumbers’ tools that farm and 
suburban customers want. 

Seasonal displays are featured 
in a 200 sq ft space just inside the 
front door. In good weather some 
of these lines are shown on the 
canopied front porch. 

Stocks ‘shown in the front-of- 
the-store space are frequently 
changed. Customers see an ever- 
changing variety of stock. °End 








Benches outside of store attract 
traffic. 
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The big moment, cutting the rib- 
bon on opening day. From left to 
* right, Paul Junker, first customer 
22 years ago; Samuel E. Money- 
penny; Robert H. Moneypenny; 











22 


and Charles E. Moneypenny.. 





years later 


A handful of stock, a basement store, and a depression are hardly 
the makings for a success in business, but read how this hardy 
merchant grew with times good and bad 


Economic pressures got you worried? 

Expenses up, margins down, competition in- 
creasing? It could be a lot worse. 

It was a lot worse when Samuel E. Money- 
penny opened a hardware store little bigger 
than a ’phone booth over 22 years ago. 

It was March 17, 1934, to be exact. Dollars 
were scarce, sales were scarce, employment was 
way down, and businesses were closing, not 
opening. 

But Mr. Moneypenny went ahead with a $200 
hardware stock, a small consignment of paint, 
an appliance repair service, and a great deal of 
faith. 

His store was carved out of the basement ga- 
rage of his home at 1030 Cecil Ave., Louisville, 
Ky. From less than 200 sq ft of floor space, 
Moneypenny Harware has blossomed out to be- 








come a full-sized, double front store, plus base- 
ment stockroom, plus another stockroom, repair 
department, and toy department in a separate 
building at the rear of the property. 

Ten years after opening his store, Mr. Money- 
penny’s frame garage behind the house burned 
down. It was replaced with a two-story con- 
crete block building. The owner and his two 
sons, Charles and Robert, built this building by 
hand. It now houses repairs and the toy depart- 
ment. 

By this time the $200 inventory has grown 
to the point where it filled the basement and 
attic of the Cecil Ave. house. 

It continued to swell. 

In early 1956, stocks were removed to the rear 
building. Construction of the new store began. 
Mr. Moneypenny’s house was jacked up. Only 
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ANNOUNCING A NEW CONCEPT 
IN SHEARS DESIGN! 


Byatt) 7 701 “GRASS MASTER’ SHEARS 


THANKS TO A NEW PIVOT PRINCIPLE, Wiss 

“Grass Master” shears actually seem to float through grass 
. . require only half the effort of ordinary shears! 

In ordinary shears, the short pivot and spring keep the 


blades and handle under pressure even when not in use. 


But in new Wiss ‘‘Grass Master’? Shears, a longer pivot 
leaves blades practically free of all pressure until handles 
are squeezed ... thus they don’t resist your grip. .. require 
half the usual cutting effort without sacrificing cutting power! 


This is but one of many all-new features of Wiss “Grass 


Half your grip is used to overcome that pressure, nottocut! | Master” shears. Here are some others: 














BOTH BLADES MOVE en- 
abling closer cuts against 
buildings and trees. 
Blades are hardened, matically with slight 
tempered, and beveled squeeze of handles. 4 
for lasting sharpness. 
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NEW CLOSING LATCH 
can be closed with one 
finger, will open auto- 


NEW VINYL HANDLE 
GRIPS protect the ten- 
derest skin, are equipped 
with thumb guard. 
































YOU'LL CUT MORE WITH 
EVERY CLIP because 
there's a greater distance 
from throat to blade tips 
of these remarkable new 
shears. 


NEW PIVOT PRINCIPLE employs 
longer pivot than ordinary shears. 
Leaves blades free of tension until 
handles are squeezed... thus reduc- 
ing resistance to your grip. No loss 
of cutting power! Half the normal 
cutting effort! 




















No other shears offer all the new features —all the extra features—of Wiss 
#701 “Grass Master.” Only $2.75 retail, and backed by heavy national 
advertising and sure-fire store displays. Order today from your jobber. 


BT F =F... always a cut above competition 


J. WISS & SONS CO., NEWARK 7, N.J. 


World’s Largest Manufacturer of Shears, Scissors, Pinking Shears, Meta! Cutting Snips and Garden Shears 
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the side walls of his original basement were kept 
intact. 

The double-front store was built. It has a 
basement stockroom under what was the old 
cellar. An all glass and aluminum front was 
installed. And the interior was given every 
modern appointment. 

Shapleigh Hardware Co., St. Louis, Mo., 
wholesaler, engineered and furnished fluorescent 
lighting and self-service display fixtures. Where 
possible, every item is packaged and displayed 
for self-service shopping. And Moneypenny’s 
customers have been quick to voice approval of 


Here are the Moneypennys on grand opening 
day, trom left Charles E. Moneypenny, Mr. 
and Mrs. Samuel E. Moneypenny, Mr. and 
Mrs. Robert H. Moneypenny, and Miss Anna 
Belle Lieber. 





< — 


faster do-it-yourself buying. 

Grand opening for the revamped store was 
held last spring. Paul Junker, Samuel Money- 
penny first customer in 1934, cut the ribbon 
that let in more than 2000 shoppers the first 
five days of business. 

Opening was highlighted by factory and 
wholesaler demonstrators, free gifts to cus- 
tomers, and free coffee and doughnuts. 

Mr. Moneypenny made his sons partners in 
1946. The store is a real family project with 
the elder Mr. Moneypenny, his wife, both sons, 
and their wives all pitching in to help. ® End 


Modern wall fixtures were purchased from Shapleigh Hardware. 
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(hot a Cine! 


FOR REAL GARDEN SUPPLY VOLUME 


This is the line that'll add real PUSH to your Garden Supply Busi- 
ness! Better design, better made, better prices... it all adds up to 
more sales and more profits for you. For more information and 
prices ask your jobber. 




















LAWN SWEEPERS 


ws * TWO MODELS 

; 20” Sweeping Width 

y 24° Sweeping Width 

- 4 BIG BASKET CAPACITY 


20°’ Model 5'/, Bushels 
' 24”’ Model 7'/, Bushels 


RUGGED all steel 
frame 


Heavy duty brush 





& DUNHAM LAWN ROLLERS 


A variety of models to meet 
the needs of Home Owner, 
Golf Courses, Large 
Estates, etc. 


* Fill with water or sand 


* Drum edges are rounded 


Ball bearing brush reel 
Rubber tires 


* Self cleaning adjustable 
scraper 


This is the finest lawn sweeper you 
can sell. It's built for easy 
handling and long service life. 
Everything about it is rugged, 
everything about it is modern. 


SME Lawn and 


re at GREEN AERATORS 


* Oilite bearings 








HOME AND GARDEN 
WHEELBARROW 





XR, 





es. 
A 


>, 


* BUILT RIGHT 





® The Best Aerator \ ' % 2 PRICED RIGHT 


Deluxe Model 50-P 
. @ top quality 
borrow built for 
easy handling on 
gardening and 
around the house 
oe jobs. Big 3/2 cu. ft. 
capacity, 18 gauge 
steel tray, 10” ball 
bearing wheel. Aj! 
nuts and bolts 
cadmium plated. 


® E-Z does it push pull 
action 


* Big seller to 
homeowners 







Manufactured by 
OHIO MACHINE PRODUCTS, Inc. 


fi/ COLUMBUS, OHIO 





> taal 











This is it for seeding and 
feeding. 


Manufacturers of the Dunham Hand 
and Fairway Water-Weight Rollers 











¢ Rugged, heavy duty 







Exclusive Sales Agent 


JOHN H. GRAHAM & CO. INC. 


105 Duane Street, New York 8, N.Y. 


construction. 





e 3 sizes, there's one 





for every lawn. 
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Super-Turbine PUMPS 
don’t need 
graded lines... 


. nor extra-deep ditches. Burks deal- 
ers save time with easier installations. 
Powerful Super-Turbines pull good ca- 
pacity through dips and humps in the 
line . . . even extreme overhead loops 
caused by deep basements. Dig ditches 
just deep enough to be below the freez- 
ing line—then run pipe down to the floor 
level for convenient pump installation. 


More Sales from Less Inventory 
Use the same Super-Turbine for either 
shallow or deep well jobs . . . without 
mechanical change in the pump. (In 
shallow wells, they deliver good capac- 
ity from suction lifts as great as 28 
feet! ) 


Avoid Profit-eating Service Call-Backs 
You'll get no priming complaints with 
a Burks. Super-Turbine Pumps do not 
air bind. They quickly regain their 
prime even if low capacity or gaseous 
wells let air into the line. They pump 
water, air, or a mixture of both to full, 
usable water system pressures. 


Exclusive Impeller 
Is Selling Advantage 
Because each blade in 
the single impeller ac- 
celerates in a “multiple- 
stage” action, Super-Turbines give 
instant full pressure response. They 
deliver good eapacity throughout the 
entire rated pressure range. This means 
long years of service because a Burks 
never works under strain. 


See your wholesale distributor or 
write for further information. 


e DECATUR PUMP COMPANY ; 


@ 52A ELK STREET DECATUR, ILLINOIS $ 
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Highway Signs Picture 


Hardware Store Owners 


Something different in the way 
of a highway billboard is used by 
Otto Gilbertson, a hardware 
dealer in Mount Horeb, Wis. Mr. 
Gilbertson and his wife are shown 
on two of these highway signs, 
one east of the town, the other 
on the westside. 

The faces of the Gilbertsons 
dominate the two billboards, a 
circle of copy in the center listing 
gifts, paints, toys and appliances. 

A silk screen process was used 
by an artist to show the faces of 
the Gilbertsons. Luminous letter- 
ing at the top of the boards spells 
out the name Gilbertson Hard- 
ware, making the signs eye- 
catchers both night and day. 

The state highway department’s 
traffic count on this highway near 
Mount Horeb is 2600 passenger 
and commercial vehicles in 24 hours. 
With at least two people in most 
of these vehicles, and in other in- 
stances more, it is estimated that 
more than 5200 people pass these 
billboards each day. 

What is public reaction to these 


bright highway advertisements. 

During the past year the Gil- 
bertson store has had tourists 
from more than 30 states drop in 
to make purchases in the well 
stocked giftwares department 
managed by Mrs. Gilbertson. 

The toy department has also 
attracted many tourists. 

In the Mt. Horeb area, there 
are several tourist attraction 
spots, such as the Cave of the 
Mounds, and Little Norway, a 
replica of a small Norwegian vil- 
lage. Many tourists who patronize 
the Gilbertson store tell him that 
they have seen his sign and stop- 
ped in because of it. 

Local residents tell Mr. and 
Mrs. Gilbertson that when they 
first saw the sign they either drove 
back past it, or backed up to see 
it again, to make sure that the 
pictures were actually those of the 
hardware dealer and his wife. 
Other local persons tell Mr. Gil- 
bertson they say hello to his wife 
and him each time they drive 
past the billboards. 


Eye-catching highway sign reminds long-time residents of the store, serves as 


HARDWARE 


saa PAINTS-TOYS (atc 
B=) APPLIANCES oy 


advance introduction to visitors. 
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Electric Cord Dispenser Is 





With this display you can keep electrical cord where it is easily seen by 
customers, is accessible for unreeling and is still out of the way. Display 
consists of a rake handle, on which spools of cord are mounted, attached to 
lower shelf of a gondola. Iron straps pinched together with bolts above the 


rake handle keep handle from slipping. Display shown here is used at Wilson 
Hardware Co. in Nashville, Tenn. 


An easy way to stock nails and wood screws 





Fi 


Se ee ee ee 


ai ae sé pide | 


Here's a way to stock nails and wood screws so you can find them easily 
when customers ask for them. Nails are displayed in boxes of 5 /b each on 
the lower two shelves of this wall unit. Screws are sorted by size, type and 
shape in individual drawers labeled for quick reference. The unit is used af 
Ernst Hardware Co.'s store in the Ballard district of Seattle, Wash. That's 
store manager Howard Hanson aft the unit. 
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@ 528 ELK STREET 





can be used 
Horizontally or 
Vertically... 


. either over the well or offset, 
without mechanical change. Use them 
for shallow or deep wells and conver- 
sion is easy if needed . . . they save 
valuable space in small basements or 
utility rooms ... add an attractive 
appearance. Their sparkling, appli- 
ance-white finish helps sell the lady 
of the house. 


Help Promote Your Good Reputation 


Every part that pumps is of corro- 
sion-resistant bronze. Vital pumping 
parts do not collect mineral deposits 
which clog and cut down capacity. 
That’s why Burks HV-Pumps give 
long service, maintain their good ca- 
pacity and keep customers satisfied! 


Competitively Priced 
Centrifugal Design, But .. . 


HV-Pumps are fast priming . . . won't 
air-bind . . . and handle air so well, 
they even prime shallow well suction 
lines. Their new mechanical seal re- 
quires no adjustment. Motors have 
built-in overload protection and auto- 
matic reset. 

ge. This Exclusive Feature 
~. Helps You Sell 


hy Straight channels in the 
'/’ HV-Pump impeller throw 

' water in greater volume 
and force to the cam-like outer rim. 
There, “Kam-Action” controls the 
turbulence and directs the water flow. 
This improved centrifugal action gives 
good capacity at higher pressures and 
eliminates any need for multiple 
impellers on ordinary water systems. 


s 


A 






See your wholesale distributor or 
write for further information. 


DECATUR PUMP COMPARY « 


DECATUR, ILLINOIS $ 
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KLEINS 
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Quality Plier 
Customers Ask For 


~ 


. 
—— - 


When customers who know good 
tools ask for pliers, they invari- 
ably ask for Kleins. Kleins are the 
standard by which other pliers are 
judged . . . backed by almost a 
century of experience. 

Kleins are available in a wide 
range of sizes and styles to meet 
every need. Be sure you have a rep- 
resentative stock of the most popu- 
lar items. 

A recently developed selling dis- 
play board on your counter will 
help you sell more of these quality 
tools. Your hardware jobber can 


supply it. 





THIS 
DISPLAY 
WILL 
MAKE 
MONEY 
FOR YOU 








DISTRIBUTED THROUGH JOBBERS 


Foreign Distributor: 
International Standard Electric Corp. 
New York 
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Traffic problem 








area. Customers come from a 50 
to 70 mile area to shop this hard- 
ware department store. 

City and farm people, with broad 
and varied merchandise wants, have 
to be served. This means stocking 
a variety of different types of rural 
and urban hardware. Every foot 
of display and stock space has to 
count. 

2. Climate. Temperature from 
90 degrees above to 30 degrees be- 
low zero is common. 

Great variation in climate makes 
this part of the country a resort 
area. This means hunting, fishing, 
boating, and sporting goods in gen- 
eral are top selling lines. 

Each season brings a new sport 
to the front. It means operating 
a virtual store within a store. 

To get maximum display areas, 
wall-to-wall perforated paneling is 
abundant through the 3500 sq ft 
upper floor. 

Basement selling space (2500 sq 
ft) is largely given to bulk items. 

Fixturing and layout were de- 
signed by the Minnesota Hardware 
Assn. 

For display flexibility, all island 
fixtures are 4x8 ft gondolas with 
adjustable shelving, movable bins, 
and headers. It takes just a few 
hours work to move whole depart- 
ments. And whole departments of- 
ten must be moved in this climate 
where merchandise demand varies 
so greatly. 

Wall fixtures are four-step with 
movable glass bins and perforated 
paneling from floor to canopy over- 
hang. Tops of canopies hold bulk 
samples such as camping needs and 
wheel goods. 

Store is open five days a week. 
Heavy traffic coming from all over 
the store funnels through a central 
check-out counter just inside the 
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(Continued from page 62) 


main entrance. Clerk service or 
self service purchases are brought 
to this counter for fast check out. 

Diversion of traffic and stocking 
widely-assorted lines is paying off 
for the Alunis. Planned volume of 
$100,000 for the first year is now 
expected to be topped. 

Getting traffic in the store is no 
problem. This M-W dealer is next 
to a grocery supermarket in a shop- 
ping center. Diverting it, wisely, 
to every part of the store is a lesson 
in layout many dealers should learn. 

To insure heavy opening-days 
traffic, the owners had factory dem- 
onstrations, cash and merchandise 
prizes, and coffee and doughnuts 
for all comers. Customers liked 
what they saw, and business has 
been ahead of plan ever since. 


The basement store was set up 
to draw the whole family. Mother 
heads for appliances, the kids go 
for the big year ’round toy section, 
and dad sees power tools in action. 

A 1000 sq ft stockroom in the 
basement is fed merchandise from 
the first floor receiving area via 
an elevator. Another stockroom 
partly fills a 5000 sq ft warehouse 
near the store. It takes a lot of 
back up stock to service this com- 
bined country-city-resort area. 

Aisles are especially wide here. 
Most popular shopping hours are 
after 4 p.m. This means many 
family shoppings trips and heavy 
concentration of traffic in a five- 
hour space. Wide aisles give every- 
one room to shop. 

This Marshall-Wells store has an 
all glass front. The whole bright 
interior is framed for passersby 
to see. Gifts, hunting equipment, 
electric appliances, and seasonal 
items are displayed nearest these 
windows for traffic appeal. *End 


















Get the lion’s share of the 
housewares business with PWREX ware! 





HERE are five main reasons why you can do 


National advertising for more business and make more profit with 
March creates big demand 7 ene 

1. Top consumer acceptance. PYREX ware is the 
for smart PYREX Casseroles! P ty 

acknowledged leader in the field. 


Your own customers will 2. Complete line. ‘"here’s a PYREX ware dish for 


be among the 29,210,000 every cooking need. 
people who will be 


reached by four-color 3. More mark-up. PYREX gives you greater than 
rele Turquose Whee, = 2avertising on PYREX average margin of profit. 





roles— Turquoise, White, or 


Charcoal with snowflake Casseroles in the March 
pattern, or Pink with daisy 


pattern. 1% qt., $295- issues of Ladies’ Home 4. Nearby distributor. You get almost immedi- 


3% qt., $3.95 . ° 
| Journal, Better Homes ate delivery, which means faster turnover 
& Gardens, and Progres- 


sive Daxeie: Shack theme with a controlled inventory. 
out where your customers 
can see them—and watch 


PYREX Casseroles with those extra sales roll in! 
Knob-Cover in Yellow, Pink, 


wo tequete. 2 gt, ie ® So stock—and display— the full line of PYREX 
ware and get the lion’s share of the business! 





5. Negligible mark-downs—and practically no 
workroom costs. 
















CORNING GLASS WORKS, CONSUMER PRODUCTS DIVISION, CORNING, N. Y. 


VISIT THE CORNING GLASS CENTER. CORNING, N. Y. “PYREX”’ is a registered trademark in the U. S. of Corning Glass Works, Corning, N. Y 
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You're Sure to... 


Make More 
Money 


with the 





Sell it by the room! 


that’s the key to 
real wallpaper volume, 
this dealer says 




















HARDWARE 
WEEK Special 
















the ORIGINAL DURO 


PLASTIC ALUMINUM 


“Metal in Putty Form” in big 512 oz. tube 


DURO handy-patch 


“The Self Soldering Patch” 





| DEALER SPECIAL HS 157 | 
12-Pak Display 
DURO PLASTIC ALUMINUM *12.00 
6-Pak Display 
DURO handy-patch 
2 FREE tubes 
DURO PLASTIC ALUMINUM 2.00 





Retail Valve 


6.00 





Retail Value *20.00 
Plus 50 FREE envelope stuffers and 
sample applications 


Your Cost 


$10.80 


YOUR 
PROFIT 


$ g20 


ORDER FROM YOUR JOBBER 





Originators and World's largest 
Mirs of alehial Metals 


WOODHILL CHEMICAL CO. 


1391 E. 33rd St. « Cleveland 14. Ohio 

















Sell wallpaper by the room, not 
by the roll. 

This gimmick is the key to fast 
turnover for a southwestern hard- 
ware store. That firm stocks more 
than 400 patterns of paper. Its 
stock runs most of the time up to 
60,000 rolls. 

Many people will not buy paper 
because they do not know how 
many rolls they will need for a job. 

Swinney’s Hardware Co. in Tulsa, 
Okla., uses a simple gimmick to 
solve that problem. 

All of its wallpaper promotion 
is built around the cost of paper 
to cover an average room. The 
firm defines an average room as 
a medium-sized bedroom with four 


on wallpaper samples. 


openings or entrance door, closet 
door and two windows for which 
10 rolls are needed. 

Each business day the firm shows 
paper on a hand truck parked in 
the entranceway to the store. That 
truck bears 18 to 25 bundles of 
paper in different patterns. Each 
bundle contains 10 rolls of paper. 
Each bundle is priced at $1.50. 

A large sign above the paper 
reads, “wallpaper room lots (10 


rolls) $1.50 bundle.”’ Once a month 
the same copy appears in Swinney’s 
eighth-page portion of a two-page 
newspaper ad run cooperatively by 
neighborhood merchants. Every day 
of the year a half-dozen two-line 
ads are scattered through the clas- 








cs 
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J. A. Swinney with looseleaf pattern book of borders. Note price per roll 
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You can count on 
CONTINENTAL 


for fast-growing 


1935 VOLUME 
CONTINENTAL POTENTIAL 


aad in fastener 


ONTINENTAL |“ 


CONTINENTAL 


CONTINENTAL puts more in the 
package than first-quality fasteners. 
Buyers get full benefit of a specialized 
approach to assembly planning service 
that shows convincing results in 
production dollars saved. 

This sound selling strategy puts more 
“in the package” for CONTINENTAL 
distributors and dealers as well. It 
delivers customers sold on the extra 
value of any fasteners packed with the 
CONTINENTAL label. It means volume 
potential from mounting demand that 
makes fastener sales pay worthwhile 
profits. Why not get the details? 


Continental Screw Co., C O N T i N E N TA _ 


New Bedford, Mass. SCREW COMPANY, NEW BEDFORD, MASS. 


HOLTITE FASTENERS 


PHILLIPS AND SLOTTED HEAD TAPPING SCREWS e WOOD 
SCREWS ¢ MACHINE SCREWS e SEMS e BOLTS e NUTS... 
STANDARD OR SPECIAL ...FOR ANY ASSEMBLY 
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ONLY 


SQEEZFLO 


GARDEN HOSE VALVE 


a 











Easy-Sell 
Features... 


‘ONE HAND CONTROL 
Easy, one hand use.. .simply 
squeeze lever and water is on at 
desired flow ... release and it’s off! 


REMOVABLE SPRAY HEAD 
Excellent for flower watering... 
twist off and Sqeezflio has a built in 
nozzle for jet-stream spraying! 


SIMPLE THUMB LOCK 

Knurled knob is easily rolled 
'forward or back with thumb... 

water volume is locked where desired! 


NATIONALLY ADVERTISED 
in House Beautiful and the Flower Grower? 


THE SAME VALVE DOES ALL 3! 


CONTROL BETWEEN HOSES! 


HEAD! 


aoe 


JET STREAM WITHOUT HEAD! 






WHOLESALERS AND DEALERS— 
Write for complete, profit making information, 


SQEEZFLO VALVE DIVISION 
ROTH RUBBER COMPANY 
75 East Wacker Drive, Chicago ? 








sified ad section of Tulsa’s two 
newspapers. 

Half the wide balcony that en- 
circles the store is given over to 
wallpaper display. The balcony wall 
is lined with shelving built in cubi- 
cles 18 in square. There are four 
tiers with space above for overflow 
storage. 

A sample of each pattern covers 
the opening of the cubicle storing 
stock in that pattern. Matching 
or contrasting borders are tacked 
above many samples. Border stock 
is in the same cubicle. A looseleaf 
book also shows all border samples. 
Letter codes are painted above each 
cubicle. The code is marked under 
each border sample in the book 
to show its stock location. 

Wallpaper stock at Swinney’s 
ranges from $5 a roll in de luxe 
patterns down to 15¢ per roll close- 
out stock. Close-outs are bought 
from dealers all over Oklahoma and 
nearby states. 

Swinney’s uses several sample 
books. However, their customers 
prefer to buy from stock on hand. 
They usually are ready to start 
decorating at once and want no 
delay. 

All employees at the store sell 
wallpaper. 

One of the most efficient sales- 
people is the bookkeeper, who can 
see all people who browse in the 
department. If too busy to wait 
on a wallpaper customer she rings 
for one of the main floor clerks to 
come up to the balcony. °F nd 


How close-out patterns in room lots 
are displayed at store entrance. 
Many customers attracted by these 
samples buy higher-priced patterns. 
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THAT CASH REGISTER 
LOUD AND OFTEN! 


STOCK ARTISTIC " 


HOUSEWARES 

,» Here’s THE line of kitchen housewares 
with everything: full assortment—smart colors 
—superior construction—sales appeal to spare! 
Drainers ... sink racks... drain trays ...every- 
thing for the modern kitchen at a price shoppers 
like, handsomely finished in heavy Vinyl plastic 
that will last for years—never blister, soften or 
become gummy in hot water, soap and acids. 


HERE'S MORE BIG NEWS! Artistic Vinyimaid 
Housewares are color styled in exciting new 
decorator colors: lemon yellow, red, white, pink 
and turquoise! 


SEE YOUR HARDWARE or HOUSEWARES 
WHOLESALER! 
























No. 55-1, No. 55.2 
STYRO-SHEEN 
DRAIN TRAY 


Janvary HOUSEWARES SHOW 
Booths 1024-1026, Navy Pier, Chicago 






















Send today for NEW catalog 
and prices on more than 80 
fast selling, money-making 
Artistic Housewares. 












THE LEADER IN THE AIR-CONDITIONING FIELD 
THE RELIABLE PEERLESS /MMli/NC, PUMP 


LOADED WITH FEATURES: 


NEw Styling- 
Improved PERFORMANCE 
























Now Provides: [iq ig 
w 120 
ln... 
PERFORMANCE [emer 
QUALITY — 
DEPENDABILITY [eae 
ECONOMY 












GALLONS PER MINUTE 




















PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
Factories: Los Angeles 31, California and Indianapolis 8, Indiana. 











Offices: New York; Atlanta; Chicago; St. Lovis; San Francisco; Indianapolis; 
Phoenix; Fresno; Los Angeles; Plainview and Lubbock, Texas 
Albuquerque, New Mexico 
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PE 200 2hp; PE 300 3 Ap; PE 500 5Ap; PE 750 7% Ap. 
Speed 3450 rpm. Other sizes available 4 to 40 Ap. 


= 
= 


@ 






Please send Bulletin describing 
Type PE-200, 300, 500, 750 pumps. 


NAME 
COMPANY 
ADDRESS 


CITY 


TYPES 200; 
300, 500, 750 


NEW CERAMIC SEAL—The latest improved seal with 
ceramic and plastic seal faces results in longer 
seal life. 


BRONZE WEAR RING—Prolongs efficient pump life. 
Prevents bronze impeller becoming locked with 
corrosion when system is shut down. Eliminates 
the need for breaking the impeller loose by hand 
when restoring the system. 

CLOSE COUPLED—Short shaft results in quiet oper- 
ation and longer seal life. Fits in smaller space. 
IMPROVED PERFORMANCE — Capacities and heads 
have been improved for more efficient pumping 
and greater range. (Graphically portrayed at left). 
NEMA TYPE MOTOR—Standard heavy duty, ball bear- 


ing motors with one piece stainless steel threaded 
shaft results in quiet, vibrationless operation. 





PEERLESS PUMP DIVISION 
FOOD MACHINERY AND CHEMICAL CORPORATION 
2005 Northwestern Ave., Indianapolis 8, Ind. 

OR 301 West Avenue 26, Los Angeles 31, California. 















STATE 
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THE LINE 


THAT LEAVES 
SOME PROFIT 


Full Margin. 
High product values. 


c " 
ombines two Well-known brands 
Packaged right. | 


One freight-saving Source 


The Combine 
d 
ileox-Crittendor st & Judd. 


everything to den line Offers 


make j 
making line tae whe lta money- 


If you’re intere 
hardware-man’ 
Sk for the ne 
two profitable 


S line, 


brands, 


Manufacturing Company 


New Britain, Connecticut 


Vending units can pull 


traffic for your store 


Many hardware stores attract 
traffic with vending machines. Nut, 
gum and candy machines appeal to 
youngsters and to adults. 

Some dealers change the loca- 
tion of vending machines from 
time to time to make customers 
circulate through the store. 

Hardware dealers who have 
vending machines find that im- 
pulse item displays nearby help 
increase sales volume. 


Small Display Ads 
Keep Name Before Public 


Small display ads in the local news- 
paper are one way to keep your 
store's name before the public regu- 
larly instead of using one large ad 
occasionally. This method is used by 


| Make Graham-Ramsey Your | 
Picnic Needs Headquarters! i 
| 





® Picnic 
Baskets 
® Thermos 


Supplies 
® Barbe- 








eee 
GRAHAM-RAMSEY, Inc. 


. 2-2414 } 


106 E. McCLURE P 





Graham-Ramsey, Inc., of Peoria, Ill. 
Each ad carries a small illustration of 
the product or products being feo- 
tured. No prices are mentioned. The 





CONTROL 
WEEDS!! 


With eee 


® Scott's 4XD 
® WEEDONE 





CRABGRASS 
CONTROL NOW!! 


Crabgrass is most vulnerable when 

young ... stop it now! 

@ CRAIG’S @® SCOTT’S 
HERBICIDE 8C 


GRAHAM-RAMSEY, Inc. 


106 E. McClure Phone 2-2414 











ads appear several times a month. 
The ads are single column, either 2 
or 3 in. 
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No. 7 $1.25 Retail 
1%" laminated steel case. 
Pin tumbler security, brass 
cylinder and locking lever. 


No. 1500 $1.35 Retail 


Stainless steel case. Practi- 
ori AP ialiiaalic-re meeleale)ar-heelare 


No. 9 35¢ Retail 
y/ Waar LAA liat- he -19 Mee) (-1-] or bt 
Strong warded security. 








No. 44 25¢ Retail 
1%" Wrought steel case. 
Improved lever security. 


ORDER FROM YOUR WHOLESALER 


$1.50 Retail 
1%" laminated steel case. 
Pin tumbler security, brass 
cylinder and locking lever. 


$1.75 Retail 
1%” laminated steel case 
Pin tumbler security, brass 
oes alel-i@e-lale revel ta} lever. 


No. 450 $1.65 Retail 
% weet Tasliat-h (le Mm ey-lel elel @mmar-b-) © 
Slide bolt . all in one. 


No. 22 50¢ Retail 
LY” laminated steel case 
Spring warded mechanism. 


65¢ Retail 
1346" laminated steel case. 
Strong warded security. 


No. 55 35¢ Retail No. 66 
1%" Wrought steel case 1%" 
Multi-spring lever security 


45¢ Retail 
Wrought steel case. 
Multi-spring lever security. 


' No. 5 


$2.00 Retail 
2” laminated g$teel case. 
Pin tumbler se¢urity, brass 
cylinder and l@cking lever. 


No. 500 75¢ Retail 
1%" laminated steel case 
Multi-spring warded security. 


~ 


NORE DANCED AB 


eis Milt nn lla aia aT AO APO 





No. 77 $1.00 Retail 
1%" Wrought steel case 
mala a? lagieli-laiaal-eial-laliaae 


Master Jock Company, Milwaukee 45, Wis. © Woldi- Largest Padlock Monufactinors 
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mo wonder 
everybody loves 
those Bradson 


Garden Sprayers 


GRO-GUN $2.95 


they’re so easy 


You can laugh 

all the way to the bank 
about how fast 

Bradson Sprayers sell. 
You make a full 40% profit 
on every model in this 
complete line. You also 
have no service problem, 
because Bradsons are 
designed to handle all 
soluble materials without 


clogging or deteriorating. BUG-GUN $2.65 
(not shown) 


LAWN-GUN $2.45 


THE BRADSON COMPANY, INC. 


San Diego 1, California 





Promotion area features 
seasonal and slow items 


Seasonal items are always dis- 
played in an up-front area of a 
Texas store. 

But the same area is sometimes 
used to spotlight lines that should 
be fast movers but just lag for 
some reason. 

The seasonal items are shown in 
the front of a 12-ft wide promo- 
tional aisle which runs from the 
center display window to the rear 
of the store. Company offices and 
the cashier’s desk are at the rear 
of the display room. 





Bulky items, such as bags of 
fertilizer and lawn seed, are piled 
in this main aisle on the floor. Low 
platforms or island units are in- 
stalled to promote less bulky mer- 
chandise. This plan gives brows- 
ers plenty of room to examine 
merchandise, and allows taose in 
a hurry to get through easily. 





Compact display unit 
for wire cable rolls 


Display and stock of wire cable rolls 
can be a problem. Reinhold Ace 
Hardware, Milwaukee, Wis., built 
this compact solution to the problem. 
Stee! bracing is anchored on floor 
and ceiling. Angular notches about 
eight inches apart are fitted with 
steel rods. Each removable rod 
holds a standard roll of wire cable. 
To keep loose cable ends in check, 
a hole has been drilled in each cable 
frame. 


; f ‘ e: ef 
we @ eee 
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ae 
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NEW. 














SPRAY HEAD, ACTUAL SIZE 
Push in, turn, self-threading 





aed 
A 


Pad 


"Make-y garden sprinkler 
with PUSH- IN “— heads 














Nothing like it on the 
market. Your customer makes 
his own sprinkler for shrubs 
. . . flower beds . . . vegetable 
gardens ... planters... cold 
frames... perimeter watering. 


enlarged 


So simple! He buys as much Gates 
Flex-Flo Pipe as he needs, and simply pushes 
in as many sprinkler heads as he wants. Pipe 
lays on top of ground —bheld in place by 
Gates special push-down anchor pins. 


Gates Flex-Flo Pipe can be cut with a 
pocket knife; is impervious to soil acids; 
won’t corrode; can’t rust — light, flexible, easy 
to handle. 


Gates * 
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your- 








“.. Garden Sprinkler 











For planters 
and rosebushes 




















— me aoe 
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Merchandiser is NOT a kit 


It holds a stock of parts, from which your 
customer quickly selects exactiy what he needs 
for his own individual installation. Contains all 
the fittings and accessories needed for several 
average flower, vegetable and shrubbery beds. 
Pipe is priced and sold separately — comes in 
100 ft. and 400 ft. lengths. 


Order from your Gates 


wholesaler today. 
It’s easy to set 
up for this new, fast- 
expanding, profit- 
packed market. Just 
tell your wholesaler 
to send you Gates 
Garden Sprinkler 
Merchandiser. The 
Gates Rubber Co., 
Denver, Colorado. 






Your cost $24.95 


.. full profit margin 
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> adult vty 
walk by ~ 
vr te -" 





will see 
S AVOGRAN’S 


1957 advertising 


It’s the biggest national advertising campaign in the 
history of the paint remover industry! 


Big-space, color ads will tell Mr. and Mrs. America 


og” Strypeeze is the fastest, easiest, best way to refinish! 
ag” Wwikeeze is the brush cleaner the experts use! 


HERE’S THE SCHEDULE Reaching The Active | Be ready when this 


Adult Market! of 
concours advertising pulls customers 
PUBLICATION CIRCULATION IMPRESSIONS | into your store! 


Spades Home 3,103,000 31,000,000 PLACE YOUR STRYPEEZE AND 
etter Homes & Gardens 4,288,000 42,800,000 
Popular Science 1,300,000 13,000,000 KWIKEEZE ORDERS TODAY! 
Popular Mechanics 1,400,000 14,000,000 , . i 
Antiques 41,200 500,000 Build display units in good traffic spots. 
Yachting 66,200. 400,000 Make it AN EASY REACH : 
Motorboating 66,800 500,000 f d 
Handyman’s Carpentry . or your customers an 
uide 100,000 200,000 they will keep your cash 
Home Craftsman 192,000 1,150,000 ist Pee 
Home Maintenance & Eps See 
improvement 416,800 1,667,000 with moresales — 
Family Handyman 249,200 1,000,000 : 
True’s Workshop Projects greater profits 
Yearbook 250,000 500,000 for YOU. 





SAVOGRAN e THE REMOVER CORPORATION OF AMERICA 


25 Huntington Avenue, Boston 16, Mass. 





Pre-season displays can 
start earlier interest 


Lawn mowers are displayed in 
some stores while there is snow 
on the ground. 

Many customers will be amused 
at this idea. Some will stop and 
consider buying a new mower far 
in advance of need. 

The same idea can be used to 
advantage in warm weather to 
start customers thinking about 
space heaters. An Indiana dealer 
showed space heaters in mid-July 
with a sign, “If summer comes 
can winter be far behind?” 

Some customers were amused. 
Some bought units for use in sum- 
mer homes, and said they would 
later buy heaters for their 12- 
month homes. 

The dealer says, “You have to 
have what people want, when they 
want it, or maybe a while before 
they want something.” 

Look around your store for pre- 
season items you can show now. 
Put those items in a prominent 
place. Give some part of a window 
to at least one item in the line. 


This staff-built display promotes fish- 
ing tackle for the retail division of 
Allen & Jemison Co. in Tuscaloosa, 
Ala. Built of stained and varnished 
11/, in. pine, the unit is 12 ft long. 
It has step-up shelves and bins at 
two levels and shows carded items as 
a background along the top of the 
unit. Bulkier items such as tackle 
boxes are displayed below the waist- 
high bins. Display cards are sus- 
pended on wires attached to a half- 
inch wooden frame across the back 
of the unit. 
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this year’s Paint 























THE HiT of the “shows” in Los Angeles, Chicago, Cleve- 
land! And no wonder! Never before a spray or finish 
like it. METALTONE is entirely new — imparting a 
new kind of beauty and protection all its own! 


METALTONE’S big 16-ounce container is economical... 
lasts the job through! Quick...easy to use...no muss, 
fuss, strokes or brush marks. Anyone can do it... 
spray a gorgeous, hammered metallic-looking finish 
on most any surface—wood, leather, metal, paper. 
Coating is highly flexible, withstands severe flexing. 
Resistant to acids, alkali, water, corrosion. A “‘natu- 
ral’ for your do-it-yourself trade, for home crafts- 
men...for countless articles in the home, workshop, 
office, or factory. 


RUSH COUPON for BIG DISPLAY DEAL...one dozen 
assorted colors in special self-display counter carton. 
Or check for more information. 


Mfg. by IDEAL CHEMICAL PRODUCTS, INC. 
Distributed by FLAMEMASTER CHEMICALS, INC., Culver City, Calif. 


BIG DISPLAY DEAL—40% PROFIT 


Metaltone in assorted colors packed in 
special counter display carton. 


a eae $21.48 doz. 
WE kbd Sahn oeebeines $12.89 doz. 
Vour Ga GOU aretlh. . oc ccciccnncects $8.59 


Also packed in solid colors in plain shipper. 
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HERE ITIS — 


the sensation of 


and Hardware Shows! 2 










aa ne 






mer Finish 


Not a paint...not an For 
enamel...nothing like it Home 
i 
ever before! Workshop 
Four beautiful metallic Crafts 
colors...silver, blue, —_ 
copper, green, clear plastic! Furnit 
urniture 
BE THE FIRST TO DISPLAY ; 
THIS AMAZING NEW SPRAY THAT Appliances 
BEAUTIFIES AND PROTECTS —and 1000 
PRACTICALLY ANY SURFACE other uses 





Rush Coupon for Big Display Deal! 

FLAMEMASTER CHEMICALS, INC. 

Culver City, California 

() Please rush big 40% Profit Display Deal. 
I enclose $12.89. (Check or money order. ; 

(] Please send further information about 
amazing, new Metaltone Spray. 

Dealer 


/ 
i 
i 
i 
i 

j 
{ 
Street § 
i 

i 
J 








City Zone __State 

Ordered by 

Jobber’s name aa 
Order will be filled through your jobber. 











oe cee ee ae ee ee ee 
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it's new! it's different! 
it's @Q money-maker! 


Se/f-dispensing 


MASTER-MATIC 
RUG AND FLOOR BRUSH 


’SRuTOMR 
Now—for all scrubbing — 
rugs AND floors—in a 
standing position. Trig- 
ger handle feeds cleaning 
solution from 40-ounce 


reservoir to thick, special 





solvent-resistant bristle 


brush. $ 
List Price 4 95 


ADVERTISED IN 


Proven seller! 


WAX-0-MATIC FLOOR, WAXER 


List << 


Price at uz | 
$3.95 SSeS, 
EXTENSIVE Add-on sales in polishing heads af $1.50 
PROMOTION! == 


A mammoth consumer campaign 
topped off with TWO-COLOR HALF. ney FREE 


PAGE ADVERTISEMENTS reaching “Ke 7 , 
over 13.000.000! ANIL Floor Merchandiser with 


6 WAX-O-MATICS and 
3 extra polishing heads. 
Request 28.20 merchandiser. 


GUARANTEED TO SELL OR Y YOUR MONEY BACK 


WRITE for catalog and 
promotion literature 


MASTER MANUFACTURING CO., 9200 INMAN AVENUE, CLEVELAND 5, OHIO 

















(Continued from page 10) 


Are credit controls needed? 
Congress awaits the answer 


Is consumer credit getting out of 
hand? 

Should the government step in to 
control credit? 

The government hopes to be able 
to answer these two questions soon. 
For the past year the Federal Re- 
serve Board has been studying the 
credit situation. It hopes to report 
its findings by March 15. 

Then Congress can decide what, 
if anything, should be done about 
credit. 

President Eisenhower asked Lon- 
gress to give him standby powers 
to control consumer credit a year 
ago. The Federal Reserve Board’s 
study followed as a result of his 
request. 


You can ship goods by parcel 
post easier now than before 

If you ship any merchandise to 
your customers through the mails, 
you will be glad to know that you 
no longer have to mark “may be 
opened for postal inspection” on 
your sealed parcel post packages. 

The Post Office recently changed 
its rule which required the special 
notation on sealed packages. Sealed 
packages which did not have this 
notation in the past were subject 
to higher postage rates. 


City dealers now have more 
customers than ever before 

If your store is in a large city, 
your number of potential customers 
is increasing every day at a rate 
faster than the rest of the country. 

The number of persons living in 
metropolitan areas is increasing at 
four times the rate of that of other 
sections of the country, according 
to the Census Bureau. 

The population of the country in- 
creased by nearly 3 million persons 
last year, the government estimates. 

(Resume reading on page 11) 
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; % ¥, af ie % > i 
fmm) Seavtifully finished, high quality \\ TF 


Seam tIARDWARE CONVENIENCES BY Gm. 
. ie ae 2 = : f | 25 
= a , J SELF-SERVICE PRICED TO GIVE You BIGGEST vaLus Id Ln 
So too, will YOU— with these cc" eeeene come inh 


PACKAGED-TO-SELL jarani 
HARDWARE CONVENIENCES pecaloe 


SKIN PACKAGED FOR “IMPULSE PERSUASION” 
DISPLAY-RACKED FOR EASY SELF-SERVICE 


Shoppers are quickly, favorably impressed by 
the provocative packaging and imaginative dis- 
play of H-W COMPAKS. Their eye-appeal 
arrests attention, stimulates “impulse” sales, 
faster turnover; this brings you EX TRA-bonus 
profit! Yes, H-W moisture-proof ‘“window- 
pane” dress keeps merchandise sparkling new 
—always attractive; keeps screws and all com- 
ponents intact—complete. YOU’RE protected 
from pilferage losses—and from dusty, shop- 
soiled merchandise that must be sold at a loss. 
Get a full #8801 chrome and brass carded 
assortment of these H-W sales-proven hard- 
ware conveniences, including 






















































FREE SALES-MAKING REVOLVING DISPLAY 


Never forget what is NEWEST sells FASTEST. This 
all-new assortment is creating extra business wherever 
it’s displayed. Ask your jobber today! 


CONTENT 


item 





stock Ne- 


HALL-WESSEL CO. 


919-931 N. 5th St., Philadelphia 23, Pa. 
In Canada: Geo. S. Hall Co., 25 Grenville St., Toronto 1 
Export: Hall & Reis, Inc., 165 Broadway, New Yor 


PULA ayy a 


—_— Hardware Specialties 
worth asking for by name 











Fishermen of every type have long 
regarded Old Pal as hi,h quality equip- 
ment they can rely on; equipment that 
will give them years of enjoyable, 
trouble-free use. 

Dealers have found Old Pal to bea 
best seller, year after year. The Old Pal 
name brings new customers in... 
keeps old customers coming back. 





No. 370 
Plastic 
Tackle Kit 


or Ideal for spin 
\S ea ‘ fishing. Features 

Si two clear plastic 
hinged lids with positive locks that open indi- 
vidually. Lures are clearly visible at all times. 
New style piano type hinge guards against 
breakage. Equipped with belt loop. Sixteen 
compartments. 






fee 


No. 10 Kidney 
Shape Bait Box 
Heavy gauge, one-piece a 
steel body. Hinged steel F@ 
lid. Green enamel finish. f © 
Belt loop fastens without f © 
opening belt. 







No. 15-10 GF 
Minnow Bucket 


Galvanized, floating model. 
Two-Piece, Round, Perfo- 
rated Inner Pail. Comfort- 
} able, full-size wood grip on 
‘handle. Positive acting 
clasp locks lid tightly. 
10-qt. capacity. 





No. 10F Air 
Feeder Bucket 
Round; solid fiber cover. 
Strong, welded steel wire 

frame. 10-qt. capacity. 





No. A6S Galvanized 
Wading Minnow Can 
Oval shape; galvanized 
steel body. Deep drawn, 
perforated lid with con- 
venient handle. Equipped 
with 48°’ adjustable 
shoulder strap. 2-qt. 

capacity. 
Order your profit-building OLD PAL Fishing 
Equipment from your wholesaler, now! 


Write for complete catalog 
OLD PAL, INC., Subsidiary of 


Animal Trap Company of America 
Lititz, Pa. » Pascagoula, Miss. « Niagara Falls, Can. 
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1957 


Convention Calendar 


1958 





conventions 


shows 


conferences 








For complete details about the convention listed by dates below use 
the alphabetical listings following this quick check list. 


May 


1957 
March 


3- 5 Cotter & Co. Merchandise Show 
& Stockholders Meeting, Chi- 


cago 
4- 8 Gift Show, Boston 
6-15 American Toy Fair, New York 


17-19 Florida & Georgia Retail Hard- 


wore Assn. 
17-20 Gift Show, Philadelphia 


19-21 South Dakota Retail Hardware 
Assn. 
31-April | Louisiana Retail Hardware 
Assn. 
April 
7-11 Southern Hardware Convention, 


Palm Beach, Fla. 








Convention Check List 


June 


July 





16-17 National Assn. of Sheet Metal 
Distributors Spring Meeting, Phil- 
adelphia 


13-15 Texas Hardware Boosters Club & 
Texas Wholesale Hardware Assn. 
Conventions, San Antonio 

18-20 Industrial Supply Convention, San 


Francisco 
8-12 National Housewares Exhibit, 
Atlantic City 








National Events 


Industrial Supply Convention, June 
18-20, at San Francisco, Calif. 
Attendance restricted to members. 
Mark Hopkins Hotel headquarters 
for American Supply & Machinery 
Mfrs. Assn.; Fairmont Hotel head- 
quarters for National Southern 
Distributors’ Assn. and Southern 
Industrial Distributors’ Assn. Spon- 


sored by ASMMA, W. B. Thomas, 


Hunter-Thomas Associates, 2130 
Keith Bldg., Cleveland 15, Ohio, 
business manager; NIDA, 1900 


Arch St., Philadelphia 3, Pa., Rob- 
ert C. Fernley, executive secretary; 
SIDA, 712 Volunteer Bldg., Atlanta, 
Ge., E. L. Pugh, secretary-trea- 
surer. 


National Assn. of Sheet Metal Dis- 
tributors Spring Meeting, May 16- 
17, at the Warwick Hotel, Phila- 
delphia. Thomas A. Fernley, Jr., 
executive secretary, 1900 Arch St., 
Philadelphia 3, Pa. 


National Housewares Exhibit, July 
8-12, Convention Hall, Atlantic 
City, N. J. Sponsored by the Na- 
tional Housewares Mfrs. Assn.., 
1140 Merchandise Mart, Chicago 54; 
Dolph Zapfel, executive secretary. 


Toy Fair, The American, March 6-15. 
Temporary exhibits at Hotels New 
Yorker and Sheraton-McAlpin; per- 
manent exhibits at 200 Fifth Ave. 
and 1107 Broadway. Horatio D. 
Clark, Toy Mfrs. of the U. S. A., 
Inc., 200 Fifth Ave., New York 10, 
oe 


Regional Events 


Cotter & Co., Chicago, Annual Mer- 
chandise Show and Stockholders’ 
Meeting, March 3-5, at company 
warehouse, 365 E. Illinois St., and 
Sheraton Hotel, Chicago. 


Gift Shows: Boston, Hotel Statler, 
March 4-8; Philadelphia, Hotel Ben- 
jamin Franklin, March 17-20. 
George F. Little Management, 220 
Fifth Ave., New York 1, except 
Chicago Show, which is conducted 
by Eastern Mfrs. & Importers Ex- 
hibit, Inc., George F. Little, man- 
aging director. 


Southern Hardware Convention of the 
Southern Wholesale Hardware 
Assn. and the American Hardware 
Mfrs. Assn., April 7-11, Paim Beach, 
Fla. SWHA managing director, T. 
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START A MID-WINTER GOLD RUSH IN YOUR STORE. .. 


Mew: Co.roeNnt 


FimeRGLAS 


py ns 
ruth 
was hes 
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TIME TO PROMOTE DUST-STOP FILTERS AGAIN! 


Take your golden opportunity to sell more replace- 
ment filters. Right now thousands of warm air furnaces 
in your area are gasping along with dirt-choked filters. 
Sell one golden Fiberglas* Dust-Stop* Filter to every 
prospect and you could take a mid-winter vacation on 
the profit. And many furnaces need two. 

You must remind your customers... but we make it 


Oo) 2 oe. SS OEE ee eee 


lI BERGLAS 


#T-M, (Reg. U. 8. Pat. Off.) 0-0. F. Corp. 
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easy—with free Fiberglas promotional pieces. Our 
Mid-winter Dust-Stop Filter Broadside lists the pro- 
motional pieces available and tells how to use them. 
If you haven’t already received the Broadside, ask 
your Fiberglas salesman—or write direct to Owens- 
Corning Fiberglas Corporation, Dept. 38B-14, Toledo 
1, Ohio. 











BRITE new inet 
for the 
Hardware Dealer! 






















1. Complete selection of 


BRITE Plated bolts and 
nuts in the 75 fastest- 
selling types and sizes. 


eater 2. All bolts BRITE Plated. 
e _ Nuts on. 


GO 


4. In BRITE new cartons con- 
taining small quantities 
(10 to 50 pieces). 


5. These products are in 
stock hence there’s no 
penalty for plating small 
quantities. 


eeo** 


Al 






SIZEOF 147 deep 
23” wide 
TRAY: 9” high 


wh. 
o* 


4 \ 
Sag Asso” 


NRHA APPROVED DISPLAY 


SIZE OF 24° deep 
24° wide 
STAND: 54” high 





Buy from your Hardware Distributor 


¢ ~_/e LAMSON & SESSIONS (; 
Be 1971 West 85th S$ t + Cleveland 2, Ohi 


Soe «CF PLANTS AT CLEVELAND AND KENT, OHIO + BIRMINGHAM - CHICAGO 


MAIL THIS COUPON TODAY 





THE LAMSON & SESSIONS CO. 


1971 West 85th St. e Cleveland 2, Ohio 


Please send me details on the new Lamson & Sessions Flexible Bolt Display. 
Company Name_ ae 
Address 

ay. eee State 


Your Name. 


Convention Calendar 
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(Continued ) 


W. McAllister, 814 Metcalf Bldg., 
Orlando, Fla.; AHMA secretary, 
Arthur L. Faubel, 342 Madison 
Ave., New York 17. 


State Events 


Florida & Georgia Retail Hardware 
Assns. Joint Convention, March 17- 
19. Hotel headquarters at George 
Washington Hotel, Jacksonville, 
Fla. W. W. Howell, P. O. Drawer 
1000, 1640 Plant Ave., Waycross, 
Ga. 


Louisiana Retail Hardware Assn. Con- 
vention, March 31-April 1. Sessions, 
exhibit and hotel headquarters at 
Roosevelt Hotel, New Orleans. 
David O. Mansfield, P. O. Box 1696, 


Jackson 5, Miss. 


South Dakota Retail Hardware Assn. 
Convention, March 19-21. Sessions 
and exhibit at Coliseum Auditorium, 
hotel headquarters Carpenter Hotel, 
Sioux Falls. H. T. Benson, 2108 8. 
Western Ave., Sioux Falls. 


Texas .Wholesale .Hardware . Assn. 
and Texas Boosters Club Annual 
Convention, June 13-15, San An- 
tonio. Howard Weddington, 1327 
National City Bldg., Dallas 1. 


Spot displays can move 
shelf-warmers in store 


All hardware dealers know the 
value of related line displays. 


Some of them overlook, how- 
ever, the value of spot displays of 
unrelated items in the middle of 
any department. The spot display 
idea is used to clean out discon- 
tinued items. Some dealers use 
spot displays to trim down on 
overstocks. 

A far-western dealer uses spot 
displays in several parts of his 
large store to dispose of shelf- 
warmers. He calls these items 
“thank-you specials” and shows 
them in good traffic spots. 

Signs with each display identify 
them as “thank-you specials.” 

Displays are shown on the edge 
of islands, in wall sections or on a 
temporary display unit. Specials 
may be displayed atop an inverted 
rubbish burner or on a large 
carton. 

These specials are usually 
priced just high enough to cover 
their cost. 


HARDWARE AGE, FEBRUARY 28, 1957 


a ere 


AA ay is AO NOR eI te 


eS as 


—- ——— —_ 





a 





_ Profit three ways with these 


Millers Falls 











MILLERS FALLS 
FOR WALUE...1T'S VALINE 






RAZOR-SHARP 
KNIFE BLADES 
IN HANDLE 


YOU NAME IT! (7 CUTS IT! 


Janes) mand ond pres ‘eal wade fe Some wee omih se 
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HARDWARE WEEK ‘ 


7 A Great New Profit-Maker! 


No. 789 Saw-Knife Set 


MILLERS FALLS @ 
a 





SPECIAL FOR 
HARDWARE WEEK 


—— $T 79 











This new tool of a thousand uses promises 
to rival the sensational No. 725 “Nest of 
Saws” in sales appeal. The Utility Knife 
handle which contains five razor-sharp blades 
comes complete with a No. 9 9-tooth wood 
cutting blade, a No. 7 18-tooth metal cutting 
blade and a No. 8 24-tooth metal cutting 
blade. Cuts anything from soft wood and 
frozen food to mild steel, sheet metal, BX 
cable — practically anything. Attractively 
carded for display and priced to sell like 
wildfire! Packed 6 per box. 








YNO-MITE 


A Real DYNO MITE Buy! 








og) ae 


hae 
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No. 2140 

Universal 
Jig Saw 

Attachment 


cod 


a ii ' 


Ps 
: 
, § 





SPECIAL FOR 
HARDWARE WEEK 








$9 95 


Fits any 1/4-inch electric drill, and saws curves, irregular 
shapes or straight lines in wood or metal. It’s priced to 
sell fast. Better be well stocked on this “Dyno-Mite” item. 
Packed singly in colorful display carton. 


: 
: 
j 
4 











A Sure-Fire Seller! 


No. 1455 Low-Angle 
Block Plane 





Regu st SPECIAL FOR 


$ HARDWARE WEEK 





$350 








This popular block plane has a 12-degree 
angle to permit fast working in hard woods 
and end grain. Depth of cut is adjusted by 
nickel-plated screw and locking lever. Fine 
tool steel iron is 1-3/8” wide. You'll find this 
plane is a ready seller to both professional 
and amateurs. Packed 1 per box. 





ALL PR 


ICES MAINTAIN FULL 


Order today from your jobber and get set to 


s " ne tema we ate 
o ps i a 8 ALT OT! LOO EDEL ELE, 


33-1/3% 


DEALER PROFIT! 





CASH IN ON HARDWARE WEEK Apr. 25- 





Millers Falls Company Dept. HA-20 Greenfield, Mass. 
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@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 13) 


the Model 2007, a fan suitable for 
use on the floor, table, or in front 
of a window. Tilt mounting allows 
360-degree directional control of 


air stream. Dominion Electric Corp. 
For more data circle No. 9 on postcard, p. 101 


Easy-to-cut aluminum edging 


Homeowners with lawns who 
want to keep their lawn edges trim 





will buy this aluminum lawn edg- 
ing. Edging is easily installed in 
4-in. deep slot cut in soil. Edging is 
4-in. wide and comes in 100 ft rolls. 
Edges of material are rolled for 
safety. Edging has embossed sur- 
face for added strength and can be 
cut easily with household shears. 
Edging can also be used as sid- 
ing for concrete forms. Reynolds 
Metals Co. 


For more data circle No. 10 on postcard, p. 101 


Double-purpose 22-cal rifle 


Sportsmen will be customers for 
this double-purpose 22-cal rifle, 
Model 140-B. Rifle combines the 
features of a “sporter” and a target 
rifle. Model 140-B weighs 534 lb, 
features a rear micro-click peep 
with half minute adjustments for 
windage and elevation, adjustable 
rear open sight and ramp front 
sight with four interchangeable in- 
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serts, giving eight different sight- 
ing combinations. Other features 
are cheek piece, sling swivels, ad- 
justable trigger pull, thumb oper- 
ated safety, molded trigger guard 
and grooved trigger. Retails for 
$33.95. O. F. Mossberg & Sons, Inc. 


For more data circle No. 11 on postcard, p. 101 


Deluxe 21 in. rotary mower 


This 21 in. deluxe rotary mower 
is powered by a 2.25 hp 4-cycle en- 
gine and features 2-tone styling 
in red and beige colors. Other fea- 
tures are side and front trimming 
and offset front wheel. Leaf 





mulcher furnished at no extra cost. 


Johnston Lawn Mower Corp. 
For more data circle No. 12 on postcard, p. 101 


Aerosol container of enamel 


Your homeowner customers who 
want an easy way to add some color 
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around the house will be interested 


in Plax Spray, a pressurized con- 
tainer of paint with all the charac- 
teristics of regular Plax enamel. 
Plax Spray has an alkyd base and 
dries to a porcelain-like finish. Plax 
Spray comes in eight colors plus 
Chrome Lustre, Gold Tone and Cop- 
pertone. A _ self-service merchan- 


diser is available. Lowe Bros. Co. 
For more data circle No. 13 on postcard, p. 101 


Water systems air charger 
Here is an air charging device 
for pneumatic water systems that 


se eet che om 





will permit a greater amount of 
water withdrawal from a tank for 
each pump cycle. The Supercharger 
permits the use of a smaller stor- 
age tank while allowing the same 
water withdrawal rate on applica- 
tions where space is important. 


Penn Controls, Inc. 
For more data circle No. 14 on postcard, p. 101 


10-gallon paint roller pan 

Here is a giant-size paint roller 
pan for professional painters. Pan 
is built of heavy galvanized metal 
and holds up to 10 gal of paint. 
Pan is the answer to painters’ 
needs for a roller pan that will 
hold enough paint to complete a 














McKINNEY HARDWARE WEEK SPECIAL 789 


2 Mail Boxes and 1 Door Knocker 
earn $14.90 Profit for YOU! 


Ordlen thit special MOW/ 


New McKINNEY 
Contemporary Mail Box *680DB 


The latest, smartest design . . . brand new and 
strikingly modern! 16” long, holds all mail, all 
magazines, even small packages. Finished in Dull 
Black with Bright Brass trim. Packaged in attrac- 
tive gift box. 


Your Cost $7.75 Retail Price $12.95 
YOUR PROFIT $5.20 


McKINNEY Traditional Mail Box *699DB 


A 16” forged iron box that’s been popular with 
home owners for years. Handsomely finished in 
Colonial Dull Black with Solid Brass trim. Gift 
packaged for extra sales appeal at no extra cost. 


“a = = Your Cost $7.75 Retail Price $12.95 













MCKINNEY Forged Iron Door Knocker DB12640 
Your Cost $0.00 Retail Price $4.50 
YOUR PROFIT $4.50 


Your Cost Complete $15.50 Retail Value $30.40 
TOTAL PROFIT FOR YOU 414.90 


Available now from your jobber 


* McKINNEY 


SINCE 1865 
MANUFACTURING COMPANY 


1715 Liverpool Street ¢ Pittsburgh 33, Pa. 
ln Canade —-McKinney-Skillerah Lid., $t. Catharines, Ontarie 





WHAT'S NEW 











job without having to be refilled 
often. Pan can be used with 14 and 
18-in. rollers. Thomas Products Co. 


For more data circle No. 15 on postcard, p. 101 


Direct drive gas chain saw 


This chain saw is designed for 
compactness, portability and power. 





It is available with 16, 20, or 24 
in. bar sizes and is competitively 
priced. Other features include a 
recoil starter, automatic clutch, and 
trigger throttle. Available with 
float or diaphragm carburetor. 
Porter-Cable Machine Co. 


For more data circle No. 16 on postcard, p. 101 


Spin reel with roller pickup 


Spin fishermen will be interested 
in the R320 salt water spinning 
reel, which is a companion to the 
320 spinning reel. R320’s frame 
and spool cup are die-cast alumi- 
num. Reel has a roller pickup in- 
stead of conventional full bail. 
Finger-tip control of anti-reverse 


lever prevents handle from turning 
while netting or playing a fish. 
R320 has 3 1/16-in. diameter spool, 
2.7 to 1 gear ratio, and retrieves 
26 in. of line per turn of reel han- 
dle. Reel weighs 15% oz and holds 





200 yd of 15 lb test monofilament 
line. Retails for $25. Montague- 
Ocean City Rod & Reel Co. 


For more data circle No. 17 on postcard, p. 101 


Sporting memo booklets 


Hunting, golfing, fishing, and 
boating provide the themes for 
these four memo pads. Booklets 
attached inside contain pictures 
and information on the themes. 
Pads have steel covers, printed in- 





serts and are gift packed with auto- 


matic pencil. Rocco Products, Inc. 
For more data circle No. 18 on postcard, p. 101 


Gas-operated, autoloading gun 

The Sportsman-58 gas-operated, 
autoloading shotgun will appeal to 
your sportsman customers who 





want an all-purpose gun. Gun has 
a non-recoiling barrel, is quickly 
loaded, and is lightweight. Gun 
comes in 12, 16 and 20 gages. Gun 
barrels are interchangeable, regard- 
gage, depending on the 
game being hunted. Retails for 
$136.45. Remington Arms Co., Inc. 


For more data circle No. 19 on postcard, p. 101 


less of 


Holding device of many uses 
This multi-use holding device, 
Giant Grip, will appeal to home 


rg 


|=: Giant Grip 


=F The New Versatile 
.* TOM 





craftsmen and professional me- 
chanics because of its many uses. 
It can be used as a bench saw, drill 
press, band saw fixture, large ca- 
pacity wrench, work clamp and for 
other operations. It is all steel. Vise 
capacity ranges up to 7 in. Clamp 
capacity is 9 in. Retails at $14.95. 
DeWalt Ine. 


For more data circle No. 20 on postcard, p. 101 


Oil and gasoline filler cans 


Homeowners, outdoorsmen and 
sportsmen will find many uses for 
these redesigned galvanized oil and 
gasoline filler cans. Cans feature a 
seamless - drawn dome - shape shell 
with double-seamed bottom and no 
top or side seams. Dome-shaped 

(Continued on page 104) 
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use this FREE 





CHECK CARD 


AN EXTRA 
HARDWARE AGE SERVICE 


A successful hardware dealer keeps up to date on 
What's New in merchandise. The Quick Check 
Card on the bottom of this page will help you get 
more information on new products described in this 
issue, quickly and easily. HARDWARE AGE brings 
you more new product descriptions than any other 
magazine. The Quick Check Card service will now 
get you all the information you need, quickly. 






































FIRST CLASS 
PERMIT NO. 36 
(Sec. 34.9 P.L.&R.) 
New York, N. Y 











BUSINESS REPLY CARD 


No postage necesscry if mailed in the United States 





















































POSTAGE Witt BE PAID BY 


: HARDWARE AGE 
Please use this P. O. Post Office Box 60 
Box Address for Quick . Vitlane Station 
Check Cards Only “ 


NEW YORK 14, N. Y. 














Postcard valid 8 weeks only. After that use own letterhead fully describing item wanted 2/28/57 


Please send me further information on the WHAT'S NEW items, code numbers 
for which | have circled below. 
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Here is Your Quick Check Card 


What it is... How it works 


@ Each issue brings you dozens of descriptions of new products, new dis- 
plays, etc., in the “What's New’ columns. You get more of these in 
HARDWARE AGE than in any other magazine. 





@ When you want more free information on any of these products, simply 
mark a circle around the same number on the post card as appears 
under the individual item description. 


@ Drop the post card in the mail box. No postage is needed. You will 
quickly receive, free, complete details on the product from the manufac- 
turer. You may circle as many items as you wish. Separate information 
will be sent you on each item. 


@ Be sure to give your full name and address on the post card. Print or type 
it clearly. We cannot service post cards with incomplete addresses. 
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After that use own letterhead fully describing item wanted 


Please send me further information on the WHAT'S NEW items, code numbers 
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POSTAGE WILL BE PAID 





BY 


Please use this P. O. 
| Box Address for Quick 


HARDWARE AGE 
| Check Cards Only 
| 


Post Office Box 60 
Village Station 
NEW YORK 14, N. Y. 
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for Style. »« Smart and modern, years ahead in design! 
Son ewice. »- Unequaled for ease of operation! 


Jor Convenience .»+ A space saver, doors bi-pass each 
other or slide each into its recessed pocket! 
Architects and builders realize that the sliding door for interiors is a defi- 


nite preference of the trade for today’s functional home—where spacious- 
ness and simplicity of design contributes towards more gracious living. 
































>= = 


\ 


Valuable wall and floor space for the more artistic and practical place- 
ment of furnishing is now possible with interior sliding doors for 
wardrobes, closets and as room dividers. 


The National hardware illustrated here is distinctive because of the 
many fine features embodied. Hangers have large nylon wheels 1% 
inches in diameter—they travel farther with less revolutions—faster, 
easier and quieter and never need lubrication. Hangers are made in 
both single and double wheel styles and fit every thickness of door. 
An illustrated brochure with full details, sent upon request. 


# 
VAM MAL 
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Hangers are sold singly or in complete 
sets including floor guides, bumpers and 
pulls. Track is available in 44, 56, 60, 68 
and 92 inch lengths. 








WHAT'S NEW 








@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 100) 
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shell prevents water and dirt from 
settling on top. Cans come in 1, 2, 
24%, and 5-gal sizes. A graduated 
oil measure is a special feature of 
the gasoline cans. Eagle Mfg. Co. 


For more data circle No. 21 on postcard, p. 101 


Large-size outdoor broiler 

Outdoor cooking enthusiasts will 
find that this 15 x 19 in. chrome 
plated broiler is just the thing for 
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cooking for a large crowd. Broiler 
holds up to nine steaks, six lobsters, 
or four split chickens. Broiler fea- 
tures a detachable and adjustable 
cover, a Sliding lock ring, and a 
spade-type hardwood grip handle. 
Retails for $10. Washburn Co. 


For more data circle No. 22 on postcard, p. 101 


Saw-knife set for most jobs 


Your customers will find many 
uses around the house for this saw- 


104 


knife set, No. 789. Set consists of a 
utility knife with five blades in the 
handle plus three saw blades. Tool 
will cut anything from soft wood 
and frozen food to mild steel, sheet 
metal and BX cable. As a Hard- 
ware Week special, set will retail 
for $1.79. Other Hardware Week 
specials are offered on the No. 2140 
universal jig saw attachment to re- 








tail for $9.95 and the No. 1455 low 
angle block plane to retail for $3.90. 
Millers Falls Co. 


For more data circle No. 23 on postcard, p. 101 


Plastic toilet brush holder 


Busy housewives will be custom- 
ers for this Lustro-Ware toilet 
brush holder and brush. Holder is 
made of polyethylene that cannot 
dent or chip, corrode, or rust. 
Seamless, leak-proof bottom cannot 
scratch or stain floors. Holder has 
built-in shelf for cleanser. Brush 
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has plastic bristles and long handle. 
Holder comes in yellow, blue, pink, 
and green. Retails for $2.98. Co- 


lumbus Plastic Products, Inc. 
For more data circle No. 24 on postcard, p. 101 


Repellent solution for coats 


RainZel water repellent restores 
water resistancy to raincoats, 


“Sigg 


leather jackets and other outer 
garments. Also useful on canvas 
furniture and so on. A 12 oz can 
of RainZel spray retails for $1.25 
including spray applicator. Pack- 
aged 1 doz per carton. H. Wenzel 
Tent & Duck Co. 


For more data circle No. 25 on postcard, p. 101 





Contemporary home mailboxes 


There are four models in the 
of quality mail- 


Heritage group 





boxes for the modern home. Two 
models come in heavy, polished 
brass sheet and two come in dull 
black and pebbled brass combina- 
tions. All boxes are lacquered. Mail- 
boxes are individually packed. They 
retail from $4.95 to $10.95. Dutton- 
Lainson Mfg. Co. 


For more data circle No. 26 on postcard, p. 101 


(Continued on page 106) 








Savage 24 


You’re looking at the most versatile gun in America. 
Versatile for you because it means year- round sales in all 
localities. Versatile for your customers because it gives 
them a .22 cal. rifle on top... a .410 ga. shotgun below. 


With the Savage 24—the only gun of its kind in America— 
your customers are set for fun, fur or feathers all year-round. 
What’s more, this popular “‘Over-and-Under’’ is ideal for 

the beginner as well as the experienced hunter or trapper. 


It's equally at home on the farm... in the field... or at camp. 


Now’s the time to stock up for Spring—be sure this 
all-purpose favorite is in your rack at all times. 
You'll miss sales if it isn’t. 


The Savage 24 is moderately priced at only $41.50 (retail). 


STOCK - DISPLAY: SELL 


The fastest selling rifles and shotguns in the world— 
Savage, Stevens and Fox. 


SAVAGE « STEVENS + FOX FIREARMS 


PRICES SUBJECT TO CHANGE SLIGHTLY HIGHER IN CANADA 


$41.50 ( Retail) 


Lightweight (about 
6% ibs.), compact and 
streamlined. Upper barrel 
shoots al! .22 cal. rimfire 
cartridges; lower barrel, 
410 shot shells. Single 
trigger. Single sighting 
plane. Selector button 

; instant choice of 
either barrel. Two-way 
top opening lever. 
Wainut stock. 


Take-down. 


SPORTING ARMS DIVISION, SAVAGE ARMS CORPORATION, CHICOPEE FALLS, MASS. 
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WHAT'S NEW 











@ For more information on these products and services 
use free post card on page 101. 


(Continued from page 104) 
Laminated archery window bow 
Archery enthusiasts will be in- 
terested in the features of this new 





bow. Bow features laminated con- 
struction and offers’ exceptional 
smoothness of draw, speed and pre- 
cision. Take-down handle _ gives 
added carrying convenience. Bow 
case is included. Bow is available 
in 30 to 75 lb weights in 5 ft 6 in. 
and 5 ft 9 in. lengths. Retails at 
$57.50 and $59.50. Ben Pearson, 


Inc. 
For more data circle No. 27 on postcard, p. 101 


Newly styled pocket lighters 


Two new pocket lighters, High- 
lite and Whirlwind Imperial, which 
you can sell in your giftwares de- 
partment, have been introduced. 
Highlite is sleek, tall, and modern 
in look and feel. Whirlwind Impe- 
rial has retractable windshield for 
lighting up in wind. Both lighters 








have a swivel base for easy fueling. 
Ceiling-suspended motion display 
comes free with assortment of 12 
pocket lighters. Ronson Corp. 


For more data circle No. 28 on postcard, p. 101 


Steel-backed nylon duster 


Your housewife customers will 
find that this new nylon duster will 
clean venetian blinds, radiators, 
chair spindles, room and window 
mouldings, and decorative acces- 
sories. Duster features a pink nylon 





pad on a flexible steel wire frame 
that yields under pressure to follow 
the contour of dusting surfaces. 
Duster handle is_ black plastic. 
O-Cedar Div. American-Marietta. 


For more data circle No. 29 on postcard, p. 101 


Rose fertilizer introduced 


Home gardeners will be custom- 
ers for Vertagreen rose _ food. 
Vertagreen is a special formula of 
plant food elements to meet the 
specialized feeding needs of roses. 
Vertagreen is packed in red, white, 
and green bags and comes in 5, 10 
and 25-lb sizes. Armour Fertilizer 
Works. 


For more data circle No. 30 on postcard, p. 101 


Autographed fielder's glove 


Your baseball customers will be 
interested in the improved Red 
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Schoendienst autographed mode] 
fielder’s glove. Glove is fully leather 
lined and features streamlined 
thumb and (finger construction. 
Glove has an adjustable finger lace 
and a laced wrist. Glove is especially 
recommended for Little League, 
Babe Ruth League and Pony 
League play. Draper-Maynard Co. 


For more data circle No. 31 on postcard, p. 101 


Easy-to-release lock wrench 
Home workshop fans and pro- 
fessional craftsmen will be in the 
market for the Vise-Grip easy- 
release locking wrench. Slight pres- 
sure on the release bar springs the 
wrench’s jaws open, even when 
locked on to work with 2000 Ib 
pressure. Other modifications on 
the new model include thin jaws, 
knurled jaw tips, curved jaw to 
hold any shape and built-in wire 





cutter. Vise-Grip comes in 7 and 
10-in. sizes. Petersen Mfg. Co. 


For more data circle No. 32 on postcard, p. 101 


Insulated carrying for outdoors 
Picknickers, sportsmen and other 
outdoors persons will be customers 
for Thermo Bags. Bags are doubly 
insulated to keep food and drinks 
(Continued on page 108) 
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This Week, Parade and other 
Sunday supplements will carry 
local impact advertising on 
Reynolds Aluminum Lawn Edging. 
Be ready. Tie-in. Feature the at- 
tractive, sales-getting floor display 
and sign for in-store impact. Ask 
your man from Reynolds for help 
in featuring Reynolds Aluminum 
Lawn Edging. For additional infor- 
mation, write Reynolds Aluminum, 
2500 So. Third St., Louisville 1, Ky. 





ers 


Bie Bie 


When the time for yard work 
comes in your town, your custom- 
ers will be asking for Reynolds 
Aluminum Lawn Edging. Stucco 
embossed and made of .019” alumi- 
num for greater strength and per- 
manence .. . turned edges for safe, 
easy handling. These are the ad- 
vantages your customers want and 
get from Reynolds. And Reynolds 
packs Aluminum Lawn Edging for 
your convenience. It comes in 100 
ft. lengths, the length preferred in 
actual consumer tests. For smaller 
sales, Reynolds Aluminum Lawn 
Edging is clearly marked at every 
foot. 


REYNOLDS $8 ALUMINUM 
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plete with single roller mouthpiece, 


é recessed crank and plated inner 
case and winding reel. Prices range 
from $3.20 for 25 ft to $6.10 for 


100 ft. Tape will be a Hardware 


Week special. Evans Rule Co. 
For more data circle No. 34 on postcard, p. 101 











@ For more information on these products and services 
use free post card on page 101. 


Tea ball to fit coffee maker 


Tea drinkers will be interested in 
this gold anodized-aluminum tea 


(Continued from page 106) Easy-to-read steel tape rule 


Home handymen and _  »profes- 
sional mechanics will find many 
uses for the Red Ace steel tape rule. 
Tape features a white steel blade 
with easy-to-read black markings 
in feet, inches, and eighths. Tape is 
encased in red leatherette case com- 





























at the right temperature. Cover is 
quilted vinyl over a layer of fiber 
glass. Inner bag is leak-proof. Bags 
will withstand temperatures of coffee maker. Tea ball is designed 


from 40 below to 130 degrees above to match coffee maker’s cover, band, 


zero. Waltco Products. Mug  . and 22-karat gold sunburst decora- 
For more data circle No. 33 on postcard, p. 101 8 #8 tions. Ball hangs from a 6-in. silver 


Ez FOR THE CREDIT YOU NEED TO 
DO BUSINESS PROFITABLY... 


...may we have a copy of your financial statement as soon 
as your accountant completes it? 

Hardware suppliers in all markets look to Dun & Bradstreet 
as a central source of financial statements of their customers. 

When you send us your statement, you eliminate extra work 
for yourself or your office staff, because that one statement is 
available to many suppliers, saving you the trouble of sending 
a separate copy to each. 

There is another important reason why it is to your advan- 
tage to send us your statement as soon as possible. Your state- 
ment helps us to reflect your business as accurately as possible 
in the credit report on your business, and in your listing in the 
Dun & Bradstreet Reference Book. Both of these are widely 
used by hardware suppliers in all markets as an aid to making 
prompt shipment on credit to their customers. 


ball added to the Pyrex instant 





















We will acknowledge receipt of your statement with 
stickers which can be attached to your correspond- 
ence. These state, “We have sent our financial state- 
ment to Dun & Bradstreet, Inc. It is available to their 
subscribers as part of the credit report on our business.” 


DUN & BRADSTREET, INC. 
140 Offices in Principal Cities of the United States 
HARDWARE AGE, FEBRUARY 28, 1957 
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A—They demonstrate safe and simple top-side cutting, 
at any angle—how user always sees mark and blade. 
B—They show how De Walt makes any dado cut— 
easily, from the top—with safety guard on cutter. C— 
They tilt powerful direct-drive motor and demonstrate 
tilting arbor shaper. D—They show how De Walt be- 
comes a horizontal drill—any of 12 basic power tools 
...and even builds into workbench! They demonstrate 
De Walt in just 15 minutes and they sell! 


AMF DeWalt 


first in sales! 











Dealers by the hundreds know De Walt® sells best 
because it’s the finest of all home power tools. And 
they can prove it. They take advantage of powerful 
national and local advertising...sales-making dealer 
aids...free factory training for their salesmen... 
De Walt’s Easi-Budget Payment Plan. They demon- 
strate, they sell, they profit! 

See how you too can profit from De Walt’s Direct 
Factory Franchise. Write the address below today. 


Among the many dealers who sell more De Walts than any other multi- purpose power tool, are: 


Chown Hardware Company, Portland, Oregon 
Carlisle Hardware Company, Springfield, Mass. 
Carlisle Hardware Company, Holyoke, Mass. 

L. Grossman Son, Inc., Quincy, Mass. 

Central Hardware Company, St. Louis, Mo. 
Builders Emporium of Van Nuys, Van Nuys, Cal. 
Robert H. Kennedy Co., Inc., Wheeling, West Va. 


Another Product 


De Wart 


Lancaster, Pa. 
20) 23 Se eelele. 





DeWALT Inc. 


Subsidiary of AMERICAN MACHINE & FOUNDRY COMPAN 


Bidwell Hardware Company, Hartford, Conn. 

Root Bros. Mfg. & Supply, Chicago, Illinois 

Cadillac Hardware & Lumber Co., Livonia, Michigan 
W. T. Weaver & Sons, Washington, D. C 

Machinery Sales & Supply Company, Dallas, Texas 
The Stambaugh-Thompson Co., Youngstown, Ohio 
Warner Hardware Co., Minneapolis & St. Paul, Minn. 
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colored chain which hooks to rim of 
coffee maker. Corning Glass Works. 
For more data circle No. 35 on postcard, p. 101 
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Sheets of polyethylene mulch 


Home gardeners will be custom- 
ers for Easy-Grow, a sunlight re- 
sistant opaque polyethylene sheet 
mulch that stops weeds, saves 
water, and eliminates cultivating. 
Easy-Grow comes in a 20 x 386 in. 


— , 












uN onl 
Yeah! And $9495 | 
love that $1.00 ns 


West of Rockies 


















The only single 
shot shotgun you 
don’t have to 
“break” to re-load. 
Just open the bolt 
and drop in the shell. 
Quick as a flash, 
where split seconds sheet in its own box and retails for 











n ' 

noun: ' 98¢. Other sizes are also available. 
Even at this amazing “ee 

price, the new No. 173 Warp Bros. 

has genuine walnut stock For more data circle No. 36 on postcard, p. 101 


in the much-favored 
Monte Carlo design, 


thumb-operated safety, New line of outdoor lights 
molded trigger guard with 
finger grips and other fine Homeowners who want to dress 


Mossberg features. 24” full 











RE tg eee ge, na ar up their homes at night will find 

value and sales potential! these outdoor lights are just the 

Your Mossberg distributor thing. Lighting fixtures come in a 

us f has re Ee Better stock complete selection of wall brackets, 
And, brother! ee ee ceiling lanterns and post lights, 
FREE: Catalog showing styled in traditional or contempo- 







these and all other om agen, | 
rifles, shotguns, scope sights an 
Covey hand trap. 


ei 


mark-up for 
dealers!" {| 





ossbergq 


for accuracy 





Oo. F. MOSSBERG & SONS, INC. 
71602 St. John St., New Haven 5, Conn. 
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rary design. Line gives you a choice 
of all styles at all prices. Moe Light 
Div., Thomas Industries, Inc. 
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Food chopper with 3 blades 


Cooks will be customers for the 
Kut-Easy food chopper, No. 1557. 





Chopper has a one-piece cast iron 
frame and spiral feed screw fin- 
ished in rust-resistant electro-tin. 
Chopper has three blades for 
coarse, medium, or fine cutting. 
Unit will be a Hardware Week spe- 
cial retailing for $3.19. Landers, 
Frary & Clark. 
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Children's floating bath toy 
Here is a floating plastic toy that 

many parents will find helpful in 

coaxing their youngsters to take a 





bath. The 6-in. plastic toy tub con- 
tains Donald Duck’s three nephews 
who quack and gurgle when the tub 
is squeezed. Retails for $1.49. Sun 
Rubber Co. 
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Ornamental garden trim 


This metal ornamental garden 
trim is Chromate plated to resist 
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Well I say ifs 


a Target Rifle” 
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FREE... 


Catalog 
showing these and all 
other Mossberg rifles, 
shotguns, scope 
sights and Covey 
hand trap. 


for dealer on 
all Mossberg 
models 
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0. F. MOSSBERG & 
71602 St. John St., New Haven 5, Conn. 





©. $33% 


7-shot bolt ac- 
tion clip repeat- 
er with ramp 
front, rear open 
and hinged peep 
sights 


Double purpose 
— that’s the new 
140B. A light 
weight, easy han- 
dling, quick sight- 
ing Sporter. Plus 
target features — 
cheek piece, adjust- 
able trigger pull, 
grooved trigger, eight 
sighting combinations 

—perfect for junior club 

or scholastic target shoot- 

ing. And you just can’t 
beat Mossberg barrels for 
accuracy. 

Model 140B is loaded with 
desirable features. Better 
have it. Sales “explode” on 

sight. 

Run, phone or wire (don’t 
walk) to your Mossberg dis- 
tributor for this new number. 
It'll go like hot-cakes. We guar- 

antee the quality. And remem- 


ber—on Mossberg the dealer gets 
334% mark-up! 


*$1.00 higher West of Rockies 


ossberq 
for accuracy 
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SONS, INC. 





STANLEY 


se” 
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vA” 


No. 433 HM 


“YANKEE” winners 
two to place...seven to show 





Po 


ant ; 








And they’ll all sell. These spiral ratchet screw drivers have 
new longer spindles that save time on the job. They’re com- 
plete tools . . . hobbyists, handymen and home owners use 
them to drill holes, drive and draw screws, and countersink. 
The free, sales tested merchandisers show them and clinch 
sales with effective “tell and sell” copy. 





Gene nl No. 633 H 


No. 433H with screw driver 
bit...retails at $3.98. 
Countersink, drill points and 
extra bits available as 
accessories. 


Order these big new “YANKEE- 
HANDYMAN” tools from your 
Merchandisers 


No. 633H complete, with 
screw driver bit, 3 drill 
points and a countersink in 
convenient magazine handle 
... retails at $5.98. 


STANLEY 











WHAT’S NEW 
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® For more information 
on these products and 
services use free post 
card on page 101. 









nw un PH 
Ornamental ie 


rust. The trim is easily formed 
to fit the contour of flower beds. 
This new garden trim is packed 
five units to a set. Total length of 
80 in. Retails for $2.50 a set. Circle 
Mfg. Co. 
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Traverse rods feature color 


Homeowners who want to create 


new decorating effects will be inter- 
ested in the Anne Davis line of 


traverse and cafe curtain rods. 
Rods come in decorator colors to 





blend with popular 1957 drapery 
and wall shades. Traverse rods 
have lignum-vitae pulleys and ny- 
lon glides for smooth operation. 
Stanley-Judd Div., Stanley Works. 
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Mop with self-shaking device 


Busy housewives will be custom- 
ers for the Shak-o-Matic mop which 
can be shaked clean anywhere—in 
a basket, paper bag, or out the 
window. Mop features a new han- 
dle with a built-in slide. When the 





















G 2S 





7ady to se// more 








CouNnNsELor 
brings you the first 
sure-fire sales-building promotion 
in the bath scale industry! 


Here's a promotion ‘‘natural’’ to zoom your sales of Counselor Scales. 
Every customer who buys any price Counselor Scale between April 20 
and June 30 may order from us, for $2.95, regular $5.95 Bath Set. The 
Set is beautiful snow-white chenille embroidered in gold. Customer 
sends us your sales slip and her remittance. We fill order direct. 
25,000,000 advertising impressions in national magazines will tell the 
with no extra story. Brochure (shown below) has blank for you to order FREE Sales 
Aids. Get set now. Contact your Jobber today, or write us. The 


Brearley Company, Rockford, Illinois, World's Largest Producers 
of Bathroom Scales. 












Extra sales 





sales effort! 







FREE Sales Aids 
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Gripper recedes into 
handle for full blade 
use. 


Lok-Blok makes blade 
twist, impact proof. | 






































@® Chrome Vanadium 
Steel Blades. 






| Complete unit, 











WHAT'S NEW 











_ slide is moved, the mop head shakes 


automatically. There is no need to 
beat the handle to clean the mop. 
with nylon mop 
head, retails for $4.95; with cotton 


| head, $3.98. Easy Day Mfg. Co. 
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New games based on movie, TV 


You can tie-in the sales of these 
games with the new movie, “Around 
the World in 80 Days,” and three 
television shows. The travel game 
based on the movie retails at $2.98. 
Games based on television pro- 
grams are “The Buccaneers,” re- 
tailing for $1.98; “Popeye,” retail- 
ing for $1.98, and “Tic-Tac-Dough,”’ 
retailing for $3.98. Transogram 


99 


| Co., Inc. 
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Synthetic chamois sizes 

Two larger sizes have been added 
to the Cham-Eaze line of synthetic 
chamois. Sizes now available are 
















Unbreakable Insulat- 
ing Handles. 


Models for All Types 
Screws. 


Hand-Ground Bits. 


Outstanding Merchan- 
dising Aids, Powerful 
National Advertising. 






























ORDER THRU YOUR JOBBER 





UPSON BROS., INC., ROCHESTER 14, N. Y. 
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the 17 x 22 in. and the 22 x 23 in. 
These are companions to the 16 x 
16 in. size. All are packaged in 
illustrated, transparent plastic 
bags. Each size is packed in dis- 
play cartons and list for 49, 69 
and 89¢. Clover Products. 
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Combination edger-trimmer 


Here is a versatile trimming and 
edging machine that is adjustable 
to four positions. They are 15 deg 
to the right, vertical, 45 deg left 


& 








Edge- 
blade. 


and 90 deg left (horizontal). 
R-Trim uses a Q9-in. steel 
Jacobsen Mfg. Co. 
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Children's hobby horse line 


Parents will go for this 1957 
line of Harry Horses moulded of 
tough Dura-Fibre. The Royal line 
ranges from the smallest Duke 
Harry retailing at $16.95 to King 
Harry at $29.95. Horses in the line 
are available in several colors ac- 
cording to the model. Moulded 
Products, Ine. 
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Ornamental iron grille work 


Three lines of ornamental iron 
grille work have been introduced 
by this manufacturer to replace its 
entire line of standard adjustable 
railings and columns. The idea of 













57-D Happy sales... to happy cus- 
tomers! Bright floor display stands. 
Contain: 2 doz. assorted 144” and 2” 
Flat Varnish, plus 1-3 /12 doz. assorted 
3”, 4”, 5” Wall Brushes 








57-E Your choice of three assort- 
ments: Pure Bristle, Pittsburgh Syn- 
thetic or Nylon. Sturdy wire rack dis- 
play. Easy to see. Contains 3-9/12 doz. 
assorted 14” to 3” Flat Varnish, 4” 
Wall and 1%” Angular Sash Brushes. 









BONDEX 
Perfect applicator 
for Bondex® ... 
1 doz. fast-selling 
coating brushes. 


Saee 










UNI-FILL 


Hand Wire 
Scratch with 
assorted han- 
dles. Contains 
2-2 /12 doz. as- 








sorted brushes. 








"tas, Sy wi ft  eeemlagalaas 


57-A 


Low price Flat 


VarnishBrushes popular Wall 
for quick sales. Brushes move 
5 doz. assorted fast! 1 doz. assort- 
4” to 3”. ed 3”,34",4”. 









57-B 


Pure Bristle . 
















PITTSBURGH 


Gold Stripe seusues 





BRUSHES « 


IN CANADA: CANADIAN PITTSBURGH INDUSTRIES LIMITED 


PITTSBURGH PLATE 
GLASS COMPANY 
Brush Div., Dept. A-09 
3221 Frederick Avenve 
Baltimore 29, Maryland 


Gentlemen: Please rusia 
me more information 
about FREE brush dis- 
plays I have checked. 


hee ‘ PAINT BRUSHES displayed in cans attached to 


PAINTS 





57-A [1] 


57-8 [| 


c7-¢ [)UN-FALE] 


BONDEX 


‘GOLD STRIPE BRUSHES 

























NEW DISPLAY 
famous 











Yours Free / 


Back again because the finest pure 
bristles are now available in quantity 


With Pittsburgh you know you're selling 
top quality. And the famous Gold Stripe 
line is the highest quality made, anywhere. 

Each brush is carefully filled by hand, 
by expert brush makers using perfect, 
pure bristles. Made to stand up under 
years of steady, professional use. Choose 
from this assortment of customer-tested, 
quality brushes to make your paint brush 
sales climb. 


stepladder ... with a high flying spinner 

sign! That’s the new Pittsburgh Gold Stripe 

display. So unique and compact, so easy to 

set up and display .. . so easy for your 

customers to spot. And you wind up with 

a free stepladder . . . yours to sell, use or 
give away! 


Mail Coupon for Complete Details! 


* GLASS e« CHEMICALS «+ PLASTICS + FIBER GLASS 


ee iat 





57-€ | Firm 








UJ 
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WHAT'S NEW 





@ For more information on these products and services 
use free post card on page 101. 


the new lines is to help you sell up 
customers. New lines are called 
Budget, Pace-Setter and Imperial, 
ranging upward in that order. Ten- 
nessee Fabricating Co. 
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Water appliance line catalog 


This catalog carries the 1957 line 
of water appliances. The 40 page 
catalog is 81% x 11 in. and is printed 
in color. Described are jet, recipro- 
cating, and submersible pumps and 
water systems, cellar drainers and 
water softeners. New products in- 
cluded are single and 2-stage ver- 
tical jet pumps and automatic water 
softener with brine tank. Rapiday- 
ton Div., Tait Mfg. Co. 
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Fioor and carpet protector 


Housewives will be customers for 
this transparent polyethylene floor 
and carpet protector, the Tidy-Mat. 
Tidy-Mat allows all the beauty and 
color of the floor or carpet to show 
through, yet protects the surface 


from soil and wear. Tidy-Mat cleans 
easily with damp sponge or cloth. 
Tidy-Mat comes pre-packaged in 
6-ft rolls, 30-in. wide. Gering Prod- 
ucts, Ine. 
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Electric putty softening tool 


Glaziers and maintenance men 
will be customers for Putty Torch, 


an electric tool for softening putty. 
Putty Torch uses a tubular metal 
heating unit. Tool is shaped to fit 
right and left hand corners without 
turning. Heat is reflected down- 
ward to base of putty. Unit may 





Face aa eee 


for stove and household mats 


it’s PRO-TEX of course! 


OTHERS MAY COME, OTHERS MAY GO, 
BUT PRO-TEX GOES ON FOREVER! 


Successful, discriminating houseware de- F 
partments feature PRO-TEX mats made 

by America’s Most Reliable Manufacturer 

of Stove Mats. 


Over 80,000,000 mats sold... PRO-TEX the pioneer and leader in the 
stove mat industry for over SO years. 


Offices in principal cities 


in the United States 


Ballowoff.. - ;.. PRODUCTS COMPANY 
2536 EUCLID AVENUE ° CLEVELAND 15, OHIO 
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Mert MERCHIE! cts se oie Secee Su 


MR. TOOL MERCHANDISER HIMSELF see 
guaeee ~ oa 








cdl 
o** . “J “~<— 
4g * “Set me up where I'll be seen... % 
7 % 
z Keep me stocked and priced andclean... 4 
a 
I'll bring you impulse sales galore... ~ P 
% And help your daily profits soar.’ o 
""se ea neneeee”* 


It’s just good business to put “Merchie,” 

your PROTO Tool Merchandiser where he will get 
you more of those plus-profit “impulse” sales. 
Proto is the prestige quality line, known the 
nation over. It’s in demand! And remember, 
PROTO Tools pay you higher profits per sale 
than many items you stock. So—let “Merchie” 
make extra sales, higher profits —for you! 


HOW TO GET EVEN FASTER TURNOVER FOR INCREASED 
PROFITS... and qualify for Mystery Shopper Contest prizes! 












SET UP IN EASY-TO-REACH 
1 LOCATION 2 AVOID EMPTY HOOKS 








He may visit you 
any day, now... 


THE MYSTERY 
SHOPPER 


~ 2209 Santa 
Los Angeles 54, California 








HARDWARE AGE, FEBRUARY 28, 1957 






















Ra 
SS 


























77-4100 






ELECTRIC 
GENERATING 
PLANTS 


i=ioae et talia 








[23 olalelal= 











GASOLINE 
ENGINES 

















Liltatelt- ae eo 







ELECTRIC 
PORTABLE 
POWER 
TOOLS 





‘Ot allot: te leomel-F 






































‘aah: (cl me oh Ae od LO), | 5-0 oe ed 4, Ee) | feege]: Mote) ite]. 7 wale), | 


5841 West Dickens Ave., 


YOU’LL PROFIT MORE WITH 





















POWER 
LAWN 
MOWERS 





WHAT'S NEW 














®@ For more information 
on these products and 
services use free post 
card on page 101. 


be used all day without overheat- 
ing. Ludlow Products Corp. 
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Automatic kitchen food peeler 


Busy housewives will be cus- 
tomers for this professional-type 
automatic food peeler. Peeler will 
peel up to two pounds of whole fruit 
or vegetables in less than one min- 
ute. Peeler is made of enameled 





steel and has suction cups on bot- 
tom to keep unit from slipping. 


Unit is finished in ivory white 
enamel. Retails for $14.98. Mouwli 
Mfg. Corp. 
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100-hour kerosene lantern 


Your customers who need a long 
burning warning lantern will be in- 
terested in this red globe kerosene 
lantern, No. 100. Lantern will burn 
for 100 hours with one filling. Lan- 
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tern holds 32 oz of fuel and has 
streamline cold blast design. Lan- 
tern is 11% in. high. Globe cage is 
replaceable. R. E. Dietz Co. 
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Colored Lighting fixtures 
Commercial lighting is getting 
more colorful. Here is a pleasing 
new line of colored fluorescent fix- 
tures to blend with most interior 
decorating schemes. The first col- 
ors available are Sea Mist Green 
and Sun Tan Brown. Fixtures in 
these colors of the Carousel line are 
ceiling or suspension - mounted 
types. Westinghouse Electric Corp. 
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(Resume reading on page 13) 


TO HELP YOU SELL 


@ For more information 
on these products and 
services use free post 
card on page 101. 
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best selling Plas-Tex line. In addi- 
tion to the regular merchandise in 
assorted colors, there is a lighted 
display fixture, window banner and 
ad mats. Several items are included 
free with the assortment. Plas- 
Tex Corp. 
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Tool, utensil storage rack 


Here is a storage rack that you 
ean sell your customers who have 
problems with storage of small 
tools and utensils. Rack measures 
113% x 4% in., is made of heavy 
gage steel, and has variety of size 





TWO GRADES OF HEXAGON-HEAD CAP SCREWS 


To enable you to better meet the needs of your 
fasteners customers, Bethlehem produces hexagon- 
head cap screws in two grades: low-carbon bright, 
and medium-carbon heat-treated. 

Bethlehem Cap Screws are furnished with either 
coarse threads or fine threads. They are made to 


close tolerances in a complete range of sizes, and 
fully meet current specifications. 

In addition to cap screws, Bethlehem manufac- 
tures a full line of machine, carriage and lag bolts, 
as well as square and hexagon nuts. Call our nearest 
office about your requirements. 


BETHLEHEM STEEL COMPANY, BETHLEHEM, PA. ae 
On the Pacific Coast Bethlehem products are sold by Bethlehem Pacific Coast Steel Corporation. Export Distributor: Bethlehem Steel Export Corporation BETHLEHEN 


BETHLEHEM STEEL Ee 
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FOR 
EASY SALES 


AND 


QUICK PROFIT 
DISPLAY... 





PLUS 


the complete line of 
TURNBUCKLES 
packaged 
Bright Wire Goods 


£0 
ae 
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* 
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A 


Ask your distributor or write to 


Turnbuchles 


TURNBUCKLES, INC. 
BOX 333, MICHIGAN CITY, INDIANA 





FACTORY: GRAND BEACH, MICHIGAN 


“One good turn (buckle) deserves another” 


120 

















TO HELP YOU SELL 











openings to hold more than 50 
items. Rack is packaged on red 
display card under transparent 
plastic. Retails for $1.98. Gunver 
Mfg. Co. 
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Circular saw blade package 
A cut out window in this envel- 
circular 


ope type saw package 






DriSSTon 


-CIRCULAR SAW BLADE 
- ome — aS 
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shows the style of tooth enclosed. 
This feature eliminates the need 
to open the package for checking 
tooth styles. Reverse side of pack- 
age illustrates and describes the 
various styles in the line. Henry 
Disston Div., H. K. Porter Co., Ine. 


For more data circle No. 55 on postcard, p. 101 


Seven hand tool specials 


Seven tools in the Stanley Handy- 
man tool line are offered at special 
prices for Hardware Week. A 
chisel set with four chisels and a 
metal holder is priced at $5.77; 
Pacemaker steel-tape rule in plastic 
box priced at 87¢; Spiral ratchet 


screw driver priced at $2.97; razor- 
sharp utility knife for cutting li- 
noleum etc. offered for 87¢; block 
plane with 15% in. cutter priced at 
$1.87; a heavy-duty 18 in. chisel 
at $1.87; and a combination square 
with level vile and pin scriber for 
$1.87. A counter display comes free 


HARDWARE WEEK ! 


can 
1 Lia 


[ "REDUCED | PRIC ES \ 





with an assortment of these tools. 
Stanley Works. 
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Flexible pipe sales package 


Fittings, clamps and three 100 
ft coils of flexible pipe are displayed 
in an attractive combination to pro- 
mote the sale of flexible pipe. The 
fittings and clamps are in a counter 





display box and the pipe is in color- 
ful packages. Crescent Plastics, 
Ine. 
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Artists’ brush merchandiser 

This colorful metal merchandiser 
is designed to create impulse sales 
of Linz-Art quality artists’ brushes. 
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Yeoman of the Guard to industry, Wheatland 
Steel Pipe bears a distinctive year 
mark on every length. For year in — year out 
dependability and economy with 
ease of installation, specify 
Wheatland Steel Pipe. black or 


galvanized. You'll find it pays! 


Since the 15th Century 
100 picked men have 
served as personal body- 
guards to English sov- 
ereigns. Known as Beef- 
eaters, their uniform 
style remains unchanged 
after more than 300 
years. 


WHEATLANMO TUBE COMPA N Y 


BANKERS SECURITIES BLDG., PHILA. 7, PA. MILLS © WHEATLAND, PA, © DELAIR, N. J. 
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Reasonably Priced! 
Top Quality! 





o—[]J—o 





— 


volume 
Clamp business is yours with 


New, greater 





They're easy to sell, too, with this 


B&C ‘silent salesman’. Included in 
the No. 1400 Assortment. 


Capacities to 8°’ Also Available 
aes Standard Stock items. 


GET YOUR SHARE 


See Your Jobber, 
or Write 





THE 


BRINK & COTTON 


MFG. CO. 
e BRIDGEPORT, CONN. 


33 POLAND STREET 








Dependability! 





MALLEABLE TRON 








_ play 





| twine. 
_ red, white and blue winder. John 


TO HELP YOU SELL 


New Displays and Other 
Dealer Sales Helps 








The brushes are protected from 
dust and handling while they are 
prominently displayed in the com- 


| pact case which comes free with 


a 10 doz brush assortment. David 


Linzer & Sons, Inc. 
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Kite twine counter display 

This eye-catching counter dis- 
contains one dozen 500 ft 
balls of King Cotton cabled kite 





Each ball is on a durable 


| H. Graham & Co., Ince. 
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Circular saw blade display 


Here’s an attention getting dis- 
play for portable electric saw 
blades. The light, compact counter 
or wall unit is made of wire and 
heavy cardboard and stands 25 in. 
high, 16 in. wide and 18 in. deep. 
Six trays contain an assortment of 
15 combination crosscut blades and 
abrasive cutting discs. Arbor hole 





adaptors are included. Black & 


Decker Mfg. Co. 
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Garden hand tool display 


Ten or more garden tools can 
be promoted on this attractive 





enameled metal and wire counter 
display. The free display takes up 
about a square foot of counter 
space. A 4-color poster and en- 
velope enclosures on Snap-Cut prun- 
ers are also available free. Sey- 
mour Smith & Son, Ine. 


For more data circle No. 61 on postcard, p. 101 


Sealed cutlery packaging 

This carded cutlery is vacuum 
packed in a transparent acetate 
film. This packaging keeps the 
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cutlery sanitary and keeps the 


blades bright and attractive look- 
ing for better sales appeal. Also, 
the sharp edges are protected from 
damage or from doing damage. 
Goodell Co. 


For more data circle No. 62 on postcard, p. 101 






Wall planter display plaque 

This merchandising aid shows 
wall planters in actual use against 
a background of simulated white 





brick. Five 1957 planter designs 
are mounted on the display. The 
display plaque comes ready for 
hanging, measures 20% x 26% in. 
and is available for the cost of the 
planters alone. Artistic Wire Prod- 
ucts Co. 


For more data circle No. 63 on postcard, p. 101 | 


Masking tape promotion 


Amos ’n Andy will be the theme 
of special promotional materials 





for Scotch brand home masking 
tape. Included are poster, display 
racks, and a wall hanger check list 
for home painters which contains 
25 free booklets on masking tape 
uses. Promotion pieces tie in with 
a national campaign kicked-off on 
the Amos ’n Andy radio show. 
Minnesota Mining and Mfg. Co. 
(kut to kum—ad) 
For more data circie No. 64 on pestcard, p. 101 
(Resume reading on page 14) 








UNIVERSAL WORKSHOP 


Athol Strength Where Strength Is Needed 


STATIONARY JAW, SWIVEL BASE 








The best for home workshop or garage. Unmatched fea- 
tures. Full 112” bearing on sides and screw. Anvil sur- 
face. Solid steel slides. Athol buttress thread. Swivel- 
wrench locking. Full 360 degree swivel base. Solid-screw 
back-thrust collar. Tapered no-pinch handle. Replace- 
able pipe grips. Replaceable steel serrated jaws. 


ATHOL MACHINE & FOUNDRY COMPANY 


ATHOL, MASS. 
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FASTENER 
STOCK 
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AUTOMATICALLY 
REFILLED 


\d | ~ 
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extra! 


The Sharon way of “packaging for profit” 
not only saves store space — reduces sales 


time —- Minimizes inventory investment, 
but Sharon lets you “stock ‘em and forget 
‘em” ... thanks to our automatic stock 


refill service. 

The “Hero” in this case, is the Sharon 
Serviceman, who keeps your assortments 
filled — as regular as clock work. 


And then, there’s the Sharon “Commercial” 
pack —a decimal! pack of 100, which you 
may select in preference to the old standard 
gross packages (Sharon has both!) START 


MAKING FASTENERS PROFITABLE — 


contact Sharon today. 
WITH SHARON .. . YOU'LL SPEND 
MORE TIME COUNTING CHANGE — 


LESS TIME COUNTING FASTENERS. 


Sharon Boll aud, Screw Co: 





Vi, FU'00" , VO 














New 


UBLE EDGE 
Hack Saw 


Blade 


Now ONE hack saw blade 
for cutting all thicknesses 
of metal. Home owners 
and mechanics will really 
go for this new flexible 


blade. 


Individually carded 
blades 
















How's the Hardware Business? 

























Retail sales up 7 pct. 
over 1956 in January 


Storekeepers sold $14.9 billion 
worth of goods in January. That’s 
what the Commerce Dept. reports. 

This was $1 billion more than 
the volume of business they did in 
January, 1955. It represents an in- 
crease of 7 percent. 

The January total dropped sea- 
sonally from the $19.5 billion re- 
ported in December. 

Mail order houses and chain store 
sales reported increases averaging 
5.4 percent during January. 

The largest gains were reported 
by Sears, Roebuck & Co. and Mont- 
gomery Ward & Co. Sears reported 
January sales gains of 8.3 percent. 
Ward’s sales in January were up 
8.4 percent. 







Hardware wholesalers’ 
sales up 5 pct in 1956 


Hardware wholesalers sold 5 per- 
cent more goods in 1956 than they 
did in 1955, according to the Com- 
merce Dept. 

This compares with an 8 percent 
increase in sales reported by all 
types of wholesalers during the 
year. 

Hardware wholesalers’ sales in 
December were off 9 percent from 
November and were 2 percent lower 
than in December, 1955. 


















Promotion to spur credit 
buying, paying available 

If you are having trouble col- 
lecting delinquent accounts or are 
looking for ways to encourage cus- 
tomers to use credit you will be 
interested in a new series of news- 
paper ad mats now available. 

The 18 ads point up the advan- 
tages of buying on credit and po- 
litely stress the importance of pay- 
ing bills promptly. 

You can run the ads over your 
own store’s name or get together 
with other merchants in your com- 
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munity to sponsor the campaign. 

A small booklet, “The Good 
Things of Life—on Credit,” that 
you can give to your customers, is 
also available. 

The ads and the booklet have 
been prepared by the National Re- 
tail Credit Assn., St. Louis, Mo., 
which is sponsoring National Re- 
tail Credit Week from April 28 
to May 4. 


Credit buying is down, 
earnings up in December 


Customers cut down on. their 
credit buying in December despite 








Janney broadside is 

offered to dealers 
“Spring Value 

theme of a 


Days” is the 
six-page four-color 


broadside being offered dealers of 


Janney, Semple, Hill & Co., Min- 


neapolis wholesaler. 


the fact they continued to earn 


Consumer Mailers 


New Wholesalers’ Aids for Dealers’ Use 


money at a record high rate. 

The Federal Reserve Board re- 
ports that customers bought $3.7 
billion worth of goods in December 
on credit. In December, 1955, they 
bought $3.8 billion worth on credit. 
Their credit purchases in Novem- 
ber, 1956, totaled $3.4 billion. 

At the end of the month, custom- 
ers owed $41.9 billion on credit pur- 
chases. This means that after re- 
paying other credit purchases, they 
had added $1.2 billion to their 
credit debts. 

The Commerce Dept. reports 
that personal income — that is 
money persons received from all 
sources—continued at a yearly rate 
of $333.5 billion, the same as in 
November. 

For the full year, actual personal 
income totaled $325 billion. This 
percent higher than the 
amount of money persons received 
in 1955. 


was 6 








“Janney Best” paint, and paint 
sundries, is the biggest featured 
department. Other key items are 
in lawn and garden, housewares, 
and tool lines. Majority of items 
are especially priced for this pro- 
motion. 

Spring sale days run March 28- 
April 6. 
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A display materials kit goes with 
the broadside. It includes usual 
store trims plus newspaper mats, 
and radio scripts. Janney has also 
offered to share in the dealers’ 
costs of local newspaper and radio 
advertising. 


Shapleigh spring sale 
highlighted by mailer 

The spring sales program of 
Shapleigh Hardware Co., whole- 
saler in St. Louis, Mo., is now avail- 
able to dealers. 

Highlight of the program is a 
multi-colored, four-page, news- 


paper-size mailer. Space is provided 
for dealer’s imprint. All items are 












CLEAN UP — DISPLAY PACKED EMPIRE HOUSEHOLD 
WITH THIS ONE - 
PUSH BROOM +5640 


A $2.98 VALUE 
FOR JUST 
* Special black Emprene bristles—the right texture for 
general household sweeping * Covers more ground 
from attic to basement—all-round brush for indoor use .. . 


kitchen, porches, cellars,etc. * Handy 14” home size 





¢ Carries the Good Housekeeping Seal of Approval 





« Packed in colorful display carton. 





A $2.98 VALUE...NOW A BIGGER SELLER AT ONLY a 


DISPLAY PACKED EMPIRE OUTDOOR 
PUSH BROOM + 5639 


* Heavy duty, for heavy dirt—wet or dry * Red-brown 













Emprene bristles last and last! * Does a thorough 
job on rough surfaces—basements, garages, patios and sidewalks 
* Popular 14” size * Carries the Good Housekeeping Seal 


of Approval * Packed in attractive display carton. 


DISPLAY PACKED EMPIRE SPINNING~SUDSING 
FOUNTAIN BRUSH +5647 


All the best features of a brush costing more than $7.00 but now only 4 






* Automatic suds chamber * Superior 2500 RPM spinning action 
° 1-piece, 3 ft. handle with special vinyl hand grip 
* Shut-off gasket valve * This top-performing fountain 
brush comes to you in a colorful 
simple-to-set-up display carton for easy selling! 


” 
* 
4s apveansee EE 


a ee ee ee 


All your brushes from one dependable source 


EMPIRE BRUSHES, INC. Port Chester, New York 
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Style Leader . . . by Bommer 













for the 
best In 
Sl matihic 
mlihicias 


mee leisliiria. 


iia ©. eo 


Pair of Entrance 
Glass Doors 
Installed with 
Bommer 

Double Acting 
Checking Floor 
Hinges No. 186 
or No. 187 





e Write for details about Bommer's handsome 
hinges that continue to make industry news! 


BOMMER SPRING HINGE CO. INC. | are'strase, “YS 


Executive Office & Plant: Landrum, South Carolina In addition, Shapleigh is offering 

1 “ye ‘un oan, pny newspaper mats, radio scripts and 

‘ ; : a 107-piece store display kit. Kit 

includes window streamers, window 

spots, double pennants, valances 
and price cards. 





























| net a _ Promotional circulars 
ere's a Tremendous Marke | . , 
adders for this Completely NEW and |] | for spring available 
THAT Amazing Formula 77 | Nine wholesalers are among those 
Tilette Plastic Aluminum _ distributing the 1957 spring sales 


SELL ON SIGHT | days kit prepared by Cosgrave & 


PY iteola 4 REPAIRS . . . permanently 


ANYTHING 


Now, is the time | made of T 
to buy ladders = - 


Extensions, Singles, Steplad- 
ders. A style and size for 
every use — whether home, 








monases® NAME.HERE 
















“” PLASTIC ALUMINUM 











farm or industry. “Fine 
Quality” and careful work- | Anything cracked, »*roken, loose or leaky, 
manship. | such as holes in auto fenders, plumbing leaks, 


gutters, metal windows, garbage cans, pails, cs st ies | He | 
radiators, garden tools, etc., can now be Med _ 
repaired easily, quickly, permanently. 

Tilette Plastic Aluminum (Formula 77) con- 
tains ALCOA Aluminum and is guoranteed to 
permonently repair anything made of aluminum, 
tin, copper, brass, iron, steel. Won't chip, 





STOCK UP NOW! 


For April... shrink or peel. Can be drilled, filed, ham- | | 
mered, chiseled. Practically fireproof after it | 
The National has hardened, self extinguishing. Light sand- jf | 


ing produces a permanent, natural aluminum 
finish. Every home and work shop needs this 





Ladder marvelous metal mender. Extra wide opening. ‘ 
Month. Colorful, ' | 
Convenient, Heatproof! Associates, 103 Hickory Grove 


if Eye-catching apeapeaggoay | Drive, Larchmont, N. Y 
| DISPLAY CARD ° : | See sive, Sealy 
| Invites Buying 600° Fobr | The kit consists of a four-page, 



















| ' 
Ask your Jobber! Waterproof! _ four-color circular, store trim kit, 
the W. W. BABCOCK CO., INC. TILETTE CEMENT CO. | and newspaper mats. Circular fea- 
BATH, NEW YORK 401 (B) Lafayette St., N. Y. 3, N.Y. | | tures 36 items, including a special 
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Mac’s rolling in the stuff — since he started 
suggesting ““Scotcn” Brand Masking Tape 
with every paint sale! 

















& TUCKER 


- Deere 







|AT HOME, AT CAMP 


FOLDING COTS 


Sturdy, compact cots available in five sizes. Hard- 
wood frames, painted hardware and extra heavy can- 4 
vas covering, white or olive drab. Legs reinforced 
with “’S” iron braces. 


CAMP STOOLS 


Hardwood frame 
braces. 


metal 


reinforced with 





DIRECTOR’S CHAIR 


Attractive, high quality utility chair for 
indoor or outdoor use. Hardwood frame 
finished in natural varnish or white lac- 
quer. Seat and back made from 18 oz. 
double filled duck in olive drab, khaki 
or bright colors. Write for catalog and 
prices. 





Tucker Duck & RusserR Co. 


Ft. Smith, Ark. 
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THE ONE 
ADHESIVE WITH 


—The Strength 
of Ten Men 


that handles even the toughest |i 
_home adhesive jobs — brings 
_ customers back for more. 


| —The Bond- 
Ability 


that makes it the most versatile, 
most in-demand adhesive you'll 
stock—ties in with most every 
do-it-yourself item! 


—The Easy Use 


that makes it a favorite of 
| every adhesive-user—from fine 


craftsmen to model-building 
_ children. 




































NATIONAL ADVERTISING, in magazines 
and on TV, is now making this foremost 
household adhesive a household word. And 
it’s building a bigger market for PLIOBOND, 
for years a sure-fire traffic-builder in any 
store. To cash in on its proved salability, con- 
tact your local jobber or distributor — or 
write: Goodyear, Chemical Division, Dept. 
B-9455, Akron 16, Ohio. 


o 
~ 














GOODFYEAR 


: “BONDS ANYTHING TO ANYTHING” 


Pliobond—T.M. The Goodyear Tire & Rubber Company, Akron, Ohio 





| New Wholesalers’ Aids 


(Continued ) 





coupon item and several Hardware 
Week specials. 

Also available is a four-page cir- 
cular featuring lawn and garden 
supplies which can be inserted or 
distributed separately. 

Among the wholesalers distribut- 
ing the circulars are: M. S. Young 
& Co., Allentown, Pa.; P. A. & S. 
Small Co., Inc., York, Pa.; Bronson 
& Townsend Co., New Haven, 
Conn.; Rose, Kimball & Baxter, 
Inc., Elmira, N. Y.; May Hardware 
Co., Washington, D. C.; House- 
Hasson Hardware Co., Knoxville, 
Tenn.; W. A. L. Thompson Hard- 
ware Co., Topeka, Kan.; Frank- 
furth Hardware Co., Milwaukee, 
Wis.; and Totem Wholesale Hard- 
ware Co., Seattle, Wash. 


PENNSYLVANIA SAW | ia seeiiaaieess 
eo) ate) -F-Wale).. tabloid-size mailer 


OFFICES NEWARK,N.J. FACTORY YORK, PENNA. | C. Y. Schelly & Bro., Inc., Whole- 
saler in Allentown, Pa., has pre- 











FOR BUYERS OF 
IT'S BEEN LOW PRICED 
A LONG TIME HIGH SPEED DRILL BITS 


. 10 years, to be exact! For 10 "U. S. Eagle” is TOPS! 


years now, our consistent adver- THE "U.S. EAGLE" LINE OF 
tising has been sending customers, 29 JOBBERS LENGTH SIZES f/f — 
millions of them, to hardware stores, AND 60 WIRE SIZES PACKED e ese // floes) 
to your hardware store for their ONE AND TWO IN AN EN. = Z nae hd ; 

Water Masters. And our 1957 adver- VELOPE IS PRICED TO SELL. Se cae 79 
tising campaign is bigger than ever. ete 5 

A small stock of Water Masters 


assures you of easy, quick turnover, 
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‘round the year sales. 





s : : ; 
« Nig eae ta Sh NSS 





pared a four-page, tabloid-size 
spring mailer for dealers in 18 











SELL THE counties in Pennsylvania and five 
GENUINE ay Oo counties in New Jersey. 
WATER THE 167 DRILLS IN THIS CASE eee mailer is printed in four 
SELL FOR $130 AT RETAIL PRICES. | colors and has space on the first 
DEALER'S PRICE FOR CASE AND page for dealer imprint. 
MASTER DRILLS COMPLETE IS $75. | Three pages are given over to 


CENTURY DRILL & TOOL WORKS lawn and garden materials. The 


fourth page features paints and 
paint sundries. In all, 64 items are 
featured and 55 are illustrated. 


The Hardware Man’s 


TOILET TANK BALL 
America’s Largest Seller 


100 LAFAYETTE ST. NEW YORK CITY 
DIVISION OF AVILDSEN TOOLS & MACHINES, INC. 
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DIAMALLOY. 


DB58—8” Duck Bill Plier with short nose and long handles, 
Enables user to grip objects in inaccessible places with little 
pressure on the handles. Jaws are Diamond scored for positive 
gripping. Ideal for assembly work. Individually boxed. Weight 
per doz. 5 Ibs. 


Long Reach Pliers 








NN58—8” Long reach needle nose plier with Diamond scored 


jaws. Ideal for office machine and electronic maintenance. 


Nose is ideally shaped for bending and making loops in wires. 
Polished head—gun metal handles. Each plier individuaily boxed. 
Weight per doz. 4 Ibs. 8 ozs. 

















Ask your wholesaler for a new Diamond Too! Cata- 
log, or write giving his name to the manufacturers. 


DIAMOND CALK 


DULUTH, MINN. He OLS ONOL Co TORONTO, ONT. 
li RR ARR AMR 2 ee aE a 








Design means demand for G R | SWO LD 


#704 Black 
#704W White 
174” long 
List $8.95 










rs 


* 


at He. 
e* 
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Designed by C. A. Masso 
Patent applied for 


ru) MAIL BOXES 


priced to sell 

completely weatherproof 
rust proof 

heavy gauge steel 


gleaming brass trim 





The light in your customer’s eye will mean cash on 
the counter when he spots the fresh, new design of 
Griswold’s long, wide and handsome Contemporary 
Mailboxes. 

A natural for both builders and individual owners 
in the snowballing modern home market. See your 
wholesaler . . . or write 








#705 Black #705W White #706 Black #706W White 
13-9/16” tall. List $4.95 1714” tall. List $6.95 








#703 Black 
#703W White 
1614” long 
List $5.95 








eS) 


ner 


by the makers of famous 
Griswold cast iron skillets 


GRISWOLD > 


MANUFACTURING CO. -ERIE, 


i 
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® EYE-APPEALING 
® BUY-APPEALING 
@ PREPRICED 2 FOR 15¢ 


Step up unit sales with the self-serv- 
ice “Can't-Miss” 2 PAC. This con- 
venient, transparent package is a 
proven, “sure-fire” traffic stopper. 


McGILL METAL PRODUCTS CO. 


MARENGO rLLINOTS 


























REGULAR LINE 


Wing-nut adjustment for double edge 
high carbon steel blades. 





Se with 1” blede 
No. 79__. tm With 1Y%4" blade 
No. 80... th 20” blade 





"7 RED KNOB LINE 
‘Easier to scrape point. 






No. 85_ uu. With 12" blade 
Ne. 83_ ow. With 2V2”" blede 
No. 82. ..with 5° blede 







No. C86 
SCRAPER-SANDER 


Combination tool 
scrapes and sands. 


WRITE FOR FREE TOOL CHART 


HYDE MFG. CO. 


MASS., U.S.A. 





SOUTHBRIDGE, 
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Promotions 


Manufacturers’ New 
Merchandising Plans 


Spring sales promotion 
kit offered by DeWalt 


A new promotion kit to help sell 
its 10-in. “Power Shop” model this 
spring is available from DeWalt, 
Inc., Lancaster, Pa. 

The free promotion kit contains 
a 12 x 33 in. three-color window 
streamer, a smaller streamer to 
use on your door, a 10 x 14 in. easel- 
mounted counter card, and samples 
of free mailing pieces that you can 
use. The streamer for the door 
announces a_ special free power 
tools demonstration and _ leaves 














| space to fill in the date, time and 
_place of your demonstration. 


Also in the kit are a bulletin out- 


| lining profit advtanges in selling 


the 10-in. “Power Shop,” another 
bulletin with 25 ways to sell the 
unit, and a proof sheet of free ad- 
vertising mats. 


Black & Decker plans 
sales clinics on saws 


Black & Decker Mfg. Co., Tow- | 
son, Md., will sponsor a series of | 


clinics this spring to help you and 


| your sales personnel sell more port- 


able electric saws. 

Clinics will be arranged for 
wholesalers and their dealers. Black 
& Decker salesmen will follow up 


the clinics with personal calls to | 


help you on specific problems. 
Albert S. Fehsenfeld, sales man- 


ager of Black & Decker’s Hardware | 


Div., is in charge of the program. 


National Rod offers 
newspaper mat series 


National Rod Co., Costa Mesa, 
Calif., 
newspaper mats that you can use 
in separate ads or as part of an 
overall sporting goods ad. 

Rod in each ad is not identified 
by model number, so you can name 
and price whichever model rod you 
stock and push. Each ad carries 
the identifying Conolon Rod trade- 
mark. 
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7 ~ THE TRADE CALLS = 


making 
Dies and 
Sarr 


» 


| 
vevseeetsttll 


yy be steel le 


Popular package 8-oz. can fitted with 

akelite cap holding soft-hair brush 
for applying right at bench; metal sur- 
== face ready for layout ina few minutes. 
=< The dark blue background makes the 
== scribed lines show up in sharp relief, 


| 


i 


prevents metal glare. Increases effi- = 
ciency and accuracy. ae 


Write for full information 
THE DYKEM COMPANY 
7 Established 1920 : 
2305B North 11th St. «© St. Lovis 6, Mo. — 














is offering a series of 27 | 








Bright Nickel Finish 
No Jutting Points 


GIBSON 
GRIPPER 
CLIPS 


KEEP 
THINGS 
IN PLACE 


Double Spring Action 
2 Sizes Hold Most Handles 


GIBSON GOOD TOOLS, INC., Sidney 6, W Y. 

















CHAIR-LOC 


Amazing New Liquid 

S-W-E-L-L-S Wood 

@ Penetrates weed fibre— 
makes them e-x-p-a-n-d 


y. 
e —= and Fo. war 
one r 
legs, handles, grade. 
dove-tails, ete. 
A Fast-Selling Impulse item 
Write for Free Samples and 
Literature 


CHAIR-LOC CO. 
Lokehurst 3, N. J. 
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TOY CATALOG 


s 
’ 
. 
’ 
’ 
Here's every toy and hobby : 
hit you need for setting up a 4 
successful toy deportment Educotionoel pre- 8 
school items, woodworking and woodburning 8 
kits, metal tapping, work benches and baking *® 
tables, hand tool sets PLUS exclusive Disney : 
land and Mickey Mouse Club creations. Write , 
for your copy todoy Py 
AMERICAN TOY & FURNITURE COMPANY ¢ 
6130 WN. Clerk St. Chicage 26, Hlinois & 
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Walter C. Weed President of 
WEED and COMPANY announces 
the re-organization of Weed & Company Purchasing Department 












These are our buyers 
BUFFALO BUFFALO BUFFALO ROCHESTER ROCHESTER 


~~. 
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William W. Sandstrom 


Y 


Hallen , Raymond J. Smith Roy Ruske James L. MacKenzie 





f. 


Weed and Company will welcome your sales representatives. They will be afforded every oppor- 
tunity to thoroughly discuss your line. Offerings of merchandise sold in the hardware, mill supply, 
sporting goods and kindred lines will be appreciated. Send catalog sheets and samples to 


WEED and COMPANY 


PURCHASING DEPARTMENTS AT BUFFALO AND ROCHESTER, NEW YORK 








So profitable to sell, so easy to handle 


KIMBLE GLASS BARS 


All Kimble Glass Towel _ tive appearance and practical utility. Don’t delay, place your order today 
Bars are priced to give you Fittings are bright and streamlined. with your wholesaler or write for one 
a good profit margin... Rodissparkling clear glass. It’sacom- nearest you. Address Kimble Glass 
priced to turn fast. Each _ bination that makes Kimble Glass Bars Company, subsidiary of Owens- 
bar is individually designed for attrac- a natural, self-service item. Illinois, Toledo 1, Ohio. 





KIMBLE GLASS BARS Owens-ILLINOIS 


AN (J) PRopucT GENERAL OFFICES « TOLEDO 1, OHIO 
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You're 
looking 
at the 

newest 
look in 
record 



































See why it’s making Protectall more than ever 


“The Fastest Selling Line of Safes in America” 


(and why more and more dealers are 
taking on the Protectall line!) 


Never before have businessmen been more awake to the need 
for real protection for their records. And never before have you 
had the record safe to show that would Seil itself as fast as the 
new Protectall. 


The gleaming new Operations Panel. . . with its new ‘‘Counter 
Spy’’ Lock and modern jet-trimmed handle . . . gives it a look 
as modern as a dream car. And the new color-styled shades 
exactly match the newest in office furniture—another fast- 
selling plus for the new Protectall line. 


And don’t forget, every Protectall Safe bears the independent 
Underwriters’ Laboratories, Inc. ‘‘C’’ label, certifying it has 
passed their severe one-hour fire test. Also carries Under- 
writers’ T-20 Tamper-Resistant and Relocking Device Labels. 
So you're talking real insurance savings, too, when you're 
talking Protectall. Get set now to cash in big on the new 
Protectall line. 


Write for full profit details and catalog 
showing the new line of Protectall Safes 


Protectall Safes 


DEPT. 944-B, HAMILTON, OHIO 
Division of the Mosler Safe Company 




























JACOB OLDENBURG, 
a native of Holland, ar- 
rived in Cleveland on Nov. 
1, 1906, and started work- 
ing for The Geo. Worth- 
ington Co., hardware 
wholesaler, just two days 
later. For 47 years he was 
on the firm’s warehouse 
staff, most of that time 
in charge of housewares 
stocks. He works in the 
receiving department at 
the present time. His work 
and leisure-time gardening are his two hobbies. 





WILLIAM J. WEBER, 
SR., has been in the hard- 
ware and implement busi- 
ness in Teutopolis, IIl., 
since 1899. He is presi- 
dent of Weber Bros. 
Equipment, Inc., founded 
by his brother and him- 
self. The firm was incor- 
porated in 1936. The busi- 
ness has been built from 
a two-man operation to 
one employing 50 people. 
It does a volume in excess 
of $1-million a vear. His daughter, Viola, is secre- 
tary of the firm and office manager. Four nephews, 
sons of his deceased brother and former partner, 
manage departments of the business. They are 
Leo, Alfred, Ralph and Roger Weber. Mr. Weber 
has served as mayor of the community, has headed 
the fire department and has served as a school 
trustee for 20 years. He is a member of the 
Knights of Columbus and the Lions Club. His 
hobbies are his business and driving his car. 
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“Memo to our advertising agency — Keep on plugging Smooth-On as a 
high temperature iron cement that expands as it sets. It withstands water, gas, 
steam and exposure to flame. And let’s come up with an ad that’s different.” 
Smooth-On Manufacturing Co., 570 Communipaw Ave., Jersey City 4, N. J. 













PROTRACTOR LEVEL offers 100’s of 


USES ... means 100’s of SALES POSSIBILITIES! 
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Measures ANY ANGLE, 


ANY SLOPE . . . gives 
drop-per-foot... THIS REAMER 
plumbs, levels with WITH THE NEW TWIST! 


unsurpassed ACCURACY! 































5 STOCK SIZES Chrome-hard cutting edges! Big '/2'' ream- 
18”, 24”, 28”, 30”, 48” | ing capacity in wood, sheet metal, plas- 
Other sizes on special order tic! Plus T-handle leverage for the No. 99-39 
° tough jobs by inserting 3/16" pin in detachable 
100’s OF USES on JOB... in every home. shank hole! That's the No. 39 Reamer reamer 
RERUNS with the new twist—typical of the No. 39 
Light, UNBREAKABLE MAGNESIUM FRAME! New-larger-than- imagination and toolmanship that renuien 
ever, replaceable vial assemblies .. . clear, non-staining glass make XCELITE nut drivers, screw- Peary: } 
windows, “perma-locked” immovable vials .. . easier to use and drivers, pliers and reamers the xed in | 
read, more accurate, than ever before. A SURE-SELL tool for | rset hoi “eiltee . Gor handle 
plumbers, carpenters, masons, cement layers, installers of ornamen-_ | cusromers cnoice. 
tal iron . . . anyone who needs an accurate, versatile, durable level | literature and prices today! 
for any use! | 
A truly SUPERB TOOL. . . favorite of discriminating workmen! XCELITE 
Contact SALES Representatives | incorporated 
John H. Graham & Co., Inc., New York, N. Y. Dept. G 
Gardner & Meredith, Chattanooga, Tenn. Orchard Park, N. Y. 
or write 








J. H. SCHARF MFG. CO., 6120 Binney St., Omaha, Nebraska 


HARDWARE AGE, FEBRUARY 28, 1957 


KaKKKKKK 





Read it in 






HARDWARE 


NEWS OF 





HARDWARE AGE FOR 





Coast-to-Coast Stores Inc. Dedicates New 
$3 Million Warehouse and Office Building 


Coast-to-Coast Stores, Inc., 
dedicated its new $3 million 
warehouse and office building 
in St. Louis Park, a suburb 
of Minneapolis, Minn., on 
Feb. 9 and 10. 

Dedication of the building 
was the highlight of the an- 
nual meeting of Coast-to- 
Coast store owners in Minne- 
apolis Feb. 9-12. More than 
1300 store owners and their 
wives attended. 

Attending the dedication 
were Minnesota Gov. Orville 
Freeman and Russell Fern- 
strom, mayor of St. Louis 
Park. 

The new one-story build- 
ing covers 410,000 sq ft. It 
is the largest building of its 
type in the upper midwest. 


Included in the building 
are the company’s electronic 
tabulating, art, photographic 
and printing departments as 
well as a model store and an 
employee cafeteria. 

Arthur C. Melamed is 
president of Coast-to-Coast. 
Louis Melamed is vice-presi- 
dent; H. J. Kantrud, vice- 
president; and Maurice Mel- 
amed, secretary-treasurer. 


Coast-to-Coast Stores is 


now in its 27th year of oper- 
ation. 


A 


- 
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A view of dealers and their wives at the annual banquet during the recent Coast-to-Coast 


Incentive Checks 
Issued by Pritzlaff 


Profit sharing incentive 
checks for 1956 have been 
distributed to dealers parti- 
cipating in the Pritzlaff Plus 
Profit program. The checks 
were distributed at a dinner 
Feb. 4 by the John Pritzlaff 
Hardware Co. and attended 
by 550 persons. 

The checks were distrib- 
uted by Edward F. Pritz- 
laff, president, and Fred A. 
Luedke, vice-president. 

Earlier the same day, deal- 
ers saw a skit put on by 
Pritzlaff officials. The _ skit 
explained various phases of 
the Pritzlaff Plus Profit pro- 
gram, including financial 
guidance, store moderniza- 
tion, the best seller list, ad- 
vertising, etc. 

The company also spon- 
sored a “College of Hard- 
ware Knowledge” that was 
attended by 400 people. 

The “College” consisted of 
product .knowledge sessions 
covering 16 lines of merchan- 
dise. A diploma was awarded 
to dealers who completed the 
course. 





WILLIAM P. GILLESPIE 


Plumb Elects Gillespie 
Sales Vice-President 


William P. Gillespie has 
been elected vice-president in 
charge of sales of Fayette R. 
Plumb, Inc., Philadelphia, Pa. 

Mr. Gillespie, who has cov- 
ered the hardware trade na- 
tionally for the past 20 years, 
has been sales manager of 
Plumb since January, 1956. 


C. Bartels Retires 
From Wetherbee Co. 


Charlie Bartels, a_ sales- 
man for Geo. C. Wetherbee 
& Co., wholesaler in Detroit, 
Mich., has retired because of 
ill health. 

Mr. Bartels marked his 
50th year with Wetherbee 


this year. 





ORGANIZATION. reh oe 


Stores annual meeting in Minneapolis, Minn., Feb. 9-12. 
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K-H-T Promotes Three 
To Department Buyers 


Three promotions and two 
appointments have been an- 
nounced by George W. Welles, 
Jr., president of Kelley-How- 
Thomson Co., wholesaler in 
Duluth, Minn. 

Promoted were Richard 
Bardon to tool department 
manager, Howard Johnson to 
housewares department man- 
ager, and Oliver Jarosch to 
sporting goods department 
manager. 

Bud Mestemacher has been 
appointed field sales manager 
and Bud Gifford has been ap- 
pointed manager of the Bill- 
ings, Mont., branch of K-H-T. 

More than 600 dealers at- 
tended the recent Merchan- 
dise Show during which Mr. 
Welles presented awards for 
50 years service with the 
company to I. Wold, retiring 
vice - president, and James 
Bothwell, retiring electrical 
buyer. 

William Dube received an 
award for having the great- 
est sales increase in 1956. 
Other awards went to How- 
ward Petersen, Lyman Up- 
thegrove, Clarence Gruber 
and Al Blackburn for pass- 
ing the million dollar mark 
in sales. 


John Powell Named 
Buyer At Thompson 


John Powell has been pro- 
moted to buyer of toys and 
electrical supplies at W. A. 
L. Thompson Hardware Co., 
wholesaler at Topeka, Kan. 

A salesman for Thompson 
for eight years, Mr. Powell 
succeeds Frank Krutsinger. 






400 Dealers Attend 
Whitlock Corp. Show 


More than 400 dealers at- 
tended the Outdoor Living 
Merchandise Fair of Whit- 
lock Corp., wholesaler in 
Mount Vernon, N. Y. 

Sixty manufacturers ex- 
hibited outdoor living mer- 
chandise at the two-day show. 
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Igoe Brothers Is Now 
Carrying Housewares 


Igoe Brothers, Inc., whole- 
saler in Brooklyn, N. Y., is 


now carrying housewares 
lines. 
Four housewares lines 


were introduced at a recent 
two-day sales meeting. Other 
lines will be added, it was 
announced. 

R. O. Bernard, sales man- 
ager, conducted the meeting. 


W. G. Butcher Appointed 
To Mid-West Sales Post 


W. G. Butcher, a 47-year 
veteran at Marshall - Wells 
Co., Duluth wholesaler, has 
been named Minnesota-Wis- 
consin district sales manager 





DEALER BRIEFS: 








W. G. BUTCHER 


for Zynolyte Sales Co. and 
Nu-Color Corp., Los Angeles. 

Mr. Butcher was merchan- 
dise manager for Marshall- 
Wells’ paint department for 
many years. 





H. W. Wilson, 53-Year Veteran, Retires; 
California Stores Hit by Fire, Barglary 


Red Wing, Minn.—After 
53 years as a hardware 
dealer, most of it at the 
same stand, 317 Bush St., 
Harry W. Wilson has re- 
tired. Mr. Wilson recently 
turned over his store, H. W. 
Wilson Hardware, to his two 
sons-in-law, Howard Cook 
and Hubert M. Gores. Mr. 
Wilson got into hardware 
when he became a clerk with 
Hackett, Walther, Gates & 
Co., St. Paul Minn., whole- 
saler. Four years later he 
returned home and entered 
into a partnership at the 
Bush St. address. Former 
partner John Augustine sold 
Mr. Wilson his interest in 
1914. 


San Francisco, Calif. — 
Fredericksen Hardware was 
recently the center of a 
$20,000 crippling fire that 
struck a downtown block 
with sudden explosiveness. 
Three-alarm blaze began at 
the rear of the hardware 
store with a series of small 
explosions. More than 170 
firemen fought the blaze. 





Fresno, Calif—A burglar 
recently broke into Fisher- 
Glassford Hardware Co., 
1560 Fulton St., and stole 


(Continued on page 143) 


New Plan to Enable Ace Dealers To Buy 
Wholesale Firm; Sales Gain 24% in 1956 


A sales increase of 24 per- 
cent in 1956 and an an- 
nouncement of a program 
that will enable dealers to 
buy the firm when present 
management retires, were 


00 Recess Vat 
Bigelow & Dowse Show 


More than 2000 New En- 
gland dealers attended the 
recent two-day annual spring 
show in the sales offices and 
warehouse of Bigelow & 
Dowse, wholesaler at Need- 
ham, Mass. 

G. A. Adams, show chair- 
man, announced that door 
prizes exceeding $6500 in 
value were awarded. 

More than 100 manufac- 
turers were represented, 
with outdoor living, lawn and 
garden, and sporting goods 
as featured lines. 

The firm’s famous “One- 
minute stage sale’ was held 
on both days of the show. 
Luncheon and supper were 
served to dealers. 
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highlights of the recent an- 
nual convention of Ace Hard- 
ware Corp., Chicago. 

The perpetuation program 
was announced by Richard 
Hesse, president, to insure 
continuation of the corpora- 
tion. 

The program, he said, calls 
for the sale of the company, 
when present directors retire, 
to Ace dealers at 50 percent 
of book value. A fund, he ex- 
plained, has been established 
by dealers for this purpose. 
At present the fund contains 
$800,000 in cash and insur- 
ance. 

The convention, held Feb. 
10 to 12 at the Hilton Hotel, 
Chicago, was attended by 
dealers and store personnel 
from 256 Ace stores in 11 
states. 

A sales increase of 24 per- 
cent in 1956 was reported by 
Mr. Hesse. January, 1957, 
showed an increase of 24 
percent over a year ago, he 
said. 

Thirty-six super-type 

(Continued on page 141) 
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Ace Hardware dealers gather on main stairway of Chicago's Hilton Hotel, to open their an- 


nual convention. 
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News of the Trade— 
Oklahoma Dealers Name Officers, Directors 








A HOUSEHOLD WORD IN 
HOUSEHOLD HARDWARE 
SINCE 1872 





MAKERS Of 


BULL@DOG | 
aN DE BP BZ 


AND OTHER HOUSEHOLD SPECIALTIES 


New officers and directors of Oklahoma Hardware & Imple- 
ment Dealers Assn. were elected recently at the annual con- 
vention. Shown here (left to right) are: front row, O. B. 
| Bennett, Chase-Bennett Hardware & Implement, Tonkawa, di- 
| rector; Don Evans, Evans Hardware, Ada, first vice-president; 
| J. Ray Baker, Baker Implement & Auto, Mangum, president; 
J. W. Burnett, Burnett Hardware & Implement, Henryetta, 
immediate past president; back row, Cary Lacey, Lacey 
Implement, Miami, director; Aaron Gritzmaker, Oklahoma 
City, executive director; Byron Dawson, Clinton Implement, 
Clinton, director; Glendon Hackney, Hardware Retailer 
editor; Don Peters, Peters Hardware & Paint, Oklahoma City, 
director; Earl Becher, secretary of National Farm Equipment 
Assn.; George Moncrief, Moncrief Seed House, McAlester, 
p> f°) >) A director; and Stewart Martin, Martin Implement, Okmulgee, 
rif jj P ex ofhcio director. Not shown are Herbert Vieth, Vieth Bros., 
al ae Kingfisher, second vice-president; Paul Shean, Shean Hard- 
ware, Woodward; H. C. Dobyns, Dobyns-Lantz Hardware, 

SEND FOR CATALOG AND PRICES SE | Stigler, and Walter Hinton, G. C. Wright Lumber, Altus, all 
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Tale of Two States: attempts have been made to 
enforce the old law. 


| Stamps or No Stamps Another bill proposed in 


Legislators in two south- South Carolina would extend 
ern states are pondering the the 1887 law to include a ban 
trading stamp problem. against trading stamps is- 

In Tennessee a bill which sued with all types of goods. 
in effect would have driven 


stamps out of the state was Pritchard New Disston 
sidetracked after housewives 


staged a statewide demon- General Sales Manager 
stration against the bill. 





Sy sSPYRAL BLADES 


Saws up or down, right or left...in circles Savennl W. Wettebeedk tits 


MAP VMRUUIMDERVITHMADAMEIE | to repeal the. Zo-year-cld poengere tor tenes: Disston 


AS ADVERTISED IN 


state law banning the issu- 
ance of trading stamps with 
food purchased has been in- 


Div.. H. K. Porter Co., Inc., 
Philadelphia, Pa. 


I + Irth - S = 
POPULAR MECHANICS Mr. Pritchard will super 


ff AND POPULAR SCIENCE treanese. 


The Tennessee senate had 
passed a bill which would 
levy a 2 percent gross re- 
ceipts tax on all transactions 
in which trading stamps 
were issued and would im- 
pose a yearly $600 state fee 
on stamp dealers and mer- 
chants who give away 
stamps. Cities and counties 
would be permitted to collect 
similar fees. 

The Tennessee house of 
representatives sent the bill 
back to committee after the 
demonstration by housewives. 
It plans to hold hearings on vise sales activities of Dis- 
the measure. ston’s hardware, industrial 

South Carolina’s bill to re- and export departments. He 

TYLER MANUFACTURING CO., INC. peal the old law against had been branch manager in 
1005 W. ARBOR VITAE AVE., INGLEWOOD, CALIF. issuing stamps with food Chester, Pa., for Interna- 


purchases came because no tional Business Machines. 
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TYLER SPYRAL HACKSAW BLADES 


really move off the counter in this clever display box, helps you 
sell more frames too! They fit any standard hacksaw frame. Each 
blade is formed from specially hardened steel to permit cutting 
metal as well as softer materials. Changes from flat to Spyral 
blades take only seconds. Display contains 1 Doz. cards of 3 
blades each to retail at 89c per card. 


Order now...available at mest 
HARDWARE JOBBERS...or write 


SAMUEL N. PRITCHARD 
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Dealers Trek To Marshall-Wells Shows At 


Dalath, Spokane, 


Dealers in great numbers 
recently attended a three-day 
convention and merchandise 
exhibit at the Duluth, Minn., 
branch of Marshall-Wells. 


The upper midwest and 
far-west wholesaler also held 
two-day conventions at Spo- 
kane, Wash., and Billings, 
Mont., during late February. 
A three-day showing at 
Portland, Ore., ended on Feb. 
27. 

O. E. Stevens, executive 
vice-president, opened each 
of the conventions. He intro- 
duced G. V. Mead, M-W pres- 
ident, who spoke on the re- 
tail-wholesale hardware out- 
look for 1957. 

More than 200 manufac- 
turers of the 40,000 items 
stocked by M-W were repre- 








J. B. ARMSTRONG 


Schoellkopf Salesman 
Honored by Dallas Club 


J. B. Armstrong, salesman 
for the Schoellkopf Co., 
wholesaler in Dallas, Tex., 
was named winner of the 
1956 Distinguished Salesman 
Award by the Dallas Sales 
Executives Club. 

Mr. Armstrong, who cov- 
ers the Fort Worth area for 
Schoellkopf, received a 
trophy at the club’s presen- 
tation dinner. 

The award is_ presented 
once each year by the club 
for outstanding achievement 
in the field of sales during 
the previous year. 


Iron City Adds Line 


Iron City Tool Works, 
Inc., Pittsburgh, Pa., has 
added Keystone Grinder & 
Mfg. Co.’s line of hand and 
motor driven grinders to its 
list of products. 


Billings, and Portland 


sented at the conventions, ac- 
cording to Mr. Stevens. 

A new paint - finishing 
method, and a newly-styled 
major appliance line were 
major features of the affairs. 

Mr. Mead told 800 dealers 
at Duluth: “A $14 to $18 bil- 
lion increase in merchandise 
and services in all types of 
merchandise would be sold 
in 1957.” 

“The business is there,” he 
said, “It is up to you and to 
us to see that we get our 
share.” Mr. Mead outlined 
his plans for efficiency and 
cost cutting in 1957. He re- 
viewed the decisions of 1956, 
pointing out that the sale of 
the Canadian division of 
M-W was made “to secure 
capital for an expansion pro- 
gram in the United States.” 





$< 





St. Louis Association 
Installs New Officers 


New officers of the Hard- 
ware Salesmen’s Assn. of St. 
Louis (Mo.), Inc., were in- 
stalled at a dinner meeting 
in St. Louis on Jan. 30. 

W. J. Petelik, Nurre Com- 
panies, Inc., succeeded C. J. 
Morgan, Vane-Calvert Paint 
Co., as president. Other offi- 
cers are: 

Kenneth Schmelig, Black 
& Decker Mfg. Co., first vice- 
president; G. A. Scherer, 
Durable Putty Products Co., 
second vice-president; W. R. 
Becker, Fritz Smith Co., sec- 
retary; W. E. Mahon, Bent- 
zinger Bros. Co., treasurer; 
and W. H. Green, M. K. 
Clark & Co., sergeant-at- 
arms. 

New members of board of 
directors H. P. Roenfeldt, 
Hardware and Tools Supply 
Co., and Jack A. Johnson, 
Witte Co. 


A Correction 


Information recently sup- 
plied concerning the new 
management line-up of 
Kraeuter & Co., Inc., New- 
ark, N. J., was in error. In- 
formation which appeared in 
the Jan. 17 issue (page 169) 
should be corrected as fol- 
lows: 

Miss Marie-Louise Gairo- 
ard is the president. Joseph 
R. Zelenka is the vice-presi- 
dent and general manager of 
the company. 
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“A Good Line 
to Handle”’ 


GRIFFIN 


SHELF HARDWARE 








Cat. #R240 
Wrought Steel Butts 


When it comes to any item in shelf 
hardware ... mending plates, flat 
corners, corner braces, strap 
hinges and T hinges (light or 
heavy), safety hasps, shelf brack- 





ets, or what have you... you'll 
find your fellow dealers saying, 
“We like to handle the Griffin 
line.” You buy in any selection 
your customers want... and you'll 
find Griffin gives good service, 
never cutting on quality. You'll 
find your wholesalers like every 
thing about the firm’s policy... 
and you'll find your customers like 
the Griffin products. 











A full line of Wrought Steel 
Butts and Shelf Hardware. 


RIFFIN 


“since 1899” 
MANUFACTURING CO. ERIE, PA. 
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Get the best . Newbold Elected Krylon 


G : LMO u p Sales Vice-President 


Richard C. Newbold has 
been elected vice-president in 
.and watch those profits 


charge of sales and market- 


grow! 










HOSEMASTER 


Exclusive pistol grip con- 
trol. Precision designed and 
quality produced to be the 
world's best hose nozzle. 
Leakproof and non-corro- 
sive. 





| RICHARD C. NEWBOLD 


gilmour LAWNMASTER | ing for Krylon, Inc., Norris- 


TWIN-SPIN sprinkler Fyll town, Pa. He was also elected 
tat ; ; ‘s a director of the company. 
rotating at constant speed | Mr. Newbold was presi- 


at pressures from 20 to 100 | dent of the Lehigh Naviga- 
lbs. Sprays over 1800 sq. ft. | tion Coal Co. 
with uniform coverage. | 





























Jackson Discontinues 
Wholesale Business 


Jackson Hardware, Du- 
rango, Colo., has discontin- 
ued its wholesale business 
and plans to move its retail 
| business to a new location. 

Pres. H. Jackson Clark an- 
_ nounced the decision to close 
the wholesale end of the bus- 
iness. He said the company 
must consolidate its entire 
<« operation and is making 
. plans to move to new quar- 
gilmour REELMASTER ters. He said further plans 
| would be announced as they 
Fiberglas 2-way hose reel | progress. 
attaches directly to faucet Jackson Hardware is the 
or stakes out on lawn with outgrowth of a blacksmith 
special holder. Holds up to shop founded in 1881. The 


175 ft. of garden hose. very -nesi a to 
































gilmour LAWNMASTER 


SPIN-BOY sprinkler. Pat- 
ented working design. Sim- 
ple, rugged construction. 
Fan-like spray over 1000 
sq. ft. Light weight. Can't 
rust or clog. 

































































































More Than 5000 See 
3 Moore-Handley Marts 


More than 5000 dealers re- 
cently visited 75th anniver- 
sary merchandise marts held 
simultaneously in three cities 
by Moore-Handley, Birming- 
ham, Ala., wholesaler. 

Marts were held at Bir- 
mingham, Nashville, Tenn., 
and Mobile, Ala. 

by th d's | ; “a | To climax the event, Bir- 
ee a: a ee ae i. 
| Morgan drew the names for 
grand prize awards. They 


write for - : are: P 
jiterot¥® | Welborn & Son Hardware, 


Manchester, Tenn., winner of 
MANUFACTURING CO. @ SOMERSET, PA. 'a Cadillac automobile; Day- 


HOSEMASTER PRODUCTS ton Hardware, Dayton, 





gilmour hosemaster 
INSECTICIDE SPRAYER 


Fits garden hose for accu- 
rate mixtures without pre- 
mixing liquids. Up to 100 
gals. of solution without re- 
filling unbreakable  con- 
tainer, 
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of pistol grip hose nozzles. 
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Tenn., a boat, motor, and 
trailer award; and Ricks & 
Son Hardware, Tuscaloosa, 
Ala., won a vacation at Mex- 
ico City. 


Floersch Promoted to 
Lawn-Boy Manager 


Robert C. Floersch has 
been named manager of 
Lawn Boy Div., Outboard 









ROBERT C. FLOERSCH 


Marine Corp., Lamar, Mo. 
He succeeds Lee Strong in 
this post. 

Mr. Floersch has been with 
the firm for seven years. He 
was most recently the chief 
accountant for Lawn Boy. 


O. E. Docksteader Is 
Wholesalers’ Aide 


O. E. Docksteader, a 24- 
year wholesale hardware vet- 
eran, is now a consultant for 
various phases of wholesale 
hardware management. 

Mr. Docksteader has been 
responsible for all Marshall- 
Wells U. S. and Canadian 
warehouses since 1945. His 
previous service at M-W in- 
cludes selling and other man- 
agerial posts. 

Office of the consultant is 
at 401 E. Second St., A-l, 
Duluth 5, Minn. 


Pritzlaff Names Grosse 
To Head Dealer Service 


Henry Grosse has been ap- 
pointed manager of the deal- 
er service department of 
John Pritzlaff Hardware Co., 
wholesaler in Milwaukee, 
Wis. 

Mr. Grosse previously was 
associated with the S & M 
Co., Minneapolis, Minn., and 
with Gamble-Skogmo, Inc. 


Opens Midwest Office 


Otto Bernz Co., Rochester, 
N. Y., has opened a Midwest 
regional sales office at 546 
W. Washington St., Chicago. 





. News of the Trade 








True Temper Acquires Montague-Ocean City; 
Present Dealer Outlets Will Be Continued 


True Temper Corp., Cleve- 
land, Ohio, has acquired the 
Montague-Ocean City Rod & 
Reel Co, Philadelphia, Pa. 

No changes in distribution 
and marketing channels are 
planned. 

William G. Rector, True 
Temper president, said spe- 
cifically that present dealer 
outlets of both companies will 
be fully utilized. He said ex- 
isting trade relations with 
jobbers and dealers will be 
maintained. True Temper 
and Montague -Ocean City 
sales forces will continue as 


in the past. 

All three brand names, 
Montague, Ocean City and 
True Temper, will be re- 


tained, Mr. Rector said. 
True Temper’s expanded 
tackle operations will be car- 
ried on as a subsidiary with 
Robert Jerrett, Jr. as vice- 
president and general man- 
ager. Mr. Jerrett has headed 
the company’s tackle division 


at Anderson, S. C., since 
1955. 

Paul Johnson, who has 
been identified with Ocean 


City since it was founded in 
1922, said he is retiring from 
active association with the 
fishing tackle industry. 

Mr. Rector will be presi- 
dent of the new True Temper 
tackle subsidiary. 


Other officers are Harold 
F. Smith, treasurer of True 
Temper, treasurer; Victor L. 
Johnson, former vice-presi- 
dent and secretary of Mon- 
tague-Ocean City, secretary 
and assistant treasurer; 
Lynn Davis, former manager 
of manufacturing for True 
Temper’s tackle division, 
manager of manufacturing; 
Edward Maguire, former 
Montague-Ocean City gen- 
eral manager, manager of 
marketing; John Keith, for- 
mer Montague-Ocean City 
general sales manager, gen- 
eral sales manager; and 
Robert P. Cary, former mid- 
west sales manager for True 
Temper’s tackle Div., assis- 
tant sales manager. 


McNamara Is Promoted 
At Bronson & Townsend 


Joseph S. McNamara has 
been promoted to sales man- 
ager of Bronson & Townsend, 
wholesaler at New Haven, 
Conn. 

A former salesman in sev- 
eral north Atlantic coast 
states, Mr. McNamara has 
been manager of the firm’s 
power equipment division for 
the past year. He continues 
this job in addition to new 
duties. 





Southern California Club Elects Officers 





S. Glenn Varley, outgoing president of Builders Hardware 


Club of Southern California, turns over 


his gavel to Robert 


J. Kelly, of American Wholesale Hardware Co., Long Beach, 


Calif., newly-elected president. 


Other officers elected recently 


are Paul Jaffee, Kwikset Locks, Inc., vice-president; Richard 
W. Acton, Amerock Corp., secretary; Roger G. Hewitt, Cali- 
fornia Hardware Co., Los Angeles, treasurer, and Bud Olson, 
Builders Brass, sergeant-at arms. 


HARDWARE AGE, FEBRUARY 28, 1957 





KENBERRY GADGETS—Sell Fast! 
Make High Profits in Small Space 


The more gadgets you display, 
the more of each you sell. Dol- 
lar volume builds fast when you 
feature Kenberry Gadgets in 
big variety. Check the line, 
check your counters. Order the 
products you need to get maxi- 
mum sales and profits in your 
gadget department. 


Ask your jobber 
or Write for List 











BACK OF CARD 


BARBECUE SET 
$1.00 Retail 


NEW! Set No. AU-232 
10” King TONGS, and 
four 10” Stainless 
SKEWERS on iarge. 
colorful card. Value of 
parts is $1.08, it's a 
bargain at $1.00 











More than 50 Kenberry GADGETS 


P = CCHROMIUM 








; QUICK 
; BAKED 
wo POTATOES 


7 











t heat ad 
f conducting 
_ ALUMINUM OW 





#8: PEG SOARD 24°xK24" — A 
SE 3 GADGETS ON BOTH SIDES 











Tongs at 25¢ to 6% 


Use Pee Boards to 


SELL gadgets. Put 
gadgets on dis- 
pensing hooks 
where customers 
can reach the 
boards. You may 
double or triple 
the variety of 
products you _ sell 
in the same space. 
Display illustrated 


available with 
sortment of 
selling Kenberry 
Gadgets. 


as- 


best- 


JOHN CLARK BROWN !¥< 


ONE MONTGOMERY ST. 
BELLEVILLE 9,N.J. 


hrobeegesaene 
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The CHOICE 


where quality counts i 


INSTALLS FASTER 


Year after year, the world’s foremost home 
prefabricator depends upon E-Z-SET for up-to- 
the-minute styling, ease of installation and trouble- 
free operation. You, too, can depend upon National 
E-Z-SET because they are priced right to sell fast. 


Available with or without 
deadlocking latch bolts in 
regular or 5” (1 pc.) backsets 


Also matching interior sets 


Self-aligning thru-bolts 
Only 3 pre-assembled units 


In all standard finishes 


Over 25 Years Manufacturing Fine Builders Hardware Exclusively 


ATIONAL HARDWARE 
‘ono - a -hel-) Ganon. 


r . / ‘ j r 
mols. Glee . 205 VV sella 4c4i 





News of the Trade 











New appointments, new territories, etc. 


MANUFACTURERS SALESMEN 


Stanley Electric Tools Div., 
Stanley Works, New Britain, 
Conn., has appointed Thomas 
A. Inch, Jr., and Louis R. 
Meyer to its sales staff. Mr. 
Inch will represent the com- 
pany in Los Angeles, Calif. 
Mr. Meyer will be the Pitts- 
burgh, Pa., representative. 

Stanley Hardware Div. has 
appointed Corydon M. John- 
son its representative in New 
York. He succeeds Albert O. 
Gustafson, who recently re- 
tired after being with the 
company 47 years. 

v 


Gould-Mersereau Co., Inc., 
New York, has appointed 
three new salesmen and pro- 
moted two others. Added to 
the staff were Alan D. Eid- 
mann, Robert N. Sloane, and 
Bruce Phillips. Mr. Eidmann 
and Mr. Sloane will cover 
New York City and Mr. Phil- 
lips will cover the South. 
Promoted were Fred Kleff- 
mann from Boston, Mass., to 
the Long Island, N. Y., ter- 
ritory; and Tom _ Robinson 
from the New York City ter- 
ritory to the Bronx-West- 
chester County territory. 


v 


Beacon Plastics Corp., 
Newton, Mass., has appoint- 
ed Jack Connelly to its sales 
staff. Mr. Connelly had been 
with Revere Copper & Brass 
Co. 

7 


DeWalt, Inc., Lancaster, 
Pa., has named James Den- 
mark its district sales man- 
ager in St. Louis, Mo. Mr. 
Denmark previously assisted 
DeWalt district managers. 

v 


Reardon Co., St. Louis, 
Mo., has appointed Elbert 
Shannon its representative 
in upstate New York. He 
had represented the company 
in West Virginia and Vir- 
ginia. 

v 

C. Hager & Sons Hinge 
Mfg. Co., St. Louis, Mo., has 
added Maryland to the terri- 
tory of Gerard F. Sheehan 
and transferred William 
Lloyd from Maryland to 
western Pennsylvania, Wash- 
ington, D. C., West Virginia, 
Virginia and North Carolina. 


v 
Porter-Cable Machine Co.., 
Syracuse, N. Y., has pro- 


moted Carlton Moe, Jr., from 
Syracuse sales representative 
to director of training in the 
field, and transferred Ed- 
ward Aldworth from Buffalo, 
N. Y., representative to Syra- 
cuse representative. 
7 


Perfection Industries Div., 
Hupp Corp., Cleveland, Ohio, 
has appointed Alan H. Job- 
son, Jr., New York district 
manager. He had been dealer 
development manager for 
Amana Refrigeration, Inc. 

Vv 

Black & Decker Mfg. Co., 
Towson, Md., has appointed 
Kenneth Schmelig its St. 
Louis, Mo. (Hardware Div.), 
district manager. He had 
been a sales representative 
in St. Louis for Black & 
Decker. 

v 


General Electric Co. 
Housewares & Radio Re- 
ceiver Div., Bridgeport, 
Conn., has appointed Elmer 
A. Sisco its New York City 
regional manager. He had 
been the division’s supplies 
marketing manager. 

. 

Weller Electric Corp., 
Easton, Pa., has appointed 
Frank Van Gilder and C. R. 
Robertson as regional sales 
managers in Boston, Mass. 


Wooster Rubber Expands 


Wooster Rubber Co., Woos- 
ter, Ohio, has purchased 
Jamestown Finishing Prod- 
ucts, Inc., Jamestown, N. Y. 
The company will be oper- 
ated as a wholly-owned sub- 
sidiary, Jamestown Finishes, 
Inc. It had supplied plastic 
dips used by Wooster for its 
Rubbermaid line. 


Thor Moves Offices 


Thor Power Tool Co. has 
moved its executive offices 
from Aurora, Ill., to the 
Prudential Building in Chi- 
cago. 


Western Stamping Adds 


Western Stamping Co., 
Jackson, Mich., has bought 
Durable Toy & Novelty 
Corp., Hackensack, N. J. 
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News of the Trade 


Plan To Enable Ace 
Dealers To Buy Firm 


(Continued from page 135) 


stores were added to the Ace 
rroup in 1956. More will be 
added in 1957. 

Some 57 stores, whose pur- 
chases from Ace last year 
exceeded $100,000 each, were 
made members of the Ace 
“100 Club.” These 57 stores 
accounted for total purchases 
of $8,150,000. 

Wholesale sales by Ace 
Hardware to member stores 
averaged $79,863 per store. 
About 80 percent of the Ace 
stores reported an increase 
in business in the past year. 

A merchandise display, 
with 331 manufacturers par- 
ticipating, occupied the two 
Hilton exhibit halls. 

Mr. Hesse told the conven- 
tion that there is a notice- 
able trend to new methods of 
hardware distribution. Ace 
has recognized this, he said, 
and has been developing sys- 
tems and methods to meet 
these new conditions. 

The convention featured a 
clinic on store operation and 
merchandising. A banquet 
attended by 1000 dealers and 
manufacturers closed the 
meeting. 


Nicholson File Elects 
Three New Directors 


Three new directors were 
elected at the recent meeting 
of the board of directors of 
Nicholson File Co., Provi- 
dence, R. I. 

They are Edmond A. Neal, 
Charles E. Fogg and John E. 
Holt. 

Mr. Neal is vice-president, 
domestic sales. Mr. Fogg is 
vice-president and secretary. 
Mr. Holt is president of Dan- 
ielson Mfg. Co., a subsidiary 
of Nicholson File Co. 











HARRY M. WEBSTER 


H. K. Porter Elects 
Webster Vice-President 


Harry M. Webster was 
elected vice-president and di- 
rector of H. K. Porter, Inc., 
Somerville, Mass., at the re- 
cent annual meeting of the 
board of directors. 

Election is a promotion for 
Mr. Webster. With the firm 
for more than 20 years, he 
was most recently sales man- 
ager in charge of trade sales. 

The firm recently celebrat- 
ed its 75th year of operation. 


Northwest Hardware 
Club Elects Officers 


The Northwest Hardware 
Club elected George Leopold 
of Minnesota Mining & Mfg. 
Co. of St. Paul, Minn., presi- 
dent at the recent annual 
meeting. Gaylord Jellison of 
Our Own Hardware Co., 
dealer-owner wholesaler in 
Minneapolis, Minn., succeed- 
ed Mr. Leopold as vice-presi- 
dent. A. W. Cullen of Hard- 
ware Trade was reelected 
secretary-treasurer. 

The club named three new 
directors: John Sieff of S & 
M Co., Minneapolis, hard- 
ware wholesaler; S. C. 
Wright, manufacturers’ 
agent, and Jerry Hoy of 


Aluminum Goods Mfg. Co. 





Some of the officers and directors of Northwest Hardware 
Club, left to right are: George Leopold, president; Maxwell 
Johnson, manufacturers’ agent and Arnold Borchardt, Silex 
Co., directors; A. W. Cullen, secretary-treasurer; S. C. Wright 
and Jerry Hoy, new directors. 
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in a flexible plastic pipe 
installation, be ready for 
headaches and lost goodwill! 


LINE 


GUARANTEED - QUALITY 
FLEXIBLE PLASTIC PIPE 








CUSTOMER SATISFACTION 


Call-backs and an angry customer — these are the 
costly results of a flexible plastic pipe failure. That's 
why it’s good business to handle only Cresline — 
the flexible plastic pipe that’s guaranteed right in 
writing. The pipe above was made of virgin poly- 
ethylene. But it failed in an accelerated use test after 
7 hours of 172 Ib./sq. in. pressure at 113 °F. Cresline, 
subjected to the same grueling test, showed no fail- 
ure after 1200 hours 


tinued). Why? First, Cresline is made of the finest 


(when the test was discon- 


virgin polyethylene — proved best by our own ex- 
haustive tests. Secondly, quality is checked through 
every stage of production. You’re sure of customer 
satisfaction with Cresline. There are many other 
profitable advantages to stocking Cresline, including 
effective dealer support. Write today for literature 


and name of your Cresline representative. 


LOOK FOR THESE ADDED PROOFS OF QUALITY 





Cresline is made with Du Pont 
Alathon 25 and is marked with 
this tag. It proved the best in 
our tests. 


This seal on Cresline Pipe 
shows the National Sanitation 
Foundation has approved it for 
drinking water use. 





ALL PLASTIC PIPE IS ROUND, BLACK AND HAS 
A HOLE IN IT .. . BUT THERE IS A DIFFERENCE! 


FREE TO JOBBERS: Slide Rule Data Chart quickly helps you 
find answers to such problems as friction loss, pressure drop, 
GPM flow, etc. Write for details on how to get your free 
plastic pipe ‘Data Chart."’ 


CRESCENT PLASTICS, INC. 


Dept. A-7, 955 Diamond Ave. °* Evansville 7, Ind. 





SRS Res 
mericana : 


FAST SELLING 
CABINET .. | 


HARDWARE & La 
with NEW = 


SKIN ANY 


| “packAcin® 
= NEW DISPLAY = 


Assortment #1300 takes up little space— 
carries complete stock of 16 doz. items, 
$97.28 retail! Each item “Skinpak‘d” on color- 
ful card to increase eye appeal, protect finish 
from handling, and insure positively against 
loss of screws, parts, etc. Peels off easily. 
FOR COMPLETE CATALOG & INFORMATION 


































~ News of the Trade 





Tennessee Assn. Elects 1957 Officers 


\ 


3 a 4d t 


nna 








Officers and directors of the Tennessee Retail Hardware Assn. 
were elected at the annual meeting in Memphis recently. Shown 
here are Carl Higginbotham, General Hardware Supply, Mem- 
phis, president, seated; J. H. Jenkins, Agnew Hardware, 
Chattanooga, first vice-president, right; and Niles Gray, Lon- 
don Hardware, Johnson City, second vice-president, left. 
_ Morris Jones, 806 Broadway, Nashville, was renamed execu- 
| tive secretary-treasurer. New directors are John Roos, Foun- 
Sold through wholesalers only _tain City Hardware, Fountain City, and Harvey King Jr., 
| Obion Hardware, Obion. Holdover directors are J. W. Rob 
| inson, Bradley Supply, Cleveland; Lewis Bohannon, Bilbrey 
Hardware & Furniture, Crossville; Hunt Morris, Hunt Morris 
Co., Ripley; and J. G. White, White Hardware, Lawrence- 
burg. Advisory board members are J. C. Greer, Louden; Bon 
Hicks, Sevierville; and Harry Thompson, Ruel Hardware, 






ABOUT ASSORTMENT #1300 write: 


STAR METAL PRODUCTS Co- 


17, N. ¥ 
370 Butler Street, Brooklyn" 
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° . . 
junior coil 
25 Ibs. packed in self- 





dispensing carton. 
super-TUFF Measure-marked every 
50 and 100 ft. coils of 10 feet. 


VW 


JACKSON 


manila or nylon rope 
in a new combination 
self-service display tray 
and shipping unit. 
Polyethylene wrapped. 
Practical rope packages for- Boating 
Home + Farm « industry + Recreation 


MANUFACTURERS SINCE 1829 


THE THOMAS JACKSON & SON CO. Reading, Pennsylvania 
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| Shelby, 








Nashville, retiring president. 





NEWS OF 


MANUFACTURERS AGENTS 


Estwing Mfg. Co., Rock- 
ford, Ill., has appointed Ted 
Segers Sales Co., Altadena, 
Calif., its representative for 
the 10 western states and 
El Paso, Tex. 

v 


Shelby Spring Hinge Co., 
Ohio, has appointed 
four manufacturers’ agents. 
They are Maxwell C. John- 
son, St. Paul, Minn., to cover 
Wisconsin, Minnesota, North 


'and South Dakotas; George 
_E. Maynard, Geneva, Ohio, 
_for Michigan, 
| Pennsylvania; Homer S. Re- 


Ohio, and 
naud & Assoc., Chicago, II1., 
for Illinois; and George M. 
Salkeld, Mechanicsburg, Pa., 
for Pennsylvania. 


v 


National Can Corp., House- 
wares Div., Chicago, IIl., has 


| appointed John D. Butter- 
worth & Assoc., Ardmore, 
| Pa., its 
|New Jersey representative, 


Pennsylvania and 


and Palmer Sealy & Assoc., 
New York, its representative 
in Metropolitan New York. 


v 
H. Wenzel Tent & Duck 
Co., St. Louis, Mo., has ap- 
pointed Harry Thener, Dal- 
las, Tex., its representative 
in Oklahoma, Texas, Arkan- 
sas and Louisiana. 
v 
Williams & Co., 
manufacturers agent in 
Nashville, Tenn., has added 
Richard K. Enggas to its 
staff. He will be sales man- 
ager for the Georgia-F lorida- 
South Carolina territory. 


v 


Louis 


John S. Reeder Co., manu- 
facturers’ representative 
agency, has been formed by 
John S. Reeder. He will serve 
the New England area. The 
company headquarters will 
be at 46 Davis St., Taunton, 
Mass. 


HARDWARE AGE, FEBRUARY 28, 1957 





DEALER BRIEFS: 


(Continued from page 135) 


more than $2000 in cash and 
checks. The thief, who cut 
a hole in the roof to enter, 
overlooked another $2200 in 
his haste. 





Kendallville, Ind. — John 
Campbell recently purchased 
Miller-Lynch Hardware Co. 
Store was founded in 1923. 
Mr. Campbell has announced 
that there will be no imme- 
diate changes in personnel or 
operations of the company. 





Charleston, S. C.—M. H. 
Lazurus Co., one of the 


South’s older hardware 
stores, has sold its King St. 
building and moved to 
Charleston Heights. J. Betts 
Simmons, president of Lazu- 
rus, said the northern area 
was in need of a hardware 
store like his. He also cited 
higher city taxes as a reason 
for the move. 


Garretson, S. D.—Eitreim 
Hardware recently held its 
grand opening featuring 
door prizes, gifts for ladies, 
and free coffee for all. Owner 
Joseph Eitreim has been in 
hardware since 1920. He 
and Mrs. Ejitreim manage 
the store. Major appliances 
and sporting goods are fea- 
tured lines. 


Washington, D. C.—MclIn- 
tyre Hardware opened a re- 
placement store this month 
and plans to build a new 
store in the fall. The store 
in Kensington, Md., with 
9000 sq ft of space, replaces 


News of the Trade 





an older store. The new loca- | 


tion will be in Rockville, Md. 
This store will have slanted, 
exposed, laminated wooden 
ceiling beams for a modern- 
istic interior. 


Portland, Ore.—Harry and | 
Alvin Pedersen, brothers, re- | 


cently opened their Pedersen 
Bros. Hardware & Sporting 


Goods store in the Southgate | 


Shopping Center. Both 
brothers were executives in 
a department store prior to 
this venture. Electrical, 


plumbing, automotive, and 
pet supplies are featured 
lines. 


Portland, Ind.—H. J. Klo- 
pfenstein recently sold his 
hardware business 
sons, Wendell and Stanley. 
The elder Mr. Klopfenstein 
has been in hardware for 32 


years. No changes in opera- | 


tions have been announced. 
Kingdon Castle, a 23-year 
employee, continues as sales- 
man, and James Stephenson 
continues as head of the 
service department. 





Waring Acquires Shavex 


Waring Products Corp., a 
subsidiary of Dynamics 
Corp. of America, has ac- 
quired the Shavex Co., Los 
Angeles, maker of electric 
shaver accessories. 


Acme Promotes Schmidt 


Acme Quality Paints, Inc., 
Detroit, has promoted L. A. 
Schmidt from south-central 
district manager to dealer 
sales promotion manager. 








Rae. 
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Wholesaler Crew Sets Unloading Record — 








dll 


os 


Albert Rabinowe, warehouse manager of E. Rabinowe & a 





Inc., wholesaler in Yonkers, N. Y., and Middletown, Conn.., 
congratulates a warehouse crew for setting a new company 


record for unloading a car of window glass. The crew, | 
using power loading equipment, rollers and a stacking system, | 


did in a half-day what formerly took a full day. 
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and now ... MORE HELP 


to help you seli more .. . 





Vv 


forE VER Y Painting Operation! 


NX on 5 , . In Section 15-FO 
NN Of Sweet's Architectural File For 1957. 
eS | 


for every painting operation 








This is a colorful, factual, interesting four page insert appecr- 
ing in Sweet's Architectural File for 1957. This is telling your 
customers and prospects, 17,000 of them, the essential 
qualities to make every painting operation better and longer 
lasting. The story of X-l-M FLASH BOND, the Superior Seal 
and Bond for improving the adhering and wearing properties 
of paint to metal and practically every other type of surface, 
is also being told to over 200,000 other customers and 
prospects through national advertising in AMERICAN PAINTER 
& DECORATOR: AUTOBODY AND THE RECONDITIONED 


CAR: MOTOR AGE: SIGNS OF 
a’ ROVEN IN THE TIMES: YACHTING. 
m=? THE FIELD 






of FOR MORE You'll want to know what this Sweet's 
THAN Architectural File inser? contains. 
20 YEARS! Send for your copy .. . it's FREE! 





H. Forsberg Co. HA-2 7 
5103 Lakeside Ave., Cleveland 14, Ohio i 
Yes, | would like to have a copy of your Sweet's : 
Architectural File insert, without obligation. 1 
. ’ 
. 1 
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Made in Canada for Canadian use—Represented in Canada by: 
DOUGALL'S SUPPLY LTD., 807 Bathurst St., Toronto. 


Distributed in Hawaii by: THE GLIDDEN COMPANY and BADER'S 
SUPPLY HOUSE LIMITED, Honolulu. 
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FRANK G. HICKEY, JR. 


Tait Elects Hickey 
To Vice-President 


Frank G. Hickey, Jr., for- 
mer general sales manager 
of the Tait Mfg. Co., Dayton, 
Ohio, has been elected vice- 
president. 

Mr. Hickey joined the com- 
pany in 1953 as district sales 
representative. He became 
general sales manager in 
1955. 





Gibson-Homans Division 
Elects Two Officers 


Martin F. Hurst has been 
elected president and trea- 
surer of Hutson Div., Gibson- 
Homans Co., Conyers, Ga., 
and W. R. Hutson has been 
elected vice-president and 
secretary. 

Mr. Hurst had been vice- 
president of the division. He 
joined the division as plant 
manager in 1951. Mr. Hutson 
was one of the original part- 
ners of Hutson Mfg. Co. be- 
fore it was bought by Gibson- 
Homans. 


Outboard Marine Elects 
Sales Vice-President 


Directors of Outboard Ma- 
rine Corp., Waukegan, IIL, 
elected John B. Robertson 
vice-president of sales at a 
recent meeting. 

Other officers 
elected. 


were re- 








OBITUARIES 





, 





Thomas F. Womble, Jr. 


Thomas F. Womble, Jr., 


district manager for Fayette 
R. Plumb, Inc., Philadelphia, 


ees 





T. F. WOMBLE, JR. 
Pa., died 


19. Mr. 


lina, Maryland, 
and Tennessee. 


Proctor K. Hubbard 


suddenly at his 
home in Richmond, Va., Jan. 
Womble had been 
with Plumb since 1940. His 
territory included Virginia, 
West Virginia, North Caro- 
Kentucky, 


nity Hospital of a cerebral 
hemorrhage. 


Stanley S. Backus 


Stanley S. Backus, 72, who 
had owned and operated S. 
S. Backus Hardware in Hart- 
wick, N. Y., died Jan. 15 in 
Orlando, Fla. He had oper- 
ated his store for 35 years 
before selling it in 1948. 


Miss Edith M. Bayer 


Miss Edith M. Bayer, a 
housewares buyer for Palo 


Alto Hardware Co., Palo 
Alto, Calif., for 33 years, 
died Jan. 10. She was 86. 


Miss Bayer retired from the 
company six years ago. 


W. H. Bullock 


W. H. Bullock, 65, owner 
Hardware Co., 
Merkel, Tex., died Dec. 30 
Clinic-H ospital 
He 


opened his store at Merkel 


of Merkel 


at Sadler 
after a brief illness. 
in 1940. 


James L. Emigh 








Proctor K. Hubbard, 78, 
50-year hardware man, and 
owner-manager of Hubbard 
& Crutcher Hardware Co., 
Munfordville, Ky., died 
Dec. 26 at Samson Commu- 
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James L. Emigh, 57, son 
of the founder of Emigh- 
Winchell Hardware Co., Sac- 
ramento, Calif., died at 
Mercy Hospital in that city, 
following a long illness. 








HA Photo Angles 


Officers and directors of Texas Hardware & Implement Assn. 
elected at the annual convention in Houston recently are, 
left to right, front row, R. H. Lindop, Lindop Hardware & 
Paint, Dallas, retiring director; Frank Halla, Myers Co., El 
Paso, immediate past president; B. O. Goldthorn, Parr Ma- 
chine & Equipment, Alice, first vice-president; Rex G. Payne, 
Payne & Payne, Center, president; C. W. Scheurer, Scheurer 
Bros., Sherman, second vice-president; Ray M. Souder, Dallas, 
executive director; back row, L. J. Sharp, Sharp Hardware, 
Dallas, director; Charles A. Washmon, Harlingen, ex officio 
board member; W. V. Wheeler, Wheeler Hardware, Albany; 
D. H. Tudor, Laramey-Tudor Co., Temple; Willis Champion, 
Aldrige-Washmon Co., Raymondville; Porter Henderson, 
Porter Henderson Implement, San Angelo, and J. H. Walker, 
Oil City Tractors, Beaumont, all directors. 





Here are some of the officers, advisory board and executive 
committee members elected at the 57th annual convention of 
the Pennsylvania & Atlantic Seaboard Hardware Assn. in 
Philadelphia. Seated, left to right, are: Leslie W. Jenness, 
Philadelphia, secretary-treasurer; George W. Eddy, Eddy’s 
Hardware, Frenchtown, N. J.; retiring president; Claude G. 
Avery, Avery Hardware, Springville, Pa., president; Clyde 
H. Kauffman, Kauffman Hardware, New Holland, Pa., first 
vice-president, and Alphonso Humes, J. W. Humes & Son, 
Milford, Del., second vice-president. Standing, left to right: 
Cecil G. Wilson, Wilson Hardware, Braddock, Pa., and M. W. 
Allen, Cochran & Allen, Carlisle, Pa., advisory board; H. R. 
Fenstermacher Hardesty Hardware, Tamaqua, Pa., executive 
committee; Harold M. Musser, Mifflinburg, Pa., and Julius M. 
Wagner, Wagner Hardware Co., Baltimore, advisory board; 
Carl B. Bergman, E. H. Bergman & Sons, Blairsville, Pa., 
executive committee (new), and Harry D. Kaiser, Philadel- 
phia, assistant treasurer. Not in this photo were M. Haswell 
Pierce, Pierce Hardware, Milford, Del., advisory board, and 
W. C. Martin, Martin Hardware, New Bethlehem, Pa., new 
member of executive committee. 


HARDWARE AGE, FEBRUARY 28, 1957 






































A report in pictures of events in the trade 





> 


Ofhcers and directors of North Coast Retail Hardware Assn. 
were elected at the recent annual convention in Seattle, 
Wash. Shown here (left to right) are, standing, Don Custer, 
Renton, Wash.; Robert Brosey, Winlock, Wash.; Ronald 
Gowan, Seattle, Wash.; Richard O'Kelly, Seattle, Wash.; and 
Larry Adams, Grants Pass, Ore., all directors; Ed Cavanaugh, 
Auburn, Wash., ex officio director; Roy Winkenwerder, 
Yakima, Wash., director; seated, Gerald Kasserman, Portland, 
Ore., director; Martin Danko, managing director; Grace Lam- 
bert, Aberdeen, Wash., vice-president; R. C. Cole, Astoria, 
Ore., president; Frank Hedges, Independence, Ore., vice- 
president; and Lloyd Walker, Eugene, Ore., director. Not in 
photo are Kenneth Olson, Burlington, Wash., Robert Lakin, 
Prineville, Ore.; and William Crow, Edmonds, Wash.; all 


directors. 


» 


Shown here are officers and directors elected at the recent 
annual convention of Virginia Retail Hardware Assn. They 
are (left to right), seated, G. T. Omohundro Jr., Omohundro 
Hardware, Scottsville, re-elected secretary; J. A. Lindamood 
Jr., Wytheville Vance, Wytheville, retiring president; C. K. 
Lorraine, A. L. Lorraine Hardware, Richmond, new presi- 
dent; J. S. Ritchie Jr., Ritchie Hardware & Implement, Peters- 
burg; back row, H. L. Gaines, Gaines Bros. Hardware, Alex- 
andria, re-elected to board; J. F. Small Jr., Small Hardware, 
Norfolk; R. W. McGann, Corner Hardware, Waynesboro, new 
director; W. E. Cundiff, Vinton Hardware, Vinton; and J. B. 
Wilborn Jr., Wilborn Hardware, South Boston, new director. 
Cato Tillar, W. T. Tillar Co., Inc., Emporia, elected vice pres- 
ident, was unable to attend because of illness. 


> 





These are the officers recently elected by the Housewares 
Club of New England from left: Isadore Orenstein, manu- 
facturers’ representative, treasurer; Jerome Jacobs, manu- 
facturers’ representative, president; Al Strunck, Wooster 
Rubber Co., second vice-president; Abe Mortimer, manufac- 
turers’ representative, secretary. Clint Phillips (not shown), 
Ballou, Johnson & Nichols, is first vice-president. 


District sales managers of Johnston Lawn Mower Corp., Brookhaven, Miss., a subsidiary of Jacobsen Mfg. Co., gather for 
the winter sales conference in Brookhaven. Sales manager John G. Unverzagt conducted the meeting. Sales objectives for 
1957 were outlined. 
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Help Wanted, Accounts Wanted 
Business Opportunities 
Representatives Wanted, etc. 


Set solid, maximum 50 words........... $5.00 
Each additional word........... .10 
Positions Wanted 
(Special Rate) set solid, maximum 
a Fe EK 


Allow Seven Words for Keyed Address: 
or Your Address 





CLASSIFIED ADVERTISING RATES 


BOXED DISPLAY AD RATES 
$8.00 per column inch 
5% discount allowed for 4 or more con- 
secutive insertions of Boxed Display Ads. 


Cuts or special borders not accepted. 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


sufficient postage for remailing. 





NOTE: Samples of merchandise, literature, 
catalogs, etc., will not be forwarded to box 
number advertisers, unless accompanied by 


No agency commission allowed. 


HARDWARE AGE is published every other 
Thursday. Classified forms close 3 weeks 
prior to publication date. 


Remittance must accompany order in form 
of check or money order, not currency or 
stamps. 











Representatives Wanted 


Representatives Wanted 








Representatives Wanted 














PAINT SALESMEN (4) NEW YORK 


metropolitan area territories open; 1—Nassau-Queens- 
Suffolk; 2—Westchester to Dutchess ; 3—North Jersey; 
4—Brooklyn. Liberal draw plus expenses. We manu- 
facture a complete line of painters white goods and 
budget priced do-it-yourself paints. Volume discounts 
= eete label setups available. All replies con- 
en 
PROCTOR PAINT AND VARNISH CO. 
Joseph A. Markell, President 
Box 630, Yonkers, New York 








EXPERIENCED SALESMEN 


with following among retail hardware and 
housefurnishings stores, to sell the most 
popular branded line of dog furnishings. 
Can be handled as a side line. Liberal 
commission. Choice territories open. 


Address Box 130, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 





BUDGET PRICED PAINT LINE OPEN 


to qualified salesmen and agents. Protected Territory. 
Liberal Commissions. Many partially established ter- 
ritories open. Guaranteed quality paints priced to 
retail from $1.98 to $3.98 in Acrylic, Alkyd, and Oil 
bases, in white and colors, in all finishes for inside 
and outside use. Setup for private labels. Volume 
discounts available. Freight prepsid. 


PROCTOR PAINT AND VARNISH CO. 
Box G 630, Yonkers, N. Y. 

















Paint Brush Salesman 


Prominent paint brush manufacturer has open terri- 
tories for successful sales producer. Prefer men now 
calling on paint, hardware, lumber dealers and indus- 
trials. Protected territories. Established business. Will 
also consider sideline man or manufacturers’ agent. 


Address Box 116, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 38, Pa. 








MANUFACTURER’S REPRESENTATIVES WANTED 
Salesman now calling on hardware and variety stores 
with two or three non-conflicting lines. We offer a 
good staple line of 19c, 45c¢ and 89c paints, low- 
oe gallon paints and a nationally advertised 
line of popular priced paints on a commission basis. 
This merchandise has mass market appeal. Every 
store selling paints is a prospect. Write 
advising age, territory covered, how often you cover 
it and lines now carried. 

Address Box 135, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














LOOKING FOR A PROFITABLE PAINT- 
BRUSH LINE? We are well known national 
manufacturers of high quality, competitively priced 
paint brushes of every description; pure bristle 
and nylon. Several lucrative territories are now 
available. Very high commission, protected terri- 
tories, all shipments prepaid. State full particulars 
in first letter. All replies confidential. Address: 
Box 228, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





MAIL BOX POSTS. The largest producer of 
Wrought Iron Rural Mail Box Posts has two ter- 
ritories open. Texas-Louisiana and Denver. Sales- 
man calling on Hardware Jobbers are invited to 
write us. BURR & CO., 8421 Gannon Ave., St. 
Louis, Mo. 





ESTABLISHED MANUFACTURER OF 
HAND TOOLS desires representative calling on 
hardware jobbers and industrial distributors in the 
states of Pennsylvania, lower New Jersey, Dela- 
ware, Maryland and District of Columbia. This is 
only territory available. Address: Box 200, care 
of Harpware AGe, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





MANUFACTURER’S REPRESENTATIVE 
WANTED. Leading chain saw line open to es- 
tablished manufacturer’s representative, calling on 
wholesale trade in states west of Mississippi River. 
Address: Box 230, care of Harpware AcE, Chest- 
nut & 56th Sts., Philadelphia 39, Pa. 





MANUFACTURER’S REPRESENTATIVES 
—We are old, well established door lock manu- 
facturers expanding our line and sales organiza- 
tion. A few territories are being made available 
on commission basis for capable sales representa- 
tives selling to lumber, building material and 
hardware trade. Mention lines carried, territory 
covered. Our men know of this ad. Address: 
Box 122, care of Harpware Ace, Chestnut & 
56th Sts., Philadelphia 39, Pa. 





INDUSTRIAL SALES REPRESENTA- 
TIVES. Nationally known manufacturer Indus- 
trial Flashlights and Batteries expanding mar- 
ket seeks reputable Sales Representatives calling 
on Industrial Plants, Utilities, Railroad, Munici- 
palities, etc. Write full details territory covered 
U. S. ELECTRIC MFG. CORP., 222 West 14th 
St., New York City. 
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LEADING EASTERN SPECIALIST IN THE 
BRUSH INDUSTRY now offers, for the first 
time, a complete line, covering the entire combined 
fields of paint, household and commercial brushes 
to active salesmen in this field. Sales are direct 
to retail hardware and lumber dealers. Good ter- 
ritories available in New England and Middle At- 
lantic States @ 10% commission and protection. 
Write complete details in confidence. Address: 
Shane & Hayes, Inc., 5300 21st Avenue, Brooklyn 
4, New York. 








SALES REPRESENTATIVE WANTED 
Many areas are open for representation of a manu- 
facturer who last year introduced a new outdoor gr 
preservative. This is an cnocient line. and has oad 
ready acceptance in the hardware field. One large 
manufacturer has already ordered thousands to include 
in his cartons. In writing please state territory ecov- 
ered and other lines carried. 


Address Box 207, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














EXCLUSIVE PROTECTED TERRITORIES 
open for nationally distributed unique water re- 
placement plumbing specialty item packaged for 
sale to plumbing supply houses, hardware distrib- 
utors and retailers. Unique demonstration sells 
8 out of 10 on first call. Address: Box 115, care 
of Harpware Acer, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 


PAINT BRUSH SALESMEN 


Established successful manufacturer with powerful line 
has open territories for sales producers. Prefer men 
calling on paint, hardware, lumber dealers and large 
industrials. Will consider sideline men. We operate 
New York and Atlanta warehouses. 


Address Bex G-2, eare of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia $9, Pa. 























Accounts Wanted 








REPRESENTATIVES 


Covering all classes of jobbers. Can render reliable, 
aggressive service. We are national distributors with 
established actively operating branch offices in New 
York, Philadelphia, Detroit, Cleveland and Louis- 
ville. We carry the account or you can bill direct. 
Inquiries invited. Write ANCO Corporation, 7 Wood 
Street, Pittsburgh 22, Pa. 














ADDITIONAL LINES WANTED FOR DIS- 
TRIBUTION TO JOBBERS, CHAINS, DEPT. 
STORES, RETAIL HARDWARE AND LUM.- 
BER, ETC., OUTLETS THROUGHOUT NEW 
JERSEY, ‘PENNSYLVANIA, DELAWARE 
AND MARYLAND. A high type effective sales 
organization now currently calling on Trade in the 
above states, is interested in launching and pio- 
neering new products with volume sales possi- 
bilities. Our services include professional adver- 
tising, promotion and merchandising assistance, 
along with a successful sales record. Complete 
warehouse and billing facilities available. <Ad- 
dress: Birkbeck Brothers, Inc., 70 North York 
Rd., Willow Grove, Pa. 

OHIO-WESTERN > PENNSYLVANIA-WEST 
VIRGINIA. Manufacturer’s Agency, established 
wants one additional, strong line from prime man- 
ufacturer. Resume furnished upon request. Ad- 
dress: Box 217, care of Harpware Ace, Chestnut 
& 56th Sts., Philadelphia 39, Pa. 











MANUFACTURER’S AGENT covering Mary- 
land, Delaware, Washington, D. C., also nearby 
Pennsylvania and Virginia. Selling to whole- 
sale building supply, hardware and plumbing 
trade. Also direct to umber yards, cabinet shops, 
and formica fabricators. Desires additional lines 
on commission basis. 10 years’ sales experience 
assures results. Address: Box 220, care of Harp- 
warE AcE, Chestnut & 56th Sts., Philadelphia 
39, Pa. 














GARDEN SUPPLY REPRESENTATIVE. 
Due to policy change, most territories now open 
for manufacturers representative specializing in 
garden supplies, carrying no more than four lines. 
This is a packaged item sold through hardware, 
garden supply distributors. 125 leading whole- 
salers now distribute this product. We are leader 
in industry, rated AAA-1. Address: Box 234, 
care of Harpware Ace, Chestnut & 56th Sts., 
Philadelphia 39, Pa. 


HARD-HITTING EXPERIENCED MANU- 
FACTURERS’ AGENT offers superior represen- 
tation in metropolitan N. Y.-N. J. to hardware 
too] and garden manufacturers. Systematic and 
efficient coverage of hardware, tool, electrical, 
garden wholesalers; catalog houses, chains, de- 
partment stores. Well established following. Ex- 
cellent reputation in trade. Address: Box 218, 
care of Harpware Acez, Chestnut & 56th Sts., 





Philadelphia 39, Pa. 
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Representatives Wanted 








PERU, SOUTH AMERICA 
REPRESENTATION 


Resident of Lima, Peru, presently in New York, 
seeks representations of reliable manufacturers 
of hardwere and similar products. Have many 
contacts with importers and dealers in territory. 


Address Box 209, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 

















ONE ADDITIONAL 
Arkansas. Sales ‘organization 
number of lines, thoroughly 
standing record for volume sales, seeks one ad- 
ditional line with current or potential strength. 
Thorough coverage of Hardware and Houseware 
trade. Address: Box 226, care of HARDWARE AGE, 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


LINE. Texas-Okla.-La.- 
featuring limited 


established and out- 





MANUFACTURERS REPRESENTATIVE— 
MISSOURI AND ADJOINING STATES. Ex- 
perienced hardware jobber salesmen establishing 
new agency. Best of references. Will give regu- 
lar, thorough coverage to the hardware, depart- 
ment store, lumber yards and jobber trade. Want 
established lines. Address: Box 223, care of 
HlarDWaRE AGeE, Chestnut & 56th Sts., Philadel. 
phia 39, Pa. 








AGGRESSIVE MANUFACTURERS REPRE. 
SENTATIVE giving thorough coverage in West- 
ern Pennsylvania and West Virginia serving job- 
bers of hardware, housewares, plumbing, chains 
and rack jobbers, desires one additional — 
line of domestic manufacture. Address: Box 133, 
care of Harpware Ace, Chestnut & 56th Sts.. 
Philadelphia 39, Pa. 








MANUFACTURERS REPRESENTATIVE 
COVERING Ohio and Kentucky desires side 
line, builders hardware preferred. Major line is 
locksets, Established twenty-eight years. Address: 
Box 227, care of Harpware Ace, Chestnut & 56th 
St., Philadelphia 39, Pa. 








LINE WANTED. New 
ered for the past 10 Contacting hard- 
ware, industrial, and automotive jobbers. Looking 
for one good line to add to our already profitable 
lines. Address: Box 225, care of HARDWARE AGE, 


re an 
Chestnut & 56th Sts., Philadelphia 39, Pa. 


England States cov- 


years. 





Help Wanted 


SALESMEN WITH 
LOWING to sell screws. 
supplies. Pennsylvania and 
tories. Address: Box 233, 
Chestnut & 56th Sts., 





INDUSTRIAL FOL- 
nuts, bolts and mill 
New Jersey terri- 
care of HARDWARE AGgz, 
Philadelphia 39, Pa. 





Business Opportunities 








UNUSUAL OPPORTUNITY 


Death of Head of Company makes owner 
willing to sacrifice Hardware Business 
operating profitably for each of its 36 
years in the New York City area. 


Address Box 232, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














FOR SALE COEUR D’ALENE, 
business property 6/10 acre business 
highway 95-10. 4060 sq. ft. building containing 
three stores. Two leased one with apt. The 
third also with apt. is a hardware business oper- 
ated by owner. Plenty of corner space for busi- 
mess or expansion. Clean stock approximately 
$10,000—including store and property $38,000. Ill 
health and age. Address: Box 235, care of Harp- 
nm Acer, Chestnut & 56th Sts., Philadelphia 39, 

a. 


IDAHO, 
corner on 





| Business Opportunities Business Opportunities 








WE ARE BUYING 
Close-Outs — Over Production — Job Lots 


Hardware—Toys—Housewares—Hand & Power Tools—Electric Appliances 
—Garden Supplies—Gifts—Sporting Goods. 
Write Box 216, Giving Items, Prices, Freight & Terms 
Address Box 216, care of HARDWARE AGE, Chestnut & 5éth Streets, Philadelphia 39, Pa. 








ABSOLUTELY MUST SELL. Owner sick. 
Hardware store long established. Small town in 
beautiful valley near Spokane, Washington. Di- 
versified farming, logging, lumber mills, mining 
and the largest Magnesite plant in North America. 


Excellent schools and churches. Clean _ stock; 
brick building. Potential great. Address: Box 
M-35, care of Harpware Ace, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 








DO YOU WANT TO RAISE CASH? 
DO YOU WANT TO SELL OUT? 


lf you want a sale, reduction, money raising, 
removal or closeout, get America’s most re- 
liable and productive sales plans. Send for 
prospectus pine 


J. H. VOLL SALES SERVICE 
115 West Fark St. Madison, Wis. 














FOR SALE 


Established and profitable hardware store 
located in center of town of 15,000 popu- 
lation in southern Maine, 30 years in same 
location, to be sold at inventory of $19,- 
000. This includes a well balanced stock of 
Hardware, Housewares, Paints, and Sport- 
ing Goods. See for yourself. For further in- 
formation write: 


Address Box 224, care of HARDWARE AGE 
Chestnut & 56th Sts., Philadelphia 39, Pa. 














HARDWARE-LUMBER, SAME FAMILY 
OVER sixty years, grossing about $200,000 an- 
nually. Located in one of the best farming towns 
in entire state of Nebraska. Great opportunity, 
priced for immediate sale, don’t find many like 
this. Information, free photos gladly mailed, no 
obligation whatsoever. C-6676 CONTINENTAL, 
804 Grand, Kansas City, Missouri. 





ADVERTISING SERVICE—can supply low 
cost cartoons for newspaper advertising on Sports, 
Gardening, Appliances, Plumbing, Paint, etc. Cost 
under $1 each. Mats in one or two column size 
give punch to any ad. For FREE proofs of car- 
toons and details write: David Lilly Agency Car- 
toons, Box 167, Long Beach 1, Calif. 





FOR SALES: Hardware store, well established, 
Hardware, plumbing, electrical, housewares, sport- 
ing goods and paint. Sales for 1956, $80,000. 
Inventory approximately $25,000. 30,000 popula- 


tion, trading area 65,000. Good lease, Modern 
building. Owner wishes to retire. Address: Box 
229, care of Hareware AGe, Chestnut & 56th 


Sts., Philadelphia 39, Pa. 





HARDWARE BUSINESS ESTABLISHED 
43 YEARS. Located in a metropolitan area in 
east central Minnesota. Owner’s health failing. 
Cement block building 44’ x 82’ can be bought or 
rented. Priced to sell. Exceptional opportunity 
for an aggressive man. Address: Box 236, care 
of Harpware AGE, Chestnut & 56th Sts., Phila- 
delphia 39, Pa. 





NEWSPAPER CUTS about 800 small one col- 
umn copper, similar as used in mail house cata- 
logues, retired from business will sell very rea- 
sonable. Write to BERTRAM BIRCH, Freehold, 
New Jersey. 





FOR SALE—30,000 Folding Paper Boxes 2 x 
2x 2—ce $7.50 per M. FOB New York City. 
Has small imprint—Brass Washers. Lincoln Box 
Co., 140 West 26th Street, New York, New York. 
Chelsea 2-4565. 





V BELT PULLEYS—JOB LOTS—new, all 
steel, AI shape, and many sizes. Write for cur- 
rent listing and prices. AB Supply Co., 121 E. 
Mishawaka Ave., Mishawaka, Ind. 





HARDWARE STORE, SOUTHERN PART 
OF NEW YORK STATE, old established busi- 
ness located on Main Street, Town of 8,000, mod- 
ern store front and fixtures, clean stock, hard- 
ware, housewares, and paint, plumbing and heat- 
ing business, leased building reasonable rent, sell 


at inventory plus fixtures and equipment complete. 
Owner has other interest. 
of Harpware AGg, 
delphia 39, Pa. 


Address: Box 110, care 
Chestnut & 56th Sts., Phila- 
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Positions Wanted 





CATALOG & PRICE BOOK MAN, 15 years’ 
experience wholesale hardware and housewares, 
compiling salesmen-home office-dealer, and con- 
sumer catalogs—either printed or assembled fac- 
tory sheets—available. Thorough knowledge of all 
——. and printing (Varityper, Multilith) 
processes. Capable to set up entire system, organ- 
ize department, indoctrinate your office staff, Ob- 
solete books brought up to date. Operates as con- 
tractor—fee basis—saves you a great deal of 
money. Address: Box 210, care of HARDWARE 
Ace, Chestnut & 56th Sts., Philadelphia 39, Pa. 








WESTERN PENNSYLVANIA AND EAST- 
ERN OHIO can be covered by experienced young 
man working out of Pittsburgh, Pennsylvania. 
in builders hardware, electrical and plumbing sup- 


plies. Will entertain offer direct from manufac- 
turer or manufacturer’s representative. Prefer 
to specialize in one of the Three Lines. Address: 


Box 219, care of HarpwareE AGe, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





OBJECT MATRIMONY-—31-year-old, tall pre- 
sentable man, short on experience but long on de- 
sire, wishes to meet young manufacturer or manu- 
facturers representative, capable of offering sound 
future based on initiative and sales records. Ad- 








dress: Box 221, care of Harpware AGe, Chestnut 
& 56th St., Philadelphia 39, Pa. 
LOOKING FOR SALESMAN? SALES 


MANAGER? Proven ability to open and develop 
accounts and territories, select, train and direct 


sales force; sales promotions; travel, etc., Capable, 
dependable ‘“‘Company Man,” background: i0 
years’ sales experience from manufacturers to 


wholesale hardware, industrial, mill and contractor 
supply distributors. Age 36, married. Address: 
Box 231, care of Harpware Acz, Chestnut & 56th 
Sts., Philadelphia 39, Pa. 





SALESMAN—33—married—10 years’ outside 
sales experience desires connection with manu- 
facturer or manufacturers representative house- 
wares or hardware. Currently employed—but 
mergers in present field limit opportunity for im- 
provement. Northern Illinois territory preferred. 
Limited travel considered. Address: Box 222, care 
of Harpware Ace, Chestnut & 56th Sts., Phila- 
delphia 39, Pa, 
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BUT—iT CAN BE MADE SMOOTH QUICKLY, 
EASILY AND INEXPENSIVELY ceé 


REPAIR - TOPPING - WELDING 
REVOLUTIONIZES cement and masonry repairs - 
ELIMINATESthe CHIPPING or ROUGHENING, 
PRIMING and CURING thot are necessary 


with ordinary cement patching materials. 


What's more. it is applied as THIN os Xe or 
more than ] whotever thickness needed 


Saves contractors, home owners. farmers, 
maintenance men hundreds of dollars in 
concrete replacement and repairs. 


INCREASE YOUR SALES-DOLLAR VOLUME 
INSTANTLY «eth Lalex loncrele 
REPAIR AND TOPPING IN THESE 3 SIZES 
a terrific seller in the “Fix-It-Yourself market! 


SMALL KIT — 8 Ibs. 














(sufficient to repair 50 to 
150 Ft. of average cracks) 
LIST PRICE $ 


LARGE KIT — 14 /bs. 
(double size) 


LIST PRICE 


CONTRACTORS UNIT- 

52 drum 

Includes 40-lbs powder 

mix] gallon lotex mixer 

Sufficient to cover approx 
100 sq. ft, Ke thick 

LIST PRICE .... $10.00 


BOTH KITS include powder mix, liquid rubber latex and o trowel. 
LIBERAL DEALER DISCOUNT- Prices are F.0.8. Chicago 





nors 


Te CAMP COMPANY, Ire ceo IRQS Se fe 
’ . Chicago 2! 
ve P aa. e on; “Rane ERY 











You Make News 


What you do is news to thousands of other hard- 
ware dealers who read HARDWARE AGE. They’re 
interested in knowing of your plans to remodel, 
of new partners, stores sold or bought, anniver- 
saries, etc. 

Write us a short note about any of your activi- 
ties you feel would be of interest to others who 
read the News of the Trade regularly in HA. 
Don’t worry about style. Just give us the facts 
briefly; we'll do the rest. Address your note to 
the Editor, HARDWARE AGE, 56th & Chestnut Sts., 
Phila. 39, Pa. 

















KEY-BAK key reel @ 
3} WANTED BY EVERY \ | 


\ 

KEY-BAK key reel sells because handymen want it! KEY- 

BAK is pocket-watch size, sturdily constructed. Attached to 

the belt, it carries the keys on a 24” long stainless steel 
chain. Swedish clock spring reels keys in; 
keeps them safely at the wearer's side. 
GUARANTEED! A wonderful self-selling 
counter item. ORDER TODAY! Retail... KEY-BAK is nationally ad- 


$2.95 ... If your jobber can’t supply you vertised in such magazines 
write direct to: s POPULAR MECHANICS, 
SCIENCE & MECHANICS, 





MECHANICS ILLUSTRATED, 
SPORTS AFIELD, etc. 
PASADENA 8, CALIF 


LUMMIS MFG co 
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A Detecto Display Rack FREE, with six scales, is your most compact producer 
of profits! Here’s why: 


One Word Sales Talk: 


Every sale is a big ticket $7.95 or $12.95 

Precision engineered accuracy — easy-reading Magnif-Eye dial 
Powerful Detecto brand name sells itself and sells fast! 
Nationally Advertised 

PLUS! Hot promotion number: Chatham Scale — 

a proved traffic builder! 












the ORIGINAL 
Glass-Top Fuses 


ROYAL ELECTRIC 
Corporation 
Pawtucket, R. I. 


Manufacturers of WIRE « FUSES © CORD SETS « WIRING DEVICES 









anaanes es Sell GREENLEE 22 Solid-Center 
i} | | i} | Auger Bits in sets and make extra lorge 
fli. | sales. Durable green plastic rolls 

: contain sets of 6, 8, 9, or 13 bits. 


a aseala 






= 
GREENLEE 


Write for free GREENLEE 
Hand Too! Catalog No. 35-H 


| GREENLEE TOOL CO., 1813 HERBERT AVE., ROCKFORD, ILL. 


149 


MARSHALLTOWN 


4{MARSHALLTOWN) 
Y TROWELS 


MARSHALLTOWN TROWEL COMPANY «+ MARSHALLTOWN, IOWA 





— .. » THE ECONOMICAL PAPER DROPCLOTH COVER 

ad that will outsell and outlast all others. Resin base } 
(NOT OILY) and crinkled to give the softness of 
cloth. In white or tan. Retail price: 69¢ to $2.19. 


: 


iPRONOUNCED MAY-CREPE) 


Also available! Ma-Crepe’s companion product— D2. , = 
Ma-Crepe OVERALL Plastic Dropcloth Covers AGA thay a’ + DURHAM 


TILE TREADS 


Modern tile-matching stair FASTEST 
treads in colors are a**must”’ SELLING NUMBERS 
wherever tile has the floor. 


; : y f | : : J Made of highest 
And tile has the floor Zh: | quality alum- 


in your customers’ — inum, 1 
recreation rooms, _ DISPLAYS and light te 
F Jf /f . . | ecting beads. 


over the tade. Reversi- 


| ‘ Sy ble. Also 
wearer 8 tread soles ! | ASSORTMENTS : - ¢ midget sizes. 


Get Tile j , My Contact your wholesaler WRITE FOR FREE | "e" > 5 , aoe designed 
Treads! 4g ,, oOo” , or write directly to: BULLETIN J31 i y 


RUBBER COMPANY 


Fremont: Ohio HY-KO PRODUCTS CO. “5 

















Looking for New Merchandise ? 


There's still lots of new merchandise being introduced to retail hardware markets. Keep posted on new mer- 
chandise by reading “What's New," which appears in every issue on page 12. During each month HARDWARE 
AGE brings you more listings of new merchandise than any other hardware magazine. 


HARDWARE AGE Chestnut & 56th Sts. Philadelphia 39, Pa. 














, NEW Blackii Decker: Heavy-Duty Saws! 


Designed to outcut, outperform, outlast other portable electric saws. More power, 
better visibility, easier handling, extra rugged. Backed by continuous advertising to 
your customers. Ask your wholesaler about the new line of Black & Decker Saws. 


World’s Largest Maker of Portable Electric Tools 


— 








ar Gil 
RUBBER CUSHION GLIDES Carton. Upholstery Nail 


Wonderful for all wood 
and metal 

Glide softly, 

Adjustable Rubber smoothly. Set 


ushion Glide a 3-color card. 6 Sizes, 
%”, %”, 1”, 1 1/16",1%", 1%". 


| Fe PROMPT SHIPMENT 
set Ask your jobber, If he is not supplied, write — 
ROBERT E. MILLER & CO., INC., shatter | Adu Ta 
35 Pearl St., New York 4, N. Y. : 








Monopoint Glide Bakelite Caster Cup 
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“NAT STANDS OUT 


with dress-parade packaging 


Brighten up your fastener shelves and speed up off-the-shelf selection with 
the snap and color of National’s high-visibility labeling and uniform packaging. 
These smart, trim boxes stand out, boldly identifying National quality by their 
glossy red and black finish. Color-coded labels make stock handling easier, too! Colors 
quickly identify fastener types. And sizes are printed large enough to see, even on 
higher shelves. 


Standardize on National’s most complete, accepted 
quality line . . . packaged to stand out boldly for greatest 


sales appeal. Wf Motion ‘44 y 


Ask Your Distributor . . . He Knows 7 s 














Cleveland 4, Ohio 
Pacific Coast: National Screw & Mfg. Co. of Cal. 
3423 South Garfield Ave. « Los Angeles 22, Cal. 





THE NATIONAL SCREW & MFG. eh 
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« TABLE MODELS 





THE HUENEFELD CO., CINCINNATI 25, OHIO 


ESTABLISHED, 1872 





